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virile words at the surprised commander of H. M. S. Serapis, he probably believed he was speaking 
only for himself and his desperately battling courageous comrades aboard the battered Bon Homme Richard. 
His thoughts no doubt were mainly on cutlass and grape-shot, about that time—certainly not on the American lum- 
ber and woodworking industry of 1932. But his spirited retort, dear to the heart of every schoolboy, applies 
equally well to this industry today. It’s just got to apply, now as then, if there is any [Turn to page 22] 
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bg sg We have just begun to fight!” When the redoubtable Captain John Paul Jones flung those 
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~-INSULMESH 


> 


| the Plaster Base that Reinforces, 
Insulates and Deadens Sound 









This inexpensive plaster base combines strength, perma- 
nence, fireproofness and insulation. The overlapping steel 
mesh is backed by a waterproofed corrugated board with 
. 34” air cell insulation. Insulmesh saves plaster, labor and 
} material, and is practical for the most economical installa- 
tion. Write for sample and price. 
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TRUSCON STEEL COMPANY 


YOUNGSTOWN, OHIO 
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/ Shipping cartons, containing 25 
sheets, protect the Insulmesh and 
facilitate handling and storage. 








FLY *TIM & 1s 
A Warm Welcome | BISaEX 


Amid the luxury and beauty of 
The Roosevelt you will find awarm The screen panel can be installed in a jiffy and your cus 


° tomer is protected against flies. In the fall, it only takes a 
welcome, a hearty home-like hos- few minutes to exchange the screen panel for the glazed panel. 


pitality—and a service that has The Continental Combination Door is furnished “In the 
° > White.” A Patented Panel Locking Device prevents rattling. 
won for this modern hotel in 


The five Continental factories carry all standard sizes of 


quaint, historic old New Orleans combination doors. 
the reputation and patronage it Full Length Window Sereene and 
deserves. Screen Doors 


Leading wholesal- 
ers throughout the 
country carry com- 


Rooms Now plete stocks of Con- 
as low as SEYMOUR WEISS tinental products. 
$3.00 Vice-President and Manager There’s a distributor 

a day near you who can 


give you overnight 
delivery. Write now 
for his name; also 


ask for descriptive : -_ . 

folders. fer cen Face PS] iN rm Food 

The OOSCUC C Conserves Heath ~ ae 
NEW ORLEANS 

CONTINENTAL SCREEN Co. 


DETROIT, MICHIGAN 
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Drawing Finer Lines in the Grading 
of Southern Pines 


RADING rules are calculated to 
distinguish the character, 
qualities and species of the 

woods to which they are applied, and 
therefore to demonstrate the truth that 
lumber is not just lumber, but that 
there are differences in utility and in 
value that can be and should be dis- 
tinguished. More and more lumber 
associations are so shaping their grad- 
ing rules as to make them indicate to 
the buyer and user the qualities that 
determine their fitness, their utility and 
their economy for their purposes. This 
purpose is plain in the proposals made 
for changes in southern pine grading 
rules as made ina report of the grading 
rules committee of the Southern Pine 
Association adopted at New Orleans, 
Jan. 27, and reported in the AMERICAN 
LUMBERMAN last week. 

Under the grading rules as changed, 
longleaf and shortleaf pine will be 
separated and marked to indicate the 
species. This change is made in recog- 
nition of the differences between these 
two important species, each of which 
possesses intrinsic qualities that make 
it especially adapted to certain uses. 
The change does not, of course, neces- 
sitate discrimination between the two 
species. Where qualities overlap they 
may be used for identical purposes as 
heretofore; but where the possession 
of certain qualities inherent in either 
species is indicated, the grade mark 
and species mark enable the buyer and 
user to select the species and grade 
best suited to their needs. 

On the whole it may be said that the 
proposed grades tend to make the se- 
lection of superior stock more easy for 
the buyer. At the same time the grades 
are made to conform more closely to 
mill practices. The result therefore 
will be more accurate and more uni- 
form grading and a further standard- 
ization of product in use. While it is 
not practicable in this place to specify 
all the changes proposed in the report 
adopted, it may be said that they are 
all designed to facilitate the merchan- 
dising of southern pine. 

The action of the Southern Pine As- 
sociation grading rules committee in 
the present instance is wholly in har- 
mony with the policy of that organiza- 
tion as exemplified in many ways. It 
has not hesitated at the most radical 
departures from established policies 
when they gave definite promise of im- 
provements that would redound to the 
benefit of the industry as a whole, in- 


cluding non-membership as well as 
membership. Its formulation of poli- 
cies of co-operation with retailers and 
with small mills has indicated a 
breadth of view and a generosity of en- 
terprise that afford an example that 
trade associations generally might 
profitably imitate. 

It is to be hoped that the steps just 
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taken with respect to grading wij 
serve to facilitate the marketing 9 
southern pine and be reflected jy 
greater satisfaction on the part of users 
of that wood, with corresponding prof. 
its to its producers. For enterprise jy 
organized activities ought to be as cer. 
tain to produce profit to the industry 
as similar enterprise on the part of the 
individual ought to bring to him a like 
result. It is to be hoped that the 
changes in rules will have the ep. 
thusiastic approval of all interested jp 
the production, distribution and use of 
southern pine. 


Modernizing and Invigorating the Mer. 
chandising of Lumber 


UMBER has lost infinitely more 
| through lack of appreciation than 
through lack of merit, and this 
lack of appreciation has been primarily 
among lumbermen themselves. Recent 
conditions have, however, inspired con- 
siderable introspection on the part of 
lumbermen and have induced a re-ex- 
amination of their product and a study 
of their mill and marketing methods 
that have revealed sales and mer- 
chandising opportunities that have 
been hitherto unknown or neglected. 
It has been the lumber industry’s 
neglect of these opportunities and the 
grasping of them by other industries 
that largely accounts for the loss of 
profitable markets for lumber. 

At the annual meeting of the West 
Coast Lumbermen’s Association, a re- 
port of which was published in this 
journal last week, the major emphasis 
of the entire program was placed upon 
merchandising, upon the necessity of 
making the most of the opportunities 
open to the industry in the proper 
manufacturing, fabricating, standardiz- 
ing, treating and finishing its product 
so that it may reach the user in forms 
best suited to his needs, so that it may 
be most conveniently utilized and be 
most likely to give satisfaction in use. 
Speakers whose competency nobody 
can question and whose judgment no- 
body can doubt insisted that the lum- 
ber industry must work out its own 
salvation through methods and policies 
that both within the industry and out- 
side of it have been demonstrated to 
be effective. 

Wood is one of the most adaptable 
of materials and lends itself readily to 
processing of every description that is 
calculated to make it useful and ac- 
ceptable for a multitude of purposes. 
It is a merchandising function to fit the 
raw material of the tree to the markets. 


Hitherto lumber in large measure has 
been marketed by the manufacturer as 
a crude product, for all practical pur- 
poses a raw material, carried only one 
step beyond the log. Hereafter, the 
manufacturer of lumber must convert 
his product to the greatest possible ex- 
tent into sizes, shapes and assemblies 
that carry on to the user the economies 
of shop work, the application of power 
and the efficiencies of mass production. 

At the present time the product of 
the lumber industry at various stages is 
handled, fabricated and put to use by 
crude methods and manual labor that 
seriously handicap if they do not posi- 
tively eliminate wood from considera- 
tion for many uses. Something like a 
revolution is inevitable in the methods 
of converting the tree into products 
useful to mankind if wood is to be used 
in a volume adequate to sustain a pros- 
perous lumber industry. To resist the 
trend toward mill fabrication and the 
mass production of wood products is 
only to clog the channels of distribu- 
tion and use. 

While there has been no lack of ap- 
preciation of the retailer as a factor in 
lumber distribution, that appreciation 
was again reiterated at the West Coast 
meeting. Every dealer will immedi- 
ately see that the modernized methods 
of marketing lumber and wood prod- 
ucts here outlined will require his ac- 
ceptance and support. The future of 
the lumber manufacturer and that of 
the retail lumber dealer are inextric- 
ably woven together. The carpenter 
and the contractor also will have to 
adapt their methods to the necessities 
of the hour if they are to survive as 
builders of structures of wood. The 
speakers referred to, in fact, proposed 
a new creed for producers, distributers, 
fabricators and users of wood who can 
hope to profit only by its acceptance. 
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lumbermen at lunch. 


last year. 


vious year.” 


money. 


all will have benefited.” 








Plans to Bring Money Out 


of Hiding 


One day this week an AMERICAN LUMBERMAN representative met one of the Illinois retail 
Immediately the usual question was asked, “‘How’s business?” 
discussion that followed the dealer said that he had just been going over the books and annual 
report of his yard and he found they had as many accounts on the books this year as they had 
He had been talking to the boys about being very careful about extending credit, 
and he was surprised to find that there were only a few dollars difference between the accounts 
receivable this year and what they were a year ago. 
latter said: “‘Well, we haven’t extended any credit this year—we have sold mostly for cash. 
The accounts that are on our books are those accounts that were brought over from the pre- 


And the dealer said that was a thing that was giving him a good deal of concern—that these 
old accounts had not been settled. 


Upon further investigation he found that it was probable he would have to take over some 
houses—and that led to the question of the depression and to the fact that the banks couldn’t 
loan money because so many people were hoarding it. 


We said to him, “Well, if you have to take over some of those houses, wouldn’t you be 
willing to sell the property for less than the mortgage?” 


“Yes,” he said, “I have thought about that. 
some cases $1,000 from the mortgage, but where can I find any buyers?” 


We suggested to him that he knows the banker in his town pretty well (there is only one 
bank left in that city, two having failed) so why not go to the banker and say: 
make a proposition to you. 


I will sell it for cash. 


ey 


And the dealer said that he would straightway go and see the president of his bank and 
nut the proposition up to him. 


Are there like conditions in your town? 


Will you see the banker? 


In talking it over with his manager, the 


I would be willing to take off $500 and in 


There are a good many folks in this town who are hoarding 
You have a suspicion, almost a certain knowledge, of who some of them are. If 
you will give me the names of twenty-five of them, I will not divulge this information but will 
look them up and attempt to sell one of my houses. 
duct $1,000 from the mortgage. 
what it cost two years ago. 
the money and deposit it in your bank.: 
That will help to stop the hoarding. 


I will offer them a bargain—lI will de- 
That will make the cost of the house less than one-half of 
If I am able to sell it, I will bring back 

I will continue to do this until all these houses are sold. 
You will have more liquid assets; I will have an asset 
instead of a liability; we will have shown people in this town that property can be sold, and we 


In the 


“T want to 














Plant Gets Big Creosoting 
Order 


SUPERIOR, WIs., Feb. 8—The National Lum- 
ber & Creosoting Co. put between twenty and 
thirty men back to work today to creosote 
90,000 ties for the Duluth, Missabe & Northern 
Railway, according to Superintendent W. F. 
Hopper. The order is the largest one in the 
last year, and Mr. Hopper estimates that three 
months will be required to fill it. 

Announcement was also made that S. S. 
Curtis, formerly of Kansas City, Mo., has taken 
over the position of local sales manager suc- 
ceeding P. R. Walsh, deceased. 


PortLAND, OreE., Feb. 8.—A sizeable order 
for pilings will be filled the next few weeks by 
the Charles R. McCormick Lumber Co. for de- 
livery at Norfolk or Baltimore. It calls for 
1,200 pieces, averaging from 100 to 110 feet in 
length. The piling will be assembled at St. 
Helens on the lower Columbia River and for- 
warded to the Atlantic coast on vessels of the 
McCormick Steamship Co., the first shipment 





to leave on the steamer Absaroka which is 
scheduled to sail from the Columbia River 
March 1. The material is understood to be for 
the Ford Motor Co.’s construction work. 

The Sweet Timber Co. at Bandon, Ore., has 
booked an order from the Smith Wood Prod- 
ucts Co., of Coquille, also on Coos Bay, for 
1,000,000 feet of white cedar logs. A crew will 
be sent into the woods shortly to get out the 
logs. 





Los Angeles Receipts 


[Special Telegram to AMERICAN LUMBERMAN] 


Los ANGELEs, Ca.ir., Feb. 10.—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 4,223,000 feet, there hav- 


ing been four cargoes of fir with 4.031,000 feet, 
and one cargo of redwood with 192,000 feet. 
Arrivals the preceding week amounted to 
7,653,000 feet, consisting of seven cargoes of 
fir with 7,400,000 feet and two of redwood 
with 253,000 feet. Unsold lumber on the har- 
bor totaled 7,427,000 feet, compared with 8,047,- 
000 feet the preceding week. Sixty-five ves- 
sels are reported laid up, and one operating 
off shore; the preceding week, sixty-six were 
laid up, and one operating off shore. 


Girls to Cruise in Lumber 


Schooner 


SEATTLE, WASH., Feb. 6.—Thrilled by the re- 
cent race between the Vigilant and the Commo- 
dore, lumber schooners, between Honolulu and 
Bellingham, Miss Anne Barkey, secretary in 
the Seattle offices of the Blanchard Lumber 
Co. and a girl friend, both 23, have signed on 
as stewardesses and will be part of the crew 
of the five masted Vigilant on a two-weeks 
voyage to Honolulu. The Vigilant on her last 
voyage from the sound to Honolulu was out 
thirty-two days, having much stormy weather. 
This voyage she will carry 1,800,000 feet of 
lumber, including a 10-foot deck load. 


Rapip.City, S. D., Feb. 8.—After a shutdown 
of about eight months, the mill of the Warren- 
Lamb Lumber Co., here, has resumed opera- 
tion. Approximately 150 men now are em- 
ployed, and it is expected that others will be 
put to work soon in connection with the logging 
operations. 
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QUERY AND COMMENT 


Wants List of Makers of Wood Toys 


Can you obtain and send me a list of 
wooden toy makers in the middle West? I 
would be greatly obliged for such a list.— 


INQUIRY No. 2769. 

[This inquiry comes from a large wholesale 
lumber concern in the South, selling both pine 
and hardwoods. The names of a number of 
manufacturers of wooden toys in the middle 
West have been sent to this inquirer. The 
AMERICAN LUMBERMAN will be glad to have 
the names of manufacturers of wooden toys, 
who were not included in this list. To any one 
interested, the name of the inquirer will be 
given upon request.—EDIToR. ] 


Dealers Handle Building Materials 


Please give me by return mail the addresses 
of concerns making or handling Celotex, a 
preparation made of cane, for ceiling pur- 
Our plans call for this kind of ceiling 
in a new church basement. I will count this 
a very great favor.—INquirRyY No. 2758. 


poses. 


[This inquirer, who is pastor of a church in 
a small town in Missouri, has been advised to 
get in touch with his local retail lumber dealer, 
who no doubt can supply his requirements. If 
unable to secure there the product wanted, he 
has been advised to address a letter of inquiry 
to the Celotex Co., in Chicago, for information 
as to where the material may be secured.— 
Ep1Tor. ] 


Interest on Past-Due Accounts 


In an effort to secure reasonably prompt pay- 
ment of accounts we try to charge interest on 
those past due. On the advice of our attorney, 
our bill heads have borne the printed state- 
ment, “This bill is due on Presentation: 12 
percent annual interest will be charged on 
past due accounts.” His reaSoning was that 
receipt of a bill bearing this statement estab- 
lished a contract by which the debtor could be 
forced to pay this rate of interest. 

Recently we have been advised by another 
attorney of equal standing that unless the 
debtor specifically agrees to pay this rate of 
interest, we can only collect the legal rate of 8 
percent. 

While the legal rate is 8 percent here there 


is no usury rate in this State and the local 
bank rate on short time loans is 10 percent. 
If we can collect only 8 percent, while the 


bank charges 10 percent it is cheaper for the 
customer to let our account run than to borrow 
the money to pay us, and charging interest to 
stimulate collections is to a large extent de- 
feated. 

Can you cite us any court decisions that 
would tend to clarify this point? Any infor- 
mation you can give will be appreciated.— 
INQUIRY No. 2767. 

[This inquiry comes from the manager of a 
retail lumber yard in Colorado. It is believed 
that the advice of the second attorney is sound, 
that unless the buyer specifically agreed to the 
payment of interest at the rate stipulated in the 
bill the higher rate of interest could not be col- 
lected. 

Ordinarily, the contract of sale is completed 
by the delivery and acceptance of the goods, 
and this may occur before the bill has been ren- 
dered, so that the buyer would have no oppor- 
tunity to assent to the stipulation regarding the 
bills until after he had accepted the goods. In 
other words, the stipulation would be no part 
of the contract of sale. At the common law 
every sale was presumed to be for cash. But in 
this case, the bill evidently is due on presenta- 
tion and there is nothing to indicate when that 
will be. 

If the stipulation regarding the higher rate 
of interest were printed on the delivery sheet 
and if that were receipted by the buyer he 
would doubtlss be bound to pay it; provided the 
time when the account would become due or 


past due were definitely specified. It is be- 
lieved that not only an agreement at the time 
of sale regarding the interest to be paid but a 
definite fixing of the date when the account 
would be due is necessary. It is doubtful if a 
competent attorney would advise suit otherwise. 

Readers are invited to give their experiences 
and their policies covering the points of the 
foregoing inquiry.—EbiTor. | 


Interested in Price Information 


In your current issue—Feb. 6—in response 
to inquiry No. 2766, is a table that is ex- 
tremely interesting to us. Of course the in- 
formation as to 1930 and 1931 is really what 
is most of interest, and we will appreciate 
your sending us the additional clippings to 
which you refer in the body of this article. 
There is another period in which the in- 
formation would be interesting—that is, for 
the years 1913 and 1914. If you have this 
information, we would appreciate your send- 
ing it to us. 

We note the sources of the information you 
printed and are wondering whether in every 
case at the different periods, these values are 
strictly comparable.—INQUIRY No. 2766-A, 

[The above letter from a well known Indiana 
hardwood concern has reference to a table of 
lumber prices printed in this department in the 
issue of Feb. 6, in response to inquiry No. 2766. 
The most complete information on lumber prices 
for 1913 and 1914 is contained in War Industry 
3oard Price Bulletin No. 43, this being a bulle- 
tin by R. C. Bryant, on “Prices of Lumber,” 
one of a series of bulletins on “History of 
Prices During the War.” It has been suggested 
to the inquirer that he write to the Government 
Printing Office, Washington, D. C., for informa- 
tion as to whether or not this bulletin still is 
available. 

As to the comparability of values given in the 


table printed in the Feb. 6 issue, these price 
statistics were compiled by the Bureau of the 
Census and Forest Service in co-operation: 
hence are comparable.—EbiTor. | 


In Market for Pressed Moldings 


We expect to be in the market for pressgeq 
moldings. Would you advise us where thege 
can be purchased?—INQUIRY No. 277 

[To this inquirer, a retail lumber dealer jp 
Florida, has been given a list of manufacturers 
of pressed moldings. Among these is a well 
known eastern manufacturer, a substantial quan. 
tity of whose product now is being used in a 
large building in Chicago, being furnished 
through one of the largest retail lumber yards 
in the city. This inquirer’s name will be sup- 
plied upon request from manufacturers of 
pressed moldings.—Eb1ror. } 


Wants Plans for Tourist Cabins 


We are in the market for a plan book 
showing tourist cabins. Can you put us in 
touch with something of this kind?—INaQuiry 
No. 2768. 

[This inquirer, who is a well known Illinois 
retail lumber dealer, has been advised of some 
booklets along this line, that are available, par- 
ticularly two that were compiled and published 
by two of the large lumber manufacturing con- 
cerns. The inquirer also has been given a list 
of several books of a more or less elaborate 
nature, that deal with the subject of summer 
camps, mountain cottages, tourist cabins, etc. 
Any one having information as to where plan 
books of tourist cabins may be had is invited 
to send the information to the AMERICAN LUM- 
BERMAN and will be given the name of the in- 
quirer on request.—EbITor. | 
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That plebeian of the forests 
—hemlock—is gradually coming 
to the front for recognition. 
In New Brunswick lumbermen 
are becoming fully awake to 
its value. An operator at St. 
Stephens recently stated that 
last season he received $5,000 
stumpage for the bark on 2,- 


six engines, 


On the line of this road and its 
branches are twenty-two camps 
in operation, three belonging to 
Yawkey & Bradley, three to 
H. W. Sage, two to Falsome 
& Arnold, four operated by W. 
J. Miller & Co. 
five in 
use, night and day. 


supply which is very large and 
the Weidler mill exports from 
thirty to fifty cargoes each 
year. At St. Helens, thirty 
miles below Portland, there is 
a large mill owned by Muckle 
Bros., which saws about 35,000 
feet of lumber per day. About 
half of this product goes to 


The road has 
constant 
At the bay 





000,000 feet, board measure, of 
hemlock logs. ***Hemlock 
might also be used for inside 
finishing of houses, and is a 
very pretty wood when oiled 
and varnished. 

. . - 


The extent to which the mod- 
ern appliances of railways and 
rollways are employed for 
getting logs to waters and mills 
is illustrated by the following: 
The Saginaw & Northwestern 
Railway runs from Saginaw 
Bay through Pinconning, a dis- 
tance of ten miles, then north 
twelve miles. It has several 
branches from one half to two 
miles in length. At the bay 
there are two trestles, their 
united length being 3,000 feet, 
and they stand about twenty 
feet above high water mark. 





the logs are dropped off the 
trestles and rolled a distance 
of 600 or 800 feet and then 
“tierd up,” so that at the finish 
they are in perfect tiers, each 
marked by itself with appro- 
priate camp marks. At this 
rollway have been banked this 
year 26,000,000 feet of logs. 
The president of the company 
operating this road is W. S. 
Gerish, of Muskegon, and W. J. 
Miller is general manager. 
+ o * 


In western Oregon, particu- 
larly on the Columbia River, a 
large timber business is carried 
on. Five mills—one of them 
nearly as large as the Gamble 
mill on Puget Sound—run on 
full time in Portland and do 
a profitable business. All of 
these contribute to the local 





Portland, and the remainder is 
shipped to San Francisco for 
foreign ports. 

: « a 


Goodwillie & Heisler, Chi- 
cago, have dissolved partner- 
ship, D. M. Goodwillie continu- 
ing in business at Center Av- 
enue and Twenty-second Street, 
and Herman C. Heisler at # 
Blackwell Street. 


- + * 


The Timber Trades Journal, 
of London, makes the rather 
surprising avowal that “it has 
been stated publicly that out 
of every hundred vessels loaded 
with pitch pine ten never reach 
their port of discharge; 10 


other words the loss in this de- 
scription of timber at sea } 
reckoned at ten percent.” 
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LUMBER MARKET REVIEW 


Southern Pine Sales Are 25 Percent Above Output; 
Buyers Try for Lower Prices 


The southern pine market seems to be suffering from 
pearish influences. Small-mill transits have been very hard 
to dispose of, more mills are going after orders for mixed- 
cars for retail yards, yard buyers want to reduce further 
rather than increase stocks, railroads are holding off for 
price declines, commission men are willing to shade prices 
in the expectation of being able to buy for less, and low 
offers are being made the mills—so go the week’s reports. 
The week’s bookings exceeded the production by about 
25 percent, but production has not been much more than 
half as large as during the first two months of last year. 
The curtailment at large mills is partly accounted for by 
floods in the Mississippi Valley, but these are a greater 
hindrance to smaller operators. The larger mills have been 
able to keep up their shipments, but smaller plants have 
had great difficulty in loading dry stock because of con- 
stant rains. Most of the orders seem to be for small fill-in 
lots for middlewestern and northern retail yards; southern 
trade is Slow, and the eastern market highly competitive. 
Imposition of a tariff by the United Kingdom is putting a 
damper on exporting to that country. 

Arkansas mills report some orders for timbers, piling and 
railroad material needed because of flood damage. There 
has also been more interest in factory stock. Retail trade 
is rather slow, but looks large in relation to present low 
output, drastic curtailment being forced by rains and floods. 
Mill stocks of common dimension and boards are at a low 
point, and many items are scarce. 


Northern Pine and Hemlock Mills Are Reducing Stocks; 
Buying Continues Hesitant 


Practically all the orders being booked for northern pine 
call for small lots for rush delivery; this is true of both 
industrial and retail trade, and of both the Lake States and 
the Niagara distribution territories. Though demand is off 
about a third from last year’s level, mill stocks are being 
steadily reduced, for all plants remain closed down. Stocks 
of mills seem to be so well assorted that they are able to 
give good service, now needed because the buyers have 
much depleted holdings. Weakness in the western pines 
has had a repercussion on the northern pine list, further 
concessions being reported. 


Northern hemlock trade has been up to last year’s level, 
while production has been only about one-third as much 
as last year’s. Shipments are running so much ahead of 
the cut that mill stocks are being reduced a little. 


Decline in West Coast Demand Is Accompanied by One 
in Output; Sales Nearly 40 Percent Above Cut 


Practically the only encouraging fact about the West 
Coast market is that bookings have continued almost forty 
percent above production. This excess of bookings is ac- 
counted for by a further decline in the production, from 23 
percent the preceding week to 19 percent of capacity. 
Identical mills reported a falling off of 15 percent in orders, 
and of 14 percent in their production. 

Rail bookings tapered off. Yard sales are poor in rail 
territory, there being little building in the cities or in rural 
sections. Retailers are disinclined to stock up, especially 
when they see prices easing off steadily. There were fur- 
ther declines in the averages of four groups of key items 
in the period ended Feb. 8. No. 1 boards and 2x4-inch 


Lumber Statistics Appear on Pages 46 and 47; Market Prices and Reports on Pages 57 to 59 


dimension were down about 20 cents average, siding lost 
40 cents of its gain of 95 cents the preceding week, but 
flooring lost only 6 cents of its 45 cent gain of the preceding 
week, Some say that there is a little better inquiry for rail- 
road and industrial material. 


Domestic cargo shipments were almost at their lowest 
point so far this year. On the east coast, consumption in 
all lines is slow, and uncertainty in regard to intercoastal 
rates encourages holding off. Space has been sold at $9 
and less. Southern California trade is dull, and receipts 
have exceeded demand, so last week the shipments were 
cut down and stocks reduced. 


Foreign bookings made a fair showing, but shipments 
were small—less than half the bookings, because of the 
troubles at Shanghai. The movement to Japan continues. 
There is little demand from other than Oriental markets. 


Heavy snows in parts of the Northwest have been a fac- 
tor in reducing production, for they have made logging very 
difficult. Log supplies are small, but seem adequate for 
the current production at the mills. 


Western Pine Output Declines Further; Mill Stocks of 
Shop and D Selects Depleted 


Bookings of the Inland Empire and California pine mills 
during the week ended Feb. 6 were more than three times 
the small cut, which at 8.5 percent of capacity was even 
lower than during the preceding week. Reports from 
identical mills show production about 60 percent less, and 
bookings about 35 percent less than in the corresponding 
week of last year. Prices show a mixed movement, accord- 
ing to sales reports for the week ended Feb. 8. Ponderosa 
Nos. 1 and 2 commons were stronger, but Idaho weaker. 
All Ponderosa selects were off, and so were inch Idaho 
selects, but 5/ and 6/4 Idaho selects strengthened. All 
items of Ponderosa shop strengthened, but did not fully 
regain the ground they lost the preceding week. There has 
been some fear expressed that weakness in Idaho commons 
will have an influence on Ponderosa of the same grades. 
Reports from mill sections indicate that Ponderosa shop is 
in a very strong statistical position, and that because of de- 
pletion of stocks of D selects, some of the mills are taking 
a firmer position in quoting. 


Hardwood Bookings Greatly Exceed Cut But Orders Are 
Few, Competition Keen and Prices Soft 


The hardwood market was a little depressed this week 
by announcement of a British tariff on imports, effective 
March 1. The principal foreign purchases have been of 
southern oak. As southern oak flooring factories intend to 
resume operations about March 1, they will be able to take 
up some of the slack, though they use only lower grades. 

The automobile and furniture shows have failed to result 
so far in much increase of sales, or in demand for hard- 
woods. Some hardwood producers who have contracts 
with these users for future delivery in fact complain that 
shipping instructions are so long delayed that stocks held 
in pile will suffer damage. A few orders for small amounts 
are being received from both these industries. 

There is very little business from millwork and flooring 
plants, and only small and scattered orders are coming from 
miscellaneous industrials and retailers. 

Prices tend to lower levels, partly because plants threat- 
ened by flood are sacrificing, but mostly because of the 
scarcity of new business. The fact that orders are far ahead 
of output gives no strength to lists. Total production is 
about half that of last year. 
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The Sword in the Waste Basket 


(Continued from front page) 
hope of survival. 

At a recent one of the semi-monthly Monday- 
night meetings which are modestly termed 
“conferences” but which really are schools to 
teach those lumber salesmen -who are fortunate 
enough and wise enough to attend, some infor- 
mation about the product they sell, Leo Krae- 
mer, research engineer of the Chicago Lumber 
Institute, made a very disturbing statement: 

“From the material that has come across my 
desk in the last few weeks, it is plain to me 
that, while the lumber industry has faced severe 
competition from steel and other materials in 
the last year or two, this competition is as 
nothing to what we are going to face in the 
months to come. We have had competition 
only in the larger structures—this year they 
will be after every little bungalow. Right now 
they are seeking to develop a light steel truss 
that will compete with our cheapest lumber— 
not just our best lumber, as in the past, but our 
cheapest lumber. You men, and all lumber 
salesmen, are going to be met with arguments 
and questions that you’ve never heard of be- 
fore.” 

Such a program leaves little, if any, room for 
the lumber industry. It is the demand for sur- 
render, clear and unmistakable. To those who 
covet the industry’s customers the time seems 
propitious. Some foolish lumbermen are fol- 
lowing the lead of the frenzied balloonist who 
thoughtlessly threw overboard his food instead 
of his ballast, and are abandoning their trade 
associations and good trade journals just at the 
time when they need them most. A lot of 
lumbermen, sentimentally true to what they 
have sold for years without much conscious 
effort, honestly believe that lumber is the logi- 
cal building material but don’t know how good 
it really is nor why it is so good nor under 
what conditions it is good. They can affirm 
their convictions, but they can’t support them 
satisfactorily, nor prove them. 

Ah, yes, the conditions do seem propitious 
for the demand for surrender, but that was the 
observation of the commander of the Serapis, 
too, when he looked at the broken masts of the 
representative of the infantile United States 
Navy, whose motley crew had dared to attack 
a frigate of the “mistress of the seas.” Those 
men, he reflected, were undisciplined and not 
accustomed to working together. Surrender? 
Sure they would surrender, he told himself. So 
he shouted his question to the man on the deck 
of the ship which was lashed to his own. 

But Captain John Paul Jones glanced at the 
determined faces of his warriors, whose valor 
he knew well, and he reflected on how very 
much his country needed this victory, and he 
shot back, “Surrender? We have just begun 
to fight!” So he and his men “tied into it” 
with renewed enthusiasm and abandon, and later 
that night Jones sailed away with the Serapis; 
and he was on the bridge, not on the yard-arm. 
3ut— 

The doughty captain had his trusty cutlass 
in his hand, all the time; it was not even in its 
scabbard at his side, let alone being in the 
waste-basket under the desk, or in some cubby- 
hole, or dust-covered in some closet. Further- 
more none of his men took any time off while 
the battle was raging. Even the cook came 
storming up out of the galley, to turn his 
butcher knife experience to good account with 
a cutlass. It was “all hands on deck and devil 
take the hindmost.” If one weapon failed a 
man, he hurried in search of another, and re- 
turned to the fray. 


The Weapons of the Lumberman 


Those men had weapons available, they kept 
them handy, they knew how to use them, and 
they did use them. The lumberman, in this 
coming contest (it will decide, not “Shall I walk 
the bridge or swing on the yard-arm?” but rather 





“Shall I stay in business and succeed, or shall 
I fail?”), also has plenty of weapons available. 
The fighting sailor had to impress his flashing 
blade on his opponent’s body; the lumberman, 
on the other hand, needs only to impress the 
truth on the customer’s mind, to achieve the 
same result—success, victory. For then he can 
sell the proper species, size and grade of lum- 
ber for the job, and lumber will be given a fair 
chance to show what it can do. As Mr. Krae- 
mer said: 

“The lumber industry will have to supply a 
better quality of lumber, and see to it that it is 
used right, or our customers will lay the blame 
for their dissatisfaction on lumber itself, and 
will turn to some other material. If you meet 
a question on why lumber should be used, or 
how it should be used, and you don’t know the 
answer, tell your customer to just wait a bit, 
that you'll find out.” And here’s how the 
weapons are available; he continued: ‘Ask us 
—if we don’t know the answer, we'll find out. 





| 








* 





have sold lumber all these years without thai 
stuff, and they can still sell it that way, they 
tell themselves, giving themselves a mental pat 
on the back. Others accomplish the same thing 
by perhaps taking the pamphlet home to the 
office and there allowing it to repose undis- 
turbed in some forgotten corner of the desk 
or under the counter. It is a keen-edged sword 
to help them fight their business battles, but 


they don’t seem to recognize it, or if they do | 


they fondly imagine they won't need any sword. 

The young fire-eating John Paul Jones did 
not kid himself with any such ideas. He was 
good at his task, and he knew it, and he knew 
his men were good, but that did not keep him 
from making every preparation he could. His- 
tory tells us that every man on board was 
armed with both cutlass and pistol, and that 
every cannon that could be found or improvised 
was loaded. 

The leaders of the lumber and woodworking 
industry today are working hard to make prep- 





~/, 


: 





W.E. Weber shows how a knotty southern pine timber reacts to the terrific pressure of this big 
testing machine at the Forest Products Laboratory, Madison, Wis. 


The manufacturers with their associations are 
always collecting such information, and the 
Forest Products Laboratory is always conduct- 
ing tests to give us actual figures we can use. 

“It is up to you men, who are in contact with 
consumers and contractors every day, to do 
the real job. They will listen to you, at the 
time. It is up to you to talk better construc- 
tion, and to show them why it pays. Get them 
to thinking about it. Don’t sell materials that 
you know won't give satisfaction. The custo- 
mer who gets poor lumber will stop being a 
customer. Maybe he won’t come to you and 
make a complaint—he will just simply stop 
buying lumber, and use some other material in- 
stead.” 


The Sword in the Waste Basket 


Often lumbermen at conventions have been 
seen to pick up copies of technical bulletins, 
issued by the National and placed there by a 
hopeful association secretary, perhaps—some 


will pick up copies, casually glance through 
to see what the pictures are; idly observe the 
captions, and then with an indulgent smile lay 
the booklets back on the chairs once more. They 


arations just as elaborate for every little busi 
ness battle that any lumber dealer, large or 
obscure, has to make to sell lumber or lumber 
products where they really ought to be sold. 


Every problem that the dealer can possibly; 


have, every question of “Why should I use wood 
for this job?” and “Why is wood superior?” 
and “How should I select and use my wood?” 
is being given the closest attention; and these 
pamphlets of technical information result. _ 
Up at Madison, Wis., is what is recognized 
as the most important laboratory for wood 
testing and investigating in the world, the 
United States Forest Products Laboratory, 
which in a few months will move into a_ fine 
new home. But in its present location it ! 
able to apply just about every known test 
wood, as to strength, staying qualities, rigidity, 
compressibility, nailability, glueability, and 
workability, among other qualities. Wearing 
and weather-beating and load-imposing m# 
chines in that great laboratory make a yeaf 
seem as a day, in punishment inflicted on the 
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| tand—that species and that grade of wood, 
| ysed in that particular way. They test all 
' species, and all grades, and every imaginable 
| method of use. 


One of the New Tests 


Such a test is being made right now. Over 
| in Europe an inventor in the woodworking in- 
| dustry discovered a kind of wood and metal 
dowel device that greatly increases the strength 
of wood joints. The industry in this country 
heard about it, and exclaimed “Wonderful if 
true! It will strengthen wood in its weakest 
spot—the joints. Let us investigate.” So it is 
being done. With the co-operation of the Na- 
tional Lumber Manufacturers’ Association, as 
| ysual, the Forest Products laboratory has some 

specimens of that joint obtained from the in- 
yentor and is subjecting it to all sorts of tests. 
The National Committee on Wood Utilization, 
which has carried on this kind of work so efh- 
ciently in the past, is applying the joint to ac- 
tual building conditions and problems, to see 
how it works. Work outside of the laboratory 
and inside, co-ordinated, is writing a complete 
description and history of what that new joint 
will stand. 
| Jf the invention comes through with honors, 
as expected (the results will be known, and 
‘onclusions reached and published, in the early 
art of this year), then the lumber and wood- 
working industry will have a new weapon, 
| bright and shiny, to use in its battle for the 
dollar. 

Two of the weapons already prepared, and 
|part of the trusted equipment of scme lumber- 





* | walesmen soldiers, are even now on the writer’s 


idesk, within easy and frequent reach. Mr. 
'Kraemer, in some of those conferences of his, 
has showed the wonderful value of both of 
them. They are chapters 4 and 18 in Volume 
IV of the National Lumber Manufacturers’ 
Association’s “Construction Information Series.” 
The first is entitled “Maximum Spans _ for 
Joists and Rafters” with a supplement; it is 
just one full-page table of figures after an- 
other, with not one pretty picture in the whole 


) book, and it takes a bit of looking to discover 


which columns apply to any individual munici- 
pality, according to its building regulations. 
3ut “Friend Kraemer” (as A. W. Riley, chair- 
man of the conferences, always calls him) 
showed how a lumberman, by referring to one 
“€ these tables, may quickly discover how great 

“span may be allowed with any size joist or 
.after, when the maximum load is given, may 
‘ell that result to his contractor or other cus- 
jomer, and know that he 1s right. 

The other one is entitled “Stronger Frame 
Walls,” and one may see authoritative results 
of tests showing exactly the comparative 
strength, and comparative rigidity, of various 
methods of sheathing and of bracing a wall. 
One sees the kind of bracing that allows a 
house to withstand hurricane pressures, and the 
kind that will not even withstand a good stiff 
‘indstorm. 

Such are the lumberman’s weapons. As his 
skill in their use increases, so also does his 
ability to cope with the arguments of any com- 
petitor that may question his right to the cus- 
tomer’s dollar—the dollar that will keep the 
payroll rolling and the wheels of business turn- 
ing—and to come out victorious. He didn’t 
know it, but when John Paul Jones on his 
cumbersome vessel set all his sails toward the 
commodore’s ship that evening he was rushing 
toward the newest and largest and best equipped 
fighting ship, save one, in the entire British 
navy! And he conquered it. 





Germany Organizes Lumber 


Research 


Wasuincton, D. C., Feb. 8—A Lumber Re- 
search Bureau has been organized in Berlin by 
the various German lumber organizations, states 
a report to the lumber division, Department of 
Commerce. This bureau will be prepared to 
offer advice and opinions upon lumber problems 


Presented to it by the trade and by wood con- 
sumers, 
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Hardwood Yards Watch Flood 
Waters 


MEMPHIS, TENN., Feb. 8.—Flood conditions 
throughout southern hardwood producing ter- 
ritory are causing manufacturers considerable 
worry, although as yet no hardwood lumber has 
been flooded. Many yards in Mississippi and 
Louisiana are in the danger zone, and additional 
rains, or further rises of the Mississippi may 
result in millions of feet of hardwoods being 
overflown, thus causing untold damage to the 
southern hardwood industry. 

The highest water reported to date has been 
in Mississippi where rivers have been out of 
their banks for many weeks, with the water 
still rising in many sections. Fortunately the 
breaks in the various levees of the streams 
tributary to the Mississippi River have not as 
yet affected any hardwood operation. The over- 
flow water covers many plantations and many 
acres of timber lands, but no hardwood mill. 
The danger in this section at present will be 
from backwater which will be forced out of the 
tributary streams by rises in the Mississippi 
preventing these streams from emptying into 
that river at various points. 

The Mississippi River at Memphis, and 
throughout the southern section, is above flood 
stage, but is still far from dangerous. If fur- 
ther rises can be averted it is rather doubtful 
that the Mississippi will overflow. Levees are 
new and strong, and the United States en- 
gineers report no fear of levee breaks along 
the main river, but say there is danger of some 
of the levees along the tributary streams break- 
ing with further Mississippi River rises. 

Louisiana mills along the various tributaries 
have made preparation for high water and 
should breaks occur but little lumber will be 
flooded. Practically no manufacturer is selling 
hardwoods at distress prices in fear of the floods, 
for it would hardly pay to reduce prices any 
lower than present levels in order to move the 
stock on hand more rapidly. 

At present the high water is only covering 
the floor of the forest, thus stopping logging. 
Production of hardwoods can not possibly in- 
crease until after the high waters have receded, 
which will require at least six, possibly eight 
weeks, at the best. 





Flood Conditions in Louisiana 


Monrog, La., Feb. 8.—This territory has suf- 
fered from torrential rains during the last six 
weeks, and the rivers, particularly the Ouachita, 
have flooded lowlands through Arkansas and 
Louisiana to an unprecedented degree. For four 
weeks the cities of Monroe and West Monroe 
have conducted a continuous fight to minimize 
the flood conditions. .The Ouachita River has 
established an all time high of something in 
excess of 50 feet at Monroe. The Missouri 
Pacific railroad tracks between Monroe and 
Columbia have been flooded to a depth of two 
or three feet. Monroe, West Monroe and Co- 
lumbia have been flooded in varying degrees. 
However, the river now is beginning to fall, a 
decline of about four inches having been re- 
corded at Monroe. 

The Red River has established an all time 
high at 1.3 feet higher than in the big flood of 
1927. At Alexandria it was necessary on both 
sides of the river to raise the levees from three 
to five feet, but it now appears as though a 
winning fight has been waged. The river has 
been on a stand at Alexandria for two or three 
days, and with the prevailing good weather it 
is believed the immediate danger is over. 

The Little River, the Black and Atchafalaya 
rivers all have been out of their banks, and this 
general flooded condition has had a serious ef- 
fect on logging operations, both in Arkansas 
and Louisiana. Commenting on this situation, 
W. T. Murray, general manager of the Tremont 
Lumber Co., at Rochelle, said: 

I do not know of a single hardwood mill 
now operating in southern Arkansas or west- 
ern Louisiana, ior will it be possible for 
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them to log before perhaps April or May. 
Production of both pine and hardwood in 
Louisiana is at the lowest ebb, and orders 
and shipments are almost double the present 
production. Stocks of pine and hardwood 
are considerably broken, there being a real 
shortage of some items in both woods, with 
small prospect of improvement in this re- 
gard, 





Companies Elect Officers and 


Directors 


ELKINS, W. Va., Feb. 8.—At the annual 
meeting of stockholders of the Keystone Manu- 
facturing Co. George Davis, of Hendricks, W. 
Va., was elected as a director to succeed D. M. 
McVean, resigned. Other directors elected 
were W. H. Mason, Samuel T. Spears,.H. B. 
Cottrill, of Gormania; George Ward, of Mill 
Creek, Judge W. E. Baker, W. N. Snedegar 
and L. W. Coberly, of Elkins. Officers elected 
were: W. H. Mason, president; Samuel T. 
Spears, vice president; L. W. Coberly, treas- 
urer and T. B. Cross, secretary. 

Stockholders of the Wilson Lumber Co. 
elected the following directors: Merritt Wilson, 
M. N. Wilson, Dr. D. F. Strock, F. E. Willson, 
of Pittsburgh; M. S. Wilson, of Marlinton, and 
J. S. Hamil, of Mill Creek. Merritt Wilson, 
sr., was re-elected as president and M. N. Wil- 
son as treasurer and general manager. G. H. 
Overholt was elected as secretary to succeed 
George W. Wilson who resigned to devote his 
entire time to the affairs of the Marlin Lum- 
ber Co. 

Stockholders of the Marlin Lumber Co., of 
Marlinton, elected the following directors: 
M. S. Wilson, and E. H. Williams, Marlinton; 
J. S. Hamil, Mill Creek; A. C. Pifer, of Mar- 
linton, George W. Wilson, Merritt Wilson and 
M. N. Wilson, of Elkins. The directors elected 
M. S. Wilson as president; J. S. Hamil as vice 
president and George W. Wilson as secretary- 
treasurer. 

Stockholders of the Inter-Mountain Coal & 
Lumber Co., operating in Kentucky, but with 
general offices in Elkins, W. Va., at their an- 
nual meeting elected the following directors: 
Merritt Wilson, sr., A. Spates Brady, M. N. 
Wilson, Thaddeus Pritt, Dr. D. F. Strock, all 
of Elkins; Charles S. Robb, of Washington, 
D. C.; George Ward, of Mill Creek, and A. B. 
Cornet, of Kentucky. Directors elected the fol- 
lowing officers: Merritt Wilson, sr., president ; 
A. Spates Brady, vice president; C. S. Robb, 
secretary and Clyde Post, treasurer. 








WAUKESHA, Wis., Feb 8..—F. D. Abell, one 
of the founders of the Palmetier & Abell Lum- 
ber Co. here, in 1892, will continue active 
in the company as president and treasurer, it 
was announced at the annual meeting of stock- 
holders and directors. D. M. Hunger, who has 
been associated with the company for a number 
of years, resigned from his position as vice 
president because of poor health. He is suc- 
ceeded in office by Mrs. C. P. Emery, of Mil- 
waukee. His interest in the business has been 
taken over by J. H. Herold who will continue 
to serve as secretary and have general charge 
of the business. 


Smith Sends First Solution 
Your problem page 49, Feb. 6 issue: 


Smith is the engineer. The brakeman’s near- 
est neighbor must be Mr. Smith, since his salary 
is exactly three times that of the brakeman’s. 

It could not be Mr. Jones, since his salary of 
$2,000 could not be exactly three times that of 
the brakeman’s. 

Since Mr. Robinson lives at What Cheer and 
Mr. Smith half way between there and Des 
Moines, Mr. Jones must therefore live at Des 
Moines, and this establishes the brakeman’s 
name as Jones. 

“Smith beat the fireman at pool.” 

Since Jones is the brakeman, the fireman must 
be Robinson, and Smith the engineer.—lIRANK 
S. SmitH, Auburn, Ind, 
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Calls Attention to Special Legis- 
lation Before Congress 


New York, Feb. 8.—W. W. Schupner, secre- 
tary of the National-American Wholesale Lum- 
ber Association, has sent out a bulletin to the 
members, discussing legislation now before the 
national Congress that more or less directly 
affects all industries, including lumber. In his 
bulletin, Mr. Schupner says: 

1. The Luce-Watson Bill (House Bill 5090, 
Senate Bill 35) which proposes the formation 
of home loan discount banks. Your legisla- 
tion committee has recommended that mem- 


bers communicate with their senators and 
congressmen urging support of this bill. 
Many have responded splendidly. The bill 


is still in the Senate committee with influen- 
tial interests opposing it, and members will 
do well to make their wishes known to their 
representatives at Washington, This bill 
should pass and if it does it will mean much 


to the lumber industry, but aggressive indi- 
vidual action is needed. 
2. The Kendall Bill (H. R. 6585) which 


proposes a restriction on the products of con- 
vict labor. Our last convention went on 
record against the importation of lumber 
from Russia and it is believed the Kendall 
Bill will assist in accomplishing this pur- 
pose. It is now having the attention of your 
legislation committee. 


3. The Johnson Bill (S. 1963) proposes 
regulation of the intercoastal shipping busi- 


ness. As previously announced, your execu- 
tive committee has expressed the hope that 
the carriers could agree upon the stabiliza- 
tion of rates among themselves, but in- 


structed the railroad and transportation com- 
mittee to consider carefully any legislation 
providing for regulatory legislation. The 
Johnson Bill is now before your railroad and 
transportation committee for consideration. 


tevision (S. J. Res. 87). 
A resolution has been introduced in the 
Senate providing for the appointment of a 
joint congressional committee and to afford 
emergency relief to natural resource indus- 
tries, of which lumber is one. This will have 
attention. 


4. Antitrust Law 


5. Grade-marking. We are informed that 
it is proposed to _ introduce into Congress a 
bill requiring lumber sold in interstate com- 
merce to be grade-marked. If such a bill 
is introduced it will have attention. 





Taxpayers Oppose Fancy 
School Buildings — 


PorTLAND, OreE., Feb. 6.— The action of the 
Albina Homestead Improvement Club of this 
city in standing like a stone wall against the 
erection of a new school building, is typical of 
what tax paying groups are now doing all over 
the country. The local club simply refused to 
stand for the program of the board of education 
to raze a perfectly good building in order to 
replace it with something possibly more modern 
and certainly more “fancy.” 

It appears that the school building in ques- 
tion was originally built twenty years ago and 
extended eight years ago. It developed that the 
proposal to demolish the building originated 
with the city fire marshal, who declared that 
the building was a fire and life hazard, simply 
because it was of wood construction and not be- 
cause of deterioration or structural weakness. 

When the improvement club applied for an 
injunction against the school board to prevent 
the condemnation of the building the board’s 
superintendent of construction testified that the 
building was in sound condition, good structural 
condition, and perfectly safe for school purposes. 

An inspection of the building by J. E. Mackie, 
engineer of the National Lumber Manufactur- 
ers’ Association, developed the fact that it was 
a gross misrepresentation of the facts to say 
that it was a fire risk. It was found that the 
building has adequate exits, that about one-third 
of it is equipped with automatic sprinklers, and 
that the boiler-room is separated from the rest 
of the building by masonry walls and has a 
metal lath and plastered ceiling and metal cov- 
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ered fire doors. 
stories in height. 

A considerable portion of the tremendously 
increased burden of taxation that has been im- 
posed on property owners in recent years is due 
to the rage for replacement of perfectly good 
wood school structures with buildings of so- 
called permanent materials. It is believed that 
not only will the present enforced economies 
check further replacement of excellent struc- 
tures with modish new and expensive ones, but 
will bring properly built fire-resistive frame 
construction back to general favor in suburban 
and rural districts. 


The building is only two 





Installs New Kiln Equipment 


The Arrow Mill Co., a well known manu- 
facturer of battery separators in Chicago, pur- 
suing its policy of bringing its plant thoroughly 
up to date, is now remodeling one of its natural 
draft kilns and installing a high powered Moore 
reversible cross circulation system. This is the 
third kiln to be changed over to the new sys- 
tem by this company, in order to increase hold- 
ing and drying 
capacity and 
also to improve 
the quality of 
the product. 

The output of 
the Arrow Mill 
Co. consists 
largely of bat- 
tery separators. 
These are made 
principally from 
Port Orford cedar, a species of white cedar 
which grows only in the section around Marsh- 
field, Ore. This wood is shipped to Chicago, 
where it is resawn, kiln dried, and machined 
into the finished product. These separators are 
used to separate the plates in all types of com- 
mercial batteries, including the large storage 
batteries used in submarines. For automobile 
batteries the finished separators are .095 inches 
thick. The Arrow Mill Co., formerly operated 





Type of battery separator 
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Kiln control board in plant of Arrow Mill Co. 


natural draft kilns, but, in order to improve the 
efficiency of its plant, several months ago re- 
modeled two of the kilns to the high powered 
Moore system, which system is used on the 
Pacific coast, in the East and the South, and in 
foreign countries as well, for drying both veneer 
and lumber. It is estimated that more than 95 
percent of the Port Orford cedar battery sep- 
arators produced in the world are dried by this 
system. 

Remodeling of the third kiln for the Arrow 
Mill Co., is being engineered by the Moore Dry 
Kiln Co., of Jacksonville, Fla., which has manu- 
factured the equipment and is supervising its 


installation. 
_ 


Samples of British Columbia lumber, to- 
gether with descriptive literature, are being 
placed by the Provincial Government aboard 
the Canadian destroyer Skeena, which is mak- 
ing a winter cruise to Bermuda and the 
Caribbean Islands, 
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Say Use of Wood for Bridges 
Is Big Economy 


SPOKANE, WASH., Feb. 6.—“We are ready to 
show the taxpayers here the great savings pos. 
sible through use of wood in bridges,” R, L 
Bayne, chairman of the timber products bureay 
of the Chamber of Commerce, stated this week 
in reply to statements of two city commission. 
ers, quoted in a local paper recently, saying that 
wood is not economical for this use. 

“We expect to show that heavily designed 
wooden bridges of the same load-carrying 
capacity as suggested for concrete bridges, can 
be built at a saving of at least 50 percent jn 
cost, and as high as 60 percent,” Mr. Bayne 
said. “Such bridges are practically fireproof, 
having concrete paved floors.” 

“The type of architecturally beautiful bridges 
we have in mind will last at least thirty years,” 

The lumber industry, the Hoo-Hoo club and 
the Chamber of Commerce Timber Products 
Bureau will co-operate in setting forth the 
merits of wooden bridges. With bridge engi- 
neers from the National Lumber Manufacturers’ 
Association and the West Coast Lumbermen’s 
Association, they will lay their cards before the 
city council. Ed Wert, Long Lake Lumber 
Co., chairman of the Hoo-Hoo Club bridge 
committee; H. R. Gilkey, Washington Wood 
Preserving Co., and E. H. Jackson, Diamond 
Match Co., of the timber products bureau; J. E. 
Mackie, field representative of the National 
Lumber Manufacturers’ Association, and Ches- 
ter Hogue, field representative of the West 
Coast Lumbermen’s Association, are preparing 
to carry the fight to the city commissioners. 

George Pearson, organizer of wood promotion 
committees among employees, spoke before the 
Spokane “Ad” club and the Gyro club this 
week, urging the use of wood products, and 
pointing cut the economy of wood bridges. 





Suggests Informative Associa- 
tion for Foreign Buyers 


WasuHIncTon, D. C., Feb. 8—The European 
consumer of American lumber has scant knowl- 
edge of our species and their qualities and as a 
result our woods are not generally command- 
ing the prices they should, Axel Oxholm, di- 
rector of the National Committee on Wood 
Utilization, states in a pamphlet just issued 
giving a resume of his findings in a Euro- 
pean investigation conducted last summer and 
fall. 
promotional work done in this country is recom- 
mended as a means of extending European 
markets and obtaining better prices there. 

“Industrial Europe needs specialty woods,” 
Mr. Oxholm points out, “and the United States 
can supply this demand better than any other 
country since we have more than 90 species of 
commercial woods as compared with Europe’s 
twelve or fifteen.” At the time of his return 
Mr. Oxholm gave a special interview which 
was published in the AMERICAN LUMBERMAN in 
which he detailed our species advantage over 
European producers. His formal report to the 
secretary of commerce gives in detail the situa- 
tion of American woods abroad together with 
well considered recommendations for expanding 
and improving this market. 

Among the needs suggested by Mr. Oxholm 
are an export association which will represent 
all lumber exporters, this association to con- 
cern itself with problems of mutual interest, 
such as uniform contracts, methods of handling 
claims, grading rules and the conduct of edu- 
cational campaigns. The sale of American 
lumber, he points out, might profitably be con- 
ducted through expansion of the Webb export 
corporation plan now being used to some extent, 
selling for joint account of many members. 
Copies of the report may be obtained by manu- 
facturers and exporters from the National Com- 
mittee offices in the Department of Commerce. 
They are also available at 10 cents a copy from 
Superintendent of Documents, Washington. 


* 





A campaign of information similar to the, 
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Would Avoid Confusion in 
Trade Names Abroad 


WasuincTon, D. C., Feb. 8.—The lumber 
division has received trade advices pertaining 
to the confusion which often arises in foreign 
markets as to “common names” for American 
woods and certain foreign woods, according to 
Leighton H. Peebles, chief of the lumber divi- 
sion, Department of Commerce. He suggests 
that exporters do more trade promotion work 
abroad, to prevent such confusion influencing 
competition. Northern European pine (Pinus 
sylvestris) is commonly termed in Europe “red- 
wood.” This pine is similar to the Norway 
pine of the Lake States. European spruce 
(Picea excelsa), ordinarily called “whitewood” 
in Europe, yet it is an entirely different species 
from American yellow poplar, which likewise 
soes under the name of “whitewood” both in 
foreign markets and in certain sec- 
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ject was “Making Lumber Live Again,” not 
“Making Lumbermen Live Again,” as indicated 
in the convention report. Commenting on this 
address, Mr. Lyon said: “Dr. Waldrip gave us 
an inspiring address on the subject of ‘Making 
Lumber Live Again,’ the theme being cutting 
down a tree and making it live in homes and 
in shelters for our animals.” 





Oak Flooring in Strong Position 


News and market reports in January indi- 
cated a strong individual position occupied by 
oak flooring with relation to the lumber mar- 
ket as a whole. As was mentioned then, the 
industry entered the new year with a general 
shutdown of flooring plants and no definite plans 
for resumption. Since that time the interven- 
ing thirty days have brought the trade that 
much nearer a season of spring demand. Re- 
ports indicate a continued practically 100 per- 
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Swedish, Finnish and Soviet Ex- 


port Deal Unsuccessful 


Wasuincton, D. C., Feb. 9.—The Swedish 
journal “Affarsvarlden,” says the lumber divi- 
sion, Department of Commerce, states that the 
Swedish Timber Exporters’ Association has 
sent out notice that negotiations have for some 
time been going on between its delegates, the 
Finnish Saw Mills Association, and Exportles, 
the Soviet lumber exporting organization. The 
aim has been to reach an understanding with 
regard to experts. At a recent meeting in 
Stockholm, no agreement could be reached, but 
discussions contributed toward a better under- 
standing of the possible market. No increase 
in exports will take place during the current 
year. In Sweden and Finland, curtailment ap- 
pears likely. Russian negotiations with Eng- 
land have mentioned only 890,000,000 board feet. 








tions of the United States. 





Plan for Disposal of 
Cut-over Lands 


CLoguET, MINN., Feb. 8.— To 
maintain a constant source of tim- 
ber for utilization by the Weyer- 
haeuser Forest Products Co. here, 
and to provide cheap lands for 
those wishing to turn their hands 
to farming, the company and a 
Cloquet Commercial Club com- 
mittee have arrived at a method 
of disposing of Weyerhaeuser tax 
delinquent lands in northern St. 
Louis County. 

Eighteen thousand acres of cut- 
over land are involved in the plan. 
This is to be divided into 40-acre 
tracts, to be distributed by lot to 
citizens of Cloquet who wish to 
pay 50 cents each for entering 
their names. These purchasers will 
receive quit-claim deeds from the 
company, with the stipulation that 
10 acres out of every 40 must be 
kept as a wood-lot. 

After 100 signers have been ob- 
tained, a petition will be presented 
to the St. Louis County board ask- 
ing for a reduction of the taxes, 
which have not been paid for four 
years. The signers agree to take 
the land if the reduction in taxes 
is satisfactory. 

The Commercial club proposal 
was accepted in behalf of the 
Weyerhaeuser interests by Rudolph 
Weyerhaeuser and H. C. Hornby. 
Except by the proposed plan none 
of the land could be sold or placed 
on the tax rolls before November, 
1932, when it would be sold by the 
State at its appraised value. 

It is believed the woodlots will 
help keep the Weyerhaeuser Clo- 
quet plants supplied with the aspen, 
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Adopts 5-Day, 40-Hour 
Week 


RicHMonbD, Va., Feb. 8.—A 5- 
day week of 40 hours will go into 
effect in the Richmond construc- 
tion field here on March 1, the 
local builders and allied industries 
voting unanimously for the shorter 
week at the annual meeting of the 
Richmond Builders’ Exchange. The 
5-day plan was adopted without 





discussion by the 167 members of 
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PUZZLE: WILL HE FIND IT? 


In this timely cartoon from the Los Angeles Times, Uncle Sam is seen 
looking for the collar button of “Economy in Government” among a 
clutter of overlapping bureaus, strongly suggesting the present situa 
tion at Washington. Removal of some of the useless “furniture” doubt- 
less would expedite the search 
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the exchange present. President 
John Russell urged the builders 
and the allied industries to work 
as many man hours in the 5-day 
week as they have been doing in 
the 5!4-day week, in order to re- 
lieve unemployment as much as 
possible. There will be no change 
in the wage scale, employees being 
paid for the five working days at 
the same rate of pay per day or 
hour as prevailed in the 5!4-day 
week. 





To Enjoin City from 
Enforcing Yard Tax 


INDIANAPOLIS, IND., Feb. 9.— 
Suit to enjoin enforcement by the 
city of Indianapolis of an ordinance 
licensing Indianapolis lumber deal- 
BS ae ers has been filed by the Anderson- 
gy e Davidson Lumber Co. in circuit 
court. The complaint attacks the 
constitutionality of the ordinance. 
It was filed on behalf of thirty re- 
tail lumber concerns. A fee of $51 
a year from each lumber dealer is 
assessed by the city. 

Licensing of lumbermen is not 
necessary for protection of public 
safety or health and the “city at 
no time was empowered or author- 
ized by law to levy against and 
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spruce, balsam, jack pine and 

second growth timber of other varieties. 
Matches, match boxes, spools, wood utensils, 
barrels, clothespins and pulpwood products are 
among the commodities turned out at the Clo- 
quet plants of the company. 
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Making Lumber Live Again 

A good friend and faithful reader of the 
AMERICAN LUMBERMAN, John M. Lyon, lum- 
ber and building material dealer at LaHarpe, 
Ill, has called attention to a typographical 
error that occurred in the Feb. 6 issue in con- 
nection with the report of the annual conven- 
tion of the Southeastern Iowa Retail Lumber- 
men’s Association, held at Burlington, Towa. 
One of the principal speakers was Dr. Marion 
Waldrip, of Cape Girardeau, Mo., whose sub- 





cent shutdown and reduced inventories at many 
points that are resulting in broken stocks of the 
more mobile items. 

As yet no plant has announced its intention 
of resuming manufacture. In the meantime the 
already acute shortage of flooring oak at the 
hardwood mills has been accentuated by an- 
other month of continued rains throughout the 
hardwood belt and consequent cessation of log- 
ging operations. 

These factors combine to make the strongest 
position oak flooring has held in more than two 
years. That this situation is not being over- 
looked by the trade is reflected in reports of a 
moderate flow of orders coming to the mills 
from all parts of the country, for both straight 
and mixed cars, this indicating that in many 
localities dealers are expecting at least a partial 
resumption of new construction and remodeling. 


exact from this plaintiff and others 
engaged in said business a tax for owning and 
operating or maintaining a lumber vard.” The 
ree is attacked as class legislation in that the 
ordinance does not apply to lumber dealers 
from adjoining cities and towns who sell their 
products in Indianapolis. The ordinance pro- 
vides a fine not to exceed $200 a day for fail- 
ure to obtain the license. It was passed in 1925. 


—_—_—_—_—_—_—_—_——— 


THE WOODLOT’S POSSIBILITIES as a source of 
additional farm income is the subject of “Farm- 


ers in -Northern States Grow Timbers as 
Money Crop,” Department of Agriculture 


Farmer’s Bulletin No. 1680, obtainable for 5 
cents from the Superintendent of Documents, 
Washington, D. C. It is composed largely of 
farmers’ own stories of methods used and finan- 
cial returns obtained. 
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REALM OF THE RETAILER 
A Well Known Merchant on Merchandising 


Varied Uses of a Prospect List—What Is It Worth to Get a Visitor Into the 
Yard?—When the Financing Hand Is Quicker Than the Appraising Eye 


Roscoe C. Briggs, of the Briggs Lumber Co., Oneonta, N. Y., is 
one of the widely known dealers of the Northeastern association. 
He has long been active in association affairs and is a merchant 
of energy and rational ideas. He has probably contributed as many 
methods and as much sound practice to the business of selling 
lumber as anyone in the industry; and one reason for his success 
is, we suspect, his habit of keeping his feet on the ground. A 
method has to stand scrutiny, both in regard to its immediate 
workings and in regard to its long-time effect upon his community 
before he is interested in it. He likes to make sales as well as any- 
one; but he doesn’t want to make them at any price. Some penalties 
are too high to be paid bya retail lumberman for immediate volume. 

During the rather brief visit we paid to his 
yard Mr. Briggs mentioned several ideas and 
methods which probably have already appeared 
in other parts of this paper. For instance, he 
has a carefully selected list of prospects on a 
mailing list. This list is considered one of the 
highly valuable assets of the business, and 
every is taken to see that it is both live 
and accurate. It is checked and counter checked 
and gone over by means of personal calls to 
make sure not only that the family is a pros- 
pect but also to discover the special building 
factors in which it is or should be interested. 
In addition to special features sent out to sub- 
classifications—it would be a waste, for in- 
stance, to send silo material to a city dweller 
a general letter is sent out once a month. This 
deals with some one idea; insulation or roofing 
or the like. Some time ago Mr. Briggs thought 
of the idea of making this letter and his office 
a medium of exchange for selling articles which 
his customers might want to dispose of. To 
start it off, he and his men went out and dug 
up some of this material. After the first few 
letters these items came in without being soli- 
cited. They range all the way from bulls to 
portab'e typewriters. There is no charge for 
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become acquainted with his service facilities and give him and his 
men a chance to talk with them. 

It is not the easiest thing in the world to get the right people to 
come. Sometimes a yard finds it possible and even beneficial to stage 
a regular hippodrome; import musicians and vaudeville performers 
and caterers and so on. That works well enough for the business of 
opening a new yard, because it gets everybody aware of the fact at 
once that the yard is there and doing business. But with an estab. 
lished yard, the problem is different. Mr. Briggs does not care 
especially about getting great crowds in his yard in the evening by 
the bait of amusement that has no connection with the building 
industry. He wants real prospects. He wants them there at a time 
when they can see the yard and the stock and 
when they are in the mood to pay attention to 
these things. 

His method this time was to send out some 
four or five hundred letters to a specially se- 
lected group on his mailing list, explaining the 
purpose of Inspection Week. It was a cordial 
and friendly letter, and in the course of it 
Mr. Briggs told his correspondent to drive his 
car to the yard, stop at the gas pump and 
receive five gallons of gas free. We rather 
exclaimed over this. 

“Why shouldn’t I?” asked Mr. Briggs. “I 
have made arrangements with a gas company 
whereby that five gallons will cost me 50 cents. 
I’ll pay 50 cents any time to get a selected 
prospect to look over my yard and talk with 
me about his needs and my services. Try 





it for 50 cents worth of any other kind of 
advertising. 
come. 





It’s the sort of premium 
appeal to the sort of family I especially want 
to see. In addition I'll give them a ticket to 
a parking lot, where they can leave the car 





the service. 

The thing that makes this feature valuable 
to the yard is that the owners are not listed. 
Prospects must come to the office or telephone 


in. The name of the owner is given the in- 
quirer, and a note is written the owner. So 
the exchange is directly through the Briggs 


office, and contact is made both with the buyer and with the seller. 
Mr. Briggs asks two things of the people who list goods in this way; 
first, that they name the price they are going to get, and second, 
that they inform him when the article is sold. He insists especially 
that when a person lists an article at, say, $50, he shall stick for 
that price and not accept $45. He wants the list to be accurate 
and on the square, so that the persons who receive the letter can 
depend upon the information. Of course he does not want to con- 
tinue advertising articles that have already been sold. 

Mr. Briggs believes that this is a useful service for his friends, 
and he considers it a valuable builder of personal contacts and 
good will for his business. 

At the time of our call the yard was getting ready for a periodic 
“Inspection Week.” This will be past before these lines get into 
print. It may be the plans and features were somewhat changed 
from those mentioned to us, but they will at least serve to indicate 
generally the kind of methods employed. This is a big and splendidly 
kept yard, and it specializes in high grade stock. Mr. Briggs is 
confident from past experience that it is a real builder of sales if he 
can induce people to come in and look at his plant and his stock, 


Roscoe C. Briggs, of the Briggs Lum- 

ber Co., Oneonta, N. Y., has probably 

contributed as many methods and as 

much sound practice to the business 

of selling lumber as any one in the 
industry 


while they do what other shopping they want 
to do. This campaign, as you see, is directed 
especially at farmers. 

“IT operate several other yards in nearby 
towns; so on each day of the Inspection Week, 
beginning probably Tuesday, I’ll have a man 
here from one of the other yards. It'll be his 
business to spend one day here, meet and talk 
with people and explain the stock and the service. I figure that 
he'll learn a great deal about our objectives and methods in that 
one day, and he’ll have a good experience in meeting people whom 
he does not know. Then, too, it’ll give us an extra man to be sure 
no one is overlooked or neglected.” 


About Delivery Charges 


Mr. Briggs has made considerable study of the matter of cartage 
charges and their effect upon the difficult matter of deliveries. 
In fact he is inclined to think that the three biggest practical prob 
lems of a retail yard are, in the order of their importance, de 
liveries, financing and credits. 

The Oneonta yard follows the policy of making a flat charge 
for each delivery. This charge does not cover the cost of the 
delivery; possibly less than half of it. But in the first place it 
does bring in that amount of money. And even more important 
than this it has a powerful influence upon customers, contractors 
and carpenters in the direction of anticipating their wants and 
getting their purchases sent out in the fewest possible trips. Many 
a time, and it seems especially true when the yard is busiest, 4 





other methods of getting people to come to your F 
yard for this purpose and see if you can dof 
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contractor will be telephoning down once an hour for a little jag 
he has not taken the trouble to think of in the morning. And it 
js not unusual that these jags are so small the actual cost to the 
yard of hauling them out is more than the entire net profit on the 
material hauled. Divide up a bill sold at a normal profit into small 
enough loads, and that profit disappears in “free” cartage. Mr. 
Briggs is inclined to think that among homely, every-day troubles 
of a retailer, deliveries just about top the list. They are elusive 
things. There the trucks are, they might as well work and so on. 
You've heard that argument. But Mr. Briggs has collected figures 
to prove that this is an argument that should go climb a tree. The 
trucks are not there, unless the organization of the delivery system 
and the policies of hauling call for them. It has been practically 
proven that the difference between so-called free deliveries and 
their jag loads on the one hand and charged-for deliveries and their 
anticipated grouping of orders into large loads makes a measurable 
difference in the number of trucks needed. 


Financing Customers, With Discrimination 


Mr. Briggs looks somewhat askance at the business of financing 
customers, at least as it has been done or attempted in a number 
of places. Of course he agrees with you that some financing is 
necessary and that a genuine “cash lumber yard” must be one that 
selects a small percentage of business from a large community and 
that does not attempt a general community service. Business is 
done largely on credit, and handling credits must be an important 
part of a lumberman’s business if he is to operate with profitable 
yolume a yard of any size. 

But it is one thing to admit the necessity for credit and another 
to supply it to every person who asks for it. 

Any way you take it; as a policy or in getting right down to 
eases with a flesh and blood prospect; credit and this collateral issue 
of financing are hard babies to handle. This department has let 
off loud shouts from time to time because the existing financing 
machinery in a good many communities was antiquated and over 
cautious and had no direct interest in the building industry. We 
have seen gilt-edged prospects back out of the murket because there 
was no adequate means for getting even a conservative loan. That’s 
one side of the question. 

The other extreme, however, shows financing considered merely 
as a tool of salesmanship and not as a distinct business in itself 
with its own standards and requirements. Here, we'll say, is a 
dealer bent upon volume at any cost. When a dealer gets on that 
kind of a jag he doesn’t discriminate between good offerings and bad. 
The fellow wants to buy, doesn’t he? Well, loan the money to him 
so I can close the deal. Risk? Go ahead and take a mortgage. 
What’s the mortgage law for? No, of course I don’t want to under- 











A frame house in the eastern tradition 


Write it. I don’t want to sign any repurchase agreement. You're 
making the profit out of the loan. Go ahead and take the risk. 
How often have you heard arguments to that effect? 

Financing corporations who take any percentage of such insecure 
risks have to accumulate margins to take up inevitable losses. All 
borrowers, good and bad, must be charged more to make up such 
losses. But there’s a limit to this, for losses can’t run very high 
Without overwhelming the whole loaning business. 

‘T'd say,” Mr. Briggs stated, “that 990 out of every thousand of 
these offerings that a certain type of retailer is so hot after are 
80 shaky that no savings bank, building and loan or even our friends, 
Sears, Roebuck, would consider them for a minute. As the world 
s organized nowadays not every man willing to assume an obliga- 
tion to pay for a house deserves the chance even to try. Giving 
him the chance when he doesn’t have the resources or the ability 
or the will to pay operates in the long run to take the chance away 
from another man who really deserves it. See what happens to a 
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community when this open-handed financing runs its extreme course. 
The irresponsib!e man is the first fellow to ask for financing. The 
responsible man is cautious and counts his resources and weighs 
the probabilities. The result is that the community’s buildings, or 
at least their nominal ownership, fall into incompetent hands. Fore- 
closures follow. Houses repossessed are offered on the market at 
less than the cost of replacement, minus the normal depreciation. 
Every man who really owns his home and wants to sell it for a 














A type of fence much sold by eastern dealers 


legitimate reason, such as having to move to another town, finds 
himself in competition with these repossessed houses. His equity 
in his own home is much reduced and through no fault of his. 


The Effect of Loose Loans 

“This matter of financing has to be placed on a sound basis or it’s 
worse than no financing at all. It seems to me that some of the 
laws which people rely on to pull them out of loaning on a bad 
risk are worse than no laws at all. I nearly got thrown out of a 
meeting once by urging that dealers go to the capitol and work 
to get the lien law complete’y repealed. The lien law protects some 
contractors who don’t protect themselves; but it’s pretty likely to 
get dealers into more trouble than it saves them from. They 
depend on the law instead of their own judgment. One of the best 
things a dealer can do is to invest his surplus in carefully seletted 
first mortgages. Many dealers do. And it’s the rarest thing in 
nature to find such a dealer with a bad mortgage in which he’s 
invested his own money. The reason is plain enough. When he 
loans his own money he takes the trouble to know what kind of a 
deal he’s getting into. But when he can shift the responsibility he 
helps build buildings that should never be put up; buildings that 
are bad for the industry and bad for the community. We haven’t 
gotten to the bottom of this financing proposition yet, and we 
won’t get there as long as such loans are thought of solely as an 
aid to making immediate sales.” 

Frank McFee, of McFee & Borst, stated that business wasn’t so 
good, nor was it so bad. This company does contracting as well 
as the selling of materials. He mentioned the fact that a number 
of new houses were going up but that most sales were for remodel- 
ing and repair. Oneonta is an educational town a couple of colleges 
being located there. 

E. E. Risley, of the East End Lumber Co., was away when the 
department called. This is quite a large yard with a stock of con- 
siderable size. 





Boosts Remodeling Over the Air 


BANGoR, ME., Feb. 8.—The Bangor-Brewer Progress Committee has 
been utilizing the radio in nightly broadcasts, in an effort to develop 
jobs for the unemployed. A recent speaker on one of these broadcasts 
was Col. William R. Ballou, of Morse & Co., retail lumber dealers 
of this city. Col. Ballou exp'ained that lumber prices are lower 
now than they will be again, and that this is an exceptional time 
to do any repair jobs or remodeling that may be desirable, thus 
having the work done at a minimum cost and at the same time 
providing employment. Among other things, he said: 

It doesn’t have to be a big or expensive job. There are always 
a lot of things to be done around homes or business places—odd jobs, 
like putting up new shelves, fixing up closets, finishing up a room, 
painting, papering, plumbing, or renewing electric wiring and fix- 
tures. These are all relatively inexpensive jobs, but enough of these 
small jobs and an occasional big one means keeping men at work. 
Everyone is happy when there is employment; the workman's family 
is properly fed and clothed, the rent is paid, there is enough fuel, 
the necessities at least are purchased from the retailers, and round 
the circle go the wages to help business and to make employment. 

He appealed to the citizens to give the committee a real boost 
by sending in cards pledging work to be done immediately, and 
said: “Decide to make some repairs, some improvements, no matter 
how small, and get prices for the job. You will be pleased with the 
money you can save.” 
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Retailers Round Table 








Contest for Missing Dates 
Proves Good Stunt 


When the management of the Sunkist Lum- 
ber Co., Monrovia, Calif., staged a paint sales 
drive recently, they accompanied it with an 
interest-arousing coin collection which tied in 
with the paint campaign slogan of “Worth 
More Money.” To explain: 

The management went to one of the banks 
and bought a dollar’s worth of pennies of va- 
rious dates. These were sorted as to dates, 
duplicates being eliminated, and those remaining 
were laid upon a tray in numerical order of 
the years in which they were issued, spaces be- 
ing left where no pennies of those years were 
found. The tray was placed in an uptown dis- 
play window, rented for the purpose, and an 
announcement was made of the company’s de- 
sire to fill in the spaces—premiums in cash be- 
ing offered for missing ones. 

Strange as it may seem, there were, among 
the 100 copper coins purchased from the bank 
very few of the Indian head design; most of 
them were the newer Lincoln head design. 

The premium offered for cents of the missing 
dates was in most instances five cents, but as 
it became more and more difficult for the pub- 
lic to find the older coins, the reward was in- 
creased to 10 cents and then to 25 cents. It 
proved difficult to find pennies to fill in the 
gaps between 1870 and 1879, because very few 
pennies were minted in those years. This was 
especially true of 1877, but even one of that 
year was eventually obtained. 

At the time the contest opened there had 
been no 1931 pennies distributed, so a premium 
of 50 cents was offered for one. A small boy 
received the reward. He was clever enough 
to write to the mint in Washington and re- 
ceived a 1931 coin by return mail. 


The newspapers contained articles about the 
collection, and so interested was the passing 
public—particularly the small boys of the com- 
munity—that the display windows had to be 
washed twice a day to remove the finger prints. 

The tie-up with the paint drive was excel- 
lent. The paint was worth more money, and 
the pennies were worth more money. Bankers, 
parents, cashiers and others handling money 
were besieged by youngsters desirous of locat- 
ing rare dated coins, so that they might make 
a few cents profit, and the entire community 
soon was cognizant of the lumber company’s 
paint department. 

After the drive was over, the collection of 
coins was removed to the lumber company’s 
office and placed in a show case where it serves 
to interest waiting customers. The oldest 
penny in the lot bears the date 1826. There 
are few missing spaces between that date and 
the present. Yet the firm offers a reward to 
any person bringing in missing numbers. 





Retail Yard Pays a Nice 
Dividend 


MaRKSVILLE, La., Feb. 8.—Although in a 
town of little more than 1,500 population, the 
Marksville Lumber Co., retail lumber yard 
here, enjoyed a successful and profitable busi- 
ness in 1931. This is indicated in the 10 per- 
cent dividend checks that were mailed out last 
week to stockholders by the manager of the 
company, Guy Roy. In his letter to stock- 
holders, with which dividend checks were en- 
closed, the manager said: 

“Tt is with your good will and co-operation 
that we made this showing and trust that with 
a continuance of same we may be able to do 
still better in the future.” 





Show your farmer customers 


house of a Wisconsin farmer, and 
was described in a recent issue of 
Capper’s Farmer. It is installed 
in a panel of one of the pens and 
consists of two levers joined by a 
horizontal bar. One of the levers, 
a 2x4, is bolted at the bottom of a 
rectangular opening. The top end 
works back and forth from one 
side of the opening to the other. It 
is bolted to one end of a 1x4 hori- 
zontal bar. At one side of the 
opening is a hand lever bolted to 
the top of the panel. The other 
end of the horizontal bar is bolted 
to the hand lever. By working 
this lever the 2x4 lever can be 





This Week’s 


A Handy Holder for Hogs 


for holding hogs for ringing. The original was observed in the hog 


pulled against or released from a hog’s neck. When the porker is 
ringed it passes out into an alley and another takes its place. 


Timely Tip 


how to construct this stanchion 
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"Spend Tenth of Surplus" 
Dealer Urges 


Hurd Bros. (Inc.) is one of the substantig 
and long-established business concerns of Byf. 
falo, N. Y. In fact, this concern has been ep. 


gaged in the lumber and building material bys. § 


ness in that city since 1845. 


This firm is doing its bit to turn the tide off 


depression by endeavoring to bring hoarde 
dollars out of their hiding places and turn them 
into the channels of trade. To this end it has 
recently issued a very attractive broadside 
circular, printed in green and black, the subject. 
matter and the typographical display of which 
both are unusually effective. On the two folds 
of the circular that confront the recipient as he 
takes it out of the envelope, is printed in bold 
type the legend: “10 Percent—No More, No 
Less.” Opening the next fold the following 
text appears: “Two Hundred Million Dollars— 
10 Percent of This Is $20,000,000. A Twenty 
Million Dollar Business Revival Will Pull Bui- 
falo Out of Depression.” 

But these are merely preliminary to the mair 
argument, which appears in bold type, occupy- 
ing one entire side of the sheet, and reading a 
follows: 

Two hundred million 
money in Buffalo today. 
of it? 

A twenty million dollar buying campaign 
would work wonders in Buffalo. 


dollars of inactive 
Do you own part 


Yet, twenty million is only 10 percent of 
the inactive money here. 

Ten percent should turn 
would not disturb 
the community. 

Ten percent will not hurt any individual 
because $900 in your pocket and $100 in cir- 
culation will do you more good than $1,00/ 
in your pocket. 

Circulating money creates new wealth. 

Money is like air and water—it has no 
power unless in motion. 

There never was a time when money would 


the trick and 
the financial security of 
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We can afford to spend 10 percent of our 
inactive money, for things we need, to pre- 
serve the lives of our fellow citizens. 

you, too, will find it pays to spend. 

Spend 10 percent of your surplus. 

Ten percent—no more—no less. 

For the good of yourself and your city. 





Better Farm Buildings Is Aim of 
Conference 


Sepatia, Mo., Feb. 8.— Co-operation of 
Cooper County lumber dealers, carpenters and 
contractors with farmers in this district is ex- 
pected to be a factor in bringing about a lumber 
trade revival in Central Missouri. A confer- 
ence of lumbermen and other retailers inter- 
ested in agricultural buildings was held Feb. 1, 
at Boonville. The meeting was arranged by 
County Agent J. Paul Johnson. R. W. Oberlin, 
extension engineer of the Missouri College of 
Agriculture, was a speaker. A banquet con- 
cluded the meeting. 

Dealers were urged to supply their customers 
with the proper plans for construction of 
brooder houses, poultry houses and other types 
of farm buildings. Under plans discussed at the 
meeting, lumbermen would give more thought 
to increasing their service to farmers by help- 
ing to plan the buildings. It was pointed out 
that by raising their standards of service the 
retailers would benefit by increased patronage 
among the farmers. 

“Farmers of the country have $6,659,645 in- 


vested in farm buildings, or approximately 
$2,500 per farm,’ Agent Johnson told the 
group. “After thinking of these figures it is 


easy to see that the planning and construction 
of such buildings is a matter of great interest. 
In order that any building activities undertaken 
in the county in the future may result in a 
maximum of service at a minimum of cost with 
consistent sound structure, co-operation of lum- 
ber dealers is solicited by the farmers.” 





Yard Manager Is Promoted 


AMARILLO, TEX., Feb. 8—John D. Frye, who 
for the last year has been in charge of the Pan- 
handle Lumber Co.’s yard at Slaton, Tex., has 
heen transferred to the general office here; and 
has assumed his new duties as sales and adver- 
tising manager for that company, which 
operates about 50 retail yards. 


Incorporates 


Houston, Tex., Feb. 8—John F. Grant, 
owner of 38 yards in Texas and one of the out- 
standing retailers of the State, has incorpo- 
rated his yards as the John F. Grant Lumber 
Co. (Inc.) with capital stock of $1,350,000. 
Headquarters will be continued at Houston, 
Tex., the officers being as follows: 

President, John F. Grant; vice president, 
W. G. McGarr; secretary-treasurer, Miss Mil- 
dred Palmer. 

This marks Mr. Grant’s thirty-fifth year in 
the reatil lumber business in Texas. Begin- 
ning in 1897, with yards at Bay City and San 
Angelo, he has gradually expanded his business 
until today the boundaries of his yards are 
Del Rio, Cleburne, Cameron, Bryan and south 
to Brownsville. 

Coming from Ohio, Mr. Grant established 
histresidence at Galveston in 1893, as a lumber 
Kommission merchant. In 1916 he moved his 
headquarters and residence to Houston; since 
then he has been active in all civic affairs. 
Today one of the show places in Houston is 
Mr. Grant’s home, where he has growing almost 
every species of tree grown in Texas. One of 
IS pastimes is representing the Republican 
Party in this State. He is now a candidate for 


eorernor, subject to the Republican primary of 
932, 
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Florida Dealers Report on 
Trade Conditions 


OrLaANnpbo, Fia., Feb. 8.—Replies to a ques- 
tionnaire sent out by Frank R. Williams, secre- 
tary of the Florida Lumber & Millwork Asso- 
ciation, show that some of the dealers look for 
better business in 1932 than in 1931, but that 
as a rule they expect it to be about the same. 
Rush Todd, of Ocala, president of the associa- 
tion, perhaps hits about the average notion in 
saying: “We do not feel that our 1932 business 
is going to be any better than in 1931.” 


Jack Townsend, of Lake Wales, sees no rea- 
son to look for more trading, W. P. Beach, of 
the Dade Lumber Co., Miami, fears that this 
year will drop under last. The South Florida 
Lumber Co., Key West, advises deeper digging 
with a hopeful outlook, and the Villa Lumber 
& Supply Co., Winter Haven, after a good 
business “for the last two months,” looks “for 
a gradual increase from now on.” An opti- 
mistic feeling is expressed also by the McCor- 
mick-Hannah Co., Eustis. 

“Business will be mediocre during 1933, 
with possible increase about mid-year,” is the 
report from the Foley Lumber Co., Jackson- 
ville. The Guerin Co., Melbourne, anticipates 
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ditions can be improved by selling for cash 
as a rule and extendng credit only to those 
who are known to the dealers, think many; 
and support of associations for this purpose 
where they exist. 


In reply to the inquiry as to plans for get- 
ting business there are several suggestions. 
Aggressive selling, urges one; hard work an- 
other. President Todd says significantly: 
“The larger part of our business last year 
came to us without competition.” Careful 
watch on stocks is urged, as well as the im- 
portance of adequate volume of clean stock, 
attractively shown. Nationally advertised 
goods and grade-marked materials will help a 
lot in getting business, urges Mr. Foley. 


The value of outside salesmen is recog- 
nized by some; in other cases the thought is 
expressed that the proprietor might better 
hire men to stay in the house and go out 
after the trade himself. In one reply is the 
opinion that solicitation “makes the owner 
think you are anxious for the business and 
he will expect cut prices.” 


In the matter of types of financing, the 
opinion prevails that building and loan asso- 
ciations are best, with some dealers approving 
plans similar to those used by the automobile 
people. However, the fact seems to be that 
there is no hope for loans to any great extent 











Entrance to the “Home- 
town Lumber Co.”—the 
modern retail office and 
display room shown at 
the recent annual con- 
vention of the PennsyL 
vania Lumbermen’s As- 
sociation. Entrance to 
the display room was 
through a colonial hall- 
way, flanked on either 
side by display win- 
dows. On the inside was 
a modern, uptodate lum- 
ber office, display room, 
millwork department 
and paint and hardware 
store. This attractive ex- 
hibit was visited by 600 
retailers, and received 
much favorable com- 
ment 








an increase by spring. The Shepard organiza- 
tion, at Sarasota, is fearful that perhaps this 
year will not be as good as last in that sec- 
tion. The spokesman for this company con- 
tinues: “We plan to devote a great deal of 
our effort to the small contractor, because we 
believe that most of the work in 1932 will be 
small repair jobs and handled by these men.” 


Generally speaking, the dealers replying to 
inquiry in this questionnaire as to grade- 
marked materials think it wise to carry them, 
though some do not. “In some cases, yes,” 
says Jack Townsend, of Lake Wales; “in most 
eases no: frequently trade-marked lumber 
does not mean anything.” President Todd 
leans to the opposite view, and the Dekle com- 
pany of Jacksonville is in doubt. 


The South Florida organization at Key West 
is sure that some of the dealer problems 
would be solved by grade-marked goods, and 
the Foley company at Jacksonville reports 
that this policy has been profitable. The man 
writing for the Villa company at Winter Ha- 
ven has no idea that grade-mark will sat- 
isfy. “Sell stock to fit the need of the cus- 
tomer,” he advises. 


In many cases, the dealer feels that group 
advertising will help to get business in 1932, 
and others see value of getting everybody 
possible into the association for support of 
the co-operative’ efforts. President Todd 
thinks this last is very important. One writer 
advises: ‘“‘Preach confidence, and quit trying 
to build up volume at a loss.” 


The replies show a feeling that the most 
economical way to get distribution is through 
the local dealer, and it is pointed out that 
where manufacturers undertake any other 
course they add costs that the retailer pays 
where a right course is followed. Credit con- 


on real estate, so some other way must be 
found to augument financial aid. 


Makes Helpful Suggestion 


From C. D. Root, well known retail lumber 
dealer at Crown Point, Ind., comes a sugges- 
tion that will be of interest and value to dealers 
whose intention it may be to utilize the plan 
for a hillside cottage published in the Feb. 6 
issue of the AMERICAN LUMBERMAN. Refer- 
ring to the picture and description of this cot- 
tage, Mr. Root writes: 

“Here is a suggestion. In the bathroom 
where the window now is, put an outside door 
with Florentine glass. This will allow bathers 
to come into the bathroom from the outside 
and prevent them from walking through the 
living room, dirtying up the floor with sand 
and dirt that usually are carried in. In several 
cottages I have built, the outside door as sug- 
gested sold the job.” 








e . 
Pine Producers Form Associa- 
tion 

KLAMATH Fats, Ore., Feb. 6—The Pine 
Products Association is a new organization re- 
cently formed, with headquarters in this city, 
the charter members including four concerns in 
Klamath Falls and one in Dorris, Calif. The 
members of the association all are manufac- 
turers of pine products, their principal output 
being moldings, siding, K. D. frames, lineal sash 
and cut-to-length sash stock. Charles R. Mil- 
ler is president of the association. 
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Tells the “SALS” How to Help Hubbies 


An Address by 
Mrs. J. F. Goodman, Kansas City, Mo., 


before the Annual Meeting of the Ladies’ Auxiliary of 
the Southwestern Lumbermen's Association, Jan. 28, 
1932; at which she was elected President 


It has been asked, “What can the wives of 
the lumbermen do to help in this present eco- 
nomic crisis?” When I told 


my husband I 
was to make a few remarks on this subject, he 
immediately suggested that every lumberman 


should do a great deal more reading than he 
has time for and hence, if his wife would read 
all the trade papers and all the government 
pamphlets it would be very valuable secretarial 
help. I believe we will have to ask ourselves 
first, “What is a wife’s function anyway, crisis 
or no crisis?” 

Should we be saleswomen? Setting aside the 
joke that it requires salesmanship te get a hus- 
band, no doubt many of us are excellent sales- 
women for lumber. Some of you watch your 
friends when they plan a home and point out 
to them the advantages of wooden houses—the 
charm of Mount Vernon, the durability of the 
New England colonial type—houses that have 
kept their beauty and usefulness for hundreds 
of years, 

Perhaps we could all become saleswomen 
and see to it that every pre-school child is sup- 
plied with a keg of nails and sufficient two-by- 
fours to develop all his or her powers of muscu- 
lar co-ordination. In the best nursery schools 
of the country, full opportunity is given to 
every child to have his fill of pounding and 
sawing. 

It has long been a by-word that the most 
important years to educate a child are the first 
five. So here we have our opportunity to de- 
velop a love of wood in several million poten- 
tial customers. In the lumber yards, where 
there is a business quiescence and there are 
carpenters at leisure, we can bring the toddlers 
to pound nails, and the two-year-olds who like 
to saw, and four-year-olds can make their own 
blocks. With assistance, six-year-olds could 
make that delight of all children, the jungle 
gym. Who knows but that the delightful frag- 
rance of fresh saw-dust will instill a love of 
wood into some girls and boys and they will 
be the ones to break away from the approach- 
ing urban mode of living in apartments built 
entirely of glass and steel? 

Do you realize how much each one of us 
count in these style trends foisted upon us by 
manufacturers? Each of us do our bit to make 
or mar the present trend away from homes. 
We are free to accept or reject the thousand 
and one articles which national advertising 
urge upon us. Home building is not in these 
days deemed as important as luxury articles. 
If homes are to be an important item in our 
children’s budgets, we will have to encourage 
in them more sales resistance, and more inter- 
est in man’s fundamental need of shelter and 
civilized man’s need of good environment. If 
you look at national expenditures, you find per- 
sonal appearance shows up as the most impor- 
tant item. It looks if our national values 
were very superficial. Tl ifty years ago people’s 
standing in their communities was largely 
based on their homes. Today, if you believe 
the advertisers, their standing is according to 
their “B. O.” 

Whether we 
lumber business 


as 


stimulate sales which help the 
or resist sales which belittle 
the values inherent in the lumber industry, 
there are many other places where we as 
women can help in this economic crisis. Most 
of us are housekeepers and spend much of our 


more than a thousand years of servitude to , 
year of freedom. 

Only in this twentieth century have Wome, 
had the legal right to spend money inherite, 


property belonged to the husband. So jt ; 
small wonder that in this decade women hay 
been so flattered by high power salesmen api 
so tempted by credit managers that they hay 
run wild. Now, we women have an excellen 
opportunity to sober down and reckon with 
ourselves whether with all the increased priy. 
time and thought in keeping our homes fresh 
and cheerful. I think we can help the whole 
business attitude by spreading our housekeeping 
interest into our business community. 


our share to society. 


vertising invention is to throw letters 150 fee 
high on a low cloud. The airplanes may soo, 
give us a sky full of new wants which yw 
know nothing about now. But I am not urging 
a return to the discomforts of the good of 
days. I enjoy the freedom which the moder 
home gives to women. We as women can ype 
our freedom to learn about the big opportuni. 
ties for co-operation and to help our husbands 
our business and our nation to catch up with 
our economic development. We can use our 
experience of the past as a springboard into 
better future. 

Lately I read of a fire in a city in Turkey 
which completely destroyed a _ beautiful new 
school building. When the night watchman 
was asked why he did not telephone the fire 
department, he shrugged his shoulders (the 
city had just installed the dial telephone sys. 
tem) and replied that he had not learned to 
talk with his hands. We must learn the tech- 
nique to use, and not be used by, our great 
material resources. 


Store Is Designed to Attract 
Women Buyers 


Ventura, Catir., Feb. 6—When the Sun 
Lumber Co. was planning its modern display 
room in the new office building shown in the 
accompanying photo, the women of the com- 
munity were kept in mind, with the result that 
it was designed and equipped to capture their 
interest. For the “Open House Day” of the 
new building material store special invitations, 
in the form of personal letters, were addressed 
to 1500 local housewives. The immediate result 
was to bring in throngs of women and their 
friends that crowded the place from morning 
until late that night. Then, for at least three 
months, there were from three to ten a day 
who either had not previously visited the dis- 
play room or else were visiting it again to in- 


Last spring I was with my husband in a 
small town where they have a lumber yard. 
This town is in the coal district where the 
mines have been idle for two years and gloom 
had settled upon the town. No one had any 
money to spend so the merchants just didn’t 
bother to attract trade. I never saw so many 
dirty windows and fly-specked, faded window 
displays as along the main street of that town. 
There is only one thing to do in any crisis— 
that is, not to sit idle and nurse the difficulty, 
but to keep active, to find a way out. We, as 
women, should be happy in the privilege of 
helping to find the way out of the present 
difficulty in civic housekeeping. We can have 
the same pride in having our business com- 
munity clean and cheerful; the same pride in 
a well run town as in an orderly home. It is 
such a few years comparatively that women 
have been permitted interests outside their 
domestic duties. The history of woman shows 


spect the interesting exhibits more closely. 

While no actual figures can be given in 
dollars and cents as to the increase of business 
due to this program, the effect was to stimulate 
interest and for a long time thereafter direct 
results could be traced to it. The purpose ol 
the company, in the first place, was not to 
measure results in immediate business but rather 
in good will and a wide acquaintanceship. This 
was accomplished to the fullest hope and ex- 
pectation, especially when it is considered that 
the new display room was built at a time whet 
depression was bearing down on all business. 
But it is expected that the interest created and 
enthusiasm aroused through this means of edt 
cation will show its influence with the ap 











from their parents. For centuries all the wife§ 


ileges of this century we are giving in return} 


I have read in the papers that the latest ad. § 
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proaching better times and renewed activity in 
ilding. 
eater of invitation, addressed to the 
housewife herself, not to her husband, was de- 
signed to catch her attention at once. In part 
it read: 
WE HAVE A SURPRISE FOR YOU 

In bygone days a lumber yard was a place 
where men came when they wanted to buy a 
ox4 or a 1x12. Women seldom entered, be- 
cause there was nothing of interest to them. 
Our store is a decided departure from “the 
old days.” We have provided a most modern 
and complete “Building Material Store” includ- 
ing a display of built-in kitchen cabinets, 
preakfast room furniture, china cabinets, 
podkeases, dressing tables, ironing boards, 
medicine cabinets, bathroom cabinets, lawn 
furniture, trellis-work and many other items 
of interest to the housewife, all in the latest 
modern designs and decorated in pleasing 
colors. You will be surprised, too, at the mod- 
erate cost of these articles. 

The letter then stated the date on which 
“Open House” was to be held, and also said 
that between 10 o'clock in the morning until 
3:30 in the afternoon a well-known culinary 
writer and cooking school teacher from Los 
Angeles would be present as hostess. She 
entertained the visiting ladies with talks on 
topics of interest to housewives, not omitting 
the mention of modern and_ conveniently 
equipped kitchens. 

As promised, those who attended the open- 
ing were given favors in the form of a useful 
household article which would be a pleasant re- 
minder of the Sun Lumber Co. and its display 
room every time it was used. 

The men of the community were not for- 
gotten, for they too received personal letters, 


Have You 


Right in line with the nation-wide movement 
for bringing hoarded money out of its hiding 
places and into the normal channels of trade 
and industry is the campaign being conducted 
by the AMERICAN LUMBERMAN to induce the 
great number of people who can afford to do 
so, to “Spend For The Home In 1932.” Stories 
telling of the progress of this campaign have 
appeared in previous issues of this paper, and a 
great number of letters have been received from 
lumbermen expressing their interest and ap- 
proval, and asking about material for setting up 
local campaigns in their communities. A typical 
letter is that of the Sterling Lumber & Invest- 
ment Co., Denver, Colo., reading as follows: 

We are interested in the articles headed “Spend 
For The Home In 1932,” which have appeared 
in recent issues. Lumber dealers can go farther 
than saying, ‘A dollar spent for home better- 
ment is a dollar soundly invested.’ 

We can give more sound reasons why people 
should spend money in 1932 for building pur- 
poses than can be given by any of the lines of 
business whose products are rapidly consumed. 
That is to say, a person buying a pair of shoes 
at the present low prices can enjoy his low- 
priced purchase for possibly six months or a 
year; but naturally, no one wants to buy shoes 
for five, ten or fifteen years in advance. How- 
ever, a man making an investment in a home 
or any other form of building at present low 
prices will enjoy the benefits of these low costs 
for the entire life of the building, which may 
be from twenty to fifty years. 

We also have the bast argument in the 
world against the hoarding of money at a time 
like this, Money hoarded now actually depre- 
Ciates in value; because when it is eventually 
spent, its purchasing power at that time may 
have greatly decreased. 

We are interested in this campaign, and 
shall be very glad to learn where we can se- 
cure more information and advertising matter. 

This inquirer, and many others asking about 
Campaign material, have been referred to the 
illustrated price-list occupying a page in last 
week’s issue, wherein may be found descriptions 
and prices of display posters, mailing cards, 
electrotypes of various sizes, stickers etc., which 
will enable dealers to awaken their communities 
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which listed the various articles of millwork 
and built-in features, just as in the letters to 
women, but additional articles were listed, such 
as stucco, shingles, doors, paints, hardware etc. 
The point was stressed that it was now pos- 
sible to select at one store most of the major 
items required in a home. 

Grouped in sections of allied features are the 
various exhibits; for the kitchen, the bath, the 





unique roofing demonstration 


tarted YOUR 


to the purposes of this campaign and implant 
the seed of suggestion that one of the best in- 
vestments for 1932 is to “Spend for the Home.” 

The following extracts from letters received 
from other lumbermen will show how the idea 
is taking root, and that dealers are getting be- 





hind the movement in a way that insures suc- 
cess: 

T. F. MARTIN, McCleery-Dudley Lumber Co., 
Topeka, Kan.: Your slogan “Spend For The 
Home In 1932” hits the spot exactly, because 
so many arguments can be advanced for it. If 
there ever was a time to spend on your home, 
it seems to the writer that this is the year to 
do it. We are much interested in this slogan, 
and would like to have reprints and any other 
information you have on the subject. 

T. J. KENNEDY, Hubbard Lumber Co., 
tinsville, Ind.: Please quote us on_ special 
mailing piece for “Spend For The Home In 
1932” campaign; also on electros, and send any 
other information that you may have. This 


Mar- 
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breakfast room, the garden, the porch—each 
with its variety of items in pleasing colors and 
combinations. All can be seen by the visitor, 
who must pass by the exhibits before coming to 
the sales counter or the business offices. In ad- 
dition, doors, paneling, roofing, woodwork and 
even tile and brick are shown in racks and dis- 
play cabinets, while in the foreground is a large 
table with a variety of books and folders replete 
with information and suggestions for the pros- 
pective builder. 

An interesting feature of the display room is 
a miniature house, especially designed to help 
sell roofing by demonstrating the effects of the 
various types and designs. This miniature house 
stands upon a table adjacent to the main en- 
trance of the office. One side of the roof is re- 
movable, and under the table, supported by 
cleats on which they easily slide in and out, are 
twenty panels, of exact size to fit the movable 
portion of the roof. Each panel shows a dis- 
tinct design and make of shingle, of the exact 
materials stocked, but cut to scale, and made 
to conform to the size of the miniature house. 
One of these panels is seen leaning against the 
table in the foreground of the picture. Thus, 
merely by interchanging the panels, the cus- 
tomer may see how the various patterns will 
look. It makes an interesting and practical 
presentation of materials, as well as a stimu- 
lating and attractive display for the office. The 
exhibit, which was made by the company’s em- 
ployees, has proved to be an excellent aid in 
selling. 

The exterior design and construction of the 
building has the home atmosphere, an inviting 
entrance and the informality that appeals to the 
shopper. 


Campaign ? 


surely is a mighty good movement, and should 
have, as no doubt it has, the fullest co-operation 
on the part of lumber dealers. 

J. L. Wiecins & Son, Goreville, Ill.: We are 
enclosing our check in payment for 20 copies 
of the official poster. Please also send us 
sample and prices of your reply post card bear- 
ing the slogan “Spend For The Home In 1932.” 


W. H. BESECKER, president San Jose Lumber 
Co., San Jose, Calif.: I noticed in the last issue 
of the AMERICAN LUMBERMAN mention of cam- 
paign under the slogan “Spend For The Home 
In 1932.” Please send us complete outline, in- 
cluding posters, advertising cuts, and all other 
equipment and accessories in this connection, 
billing us for any cost incurred. 

NoAH ADAMS LUMBER Co., Oakland, Calif.: 
We are interested in the campaign, “Spend 
For The Home In 1932.” Please advise cost of 
the cards in lots of 500 to 1,000, with our name 
printed in two places. 

HENRY T. REIMER, president John H. von 
Steen Co., Beatrice, Neb.: We think your card 
“Spend For The Home In 1932” a very good 
piece of advertising, and wish you would send 
us prices on 500 and 1,000. Kindly give us 
this information promptly. 


R.- J. HurLteyY LUMBER Co., Kirksville, Mo.: 
We think your slogan “Spend For The Home 
In 1932” is very good. Kindly send us all in- 
formation you have on the subject. 


V. O. WILEY, sales manager J. W. Metz Lum- 

ber Co., Coffeyville, Kan.: The writer has no- 
ticed with much interest the matter appearing 
in your publication concerning the “Spend For 
The Home In 1932” campaign, and believes that 
a movement along these lines will do a great 
deal toward a revival of the building materials 
trade. We want information on cost of elec- 
tros, one and two column sizes, also the double 
reply post card and any other promotional 
material you may have worked up. We heartily 
endorse this campaign, and will do our best to 
put it over in this community. 
Bay LUMBER Co., Alexandria 
Bay, N. Y.: Enclosed find check for which 
please mail us ten posters, “Spend For The 
Home In 1932.” Also please send sample of 
the post card, with price per hundred. 

DAVIDSON Bros., Galesburg, Ill.: Please send 


(Continued on Page 60) 
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F-actory-Fitted Window Means Larger Sales 


Built-in Weather Stripping Greatly Reduces 
~ Air Leakage — Installation Costs Are Less 


With Lower Stocks - 


Increased home comfort, economy in heating, 
freedom from noisy or sticking sash, and the 
greater beauty of narrow mullions and trim are 
some of the outstanding advantages brought to 
the home owner by a new factory-fitted window 
just introduced by the Curtis Companies. All 
of these appeal strongly to the man who wishes 
to build or purchase a home. 

The outstanding new construction features 
are solid pulley stiles, suspension springs and 
built-in. metal weather-stripping. Weights, 
cords, pulleys and weight boxes are things of 
the past. With these new features it has been 
possible to attain greater beauty, reduce air 
leakage to a minimum, eliminate rattling and 
. assure easy operation, 

This new double hung window is known as 
the Silentite Pre-Fit window. The enthusiastic 
approval and acceptance by those home owners, 
architects, builders, contractors and dealers who 
have become familiar with this window through 
the numerous test jobs, indicate that it merits 
the attention of everyone in the building trades. 


Insures Greater Profit for Dealer 


By selling the opening complete, the lumber 
dealer increases his sale value. Previously 
screens, glass, sash cords, weights and weather- 
stripping were usually purchased from a num- 
ber of different merchants. This single mar- 
ket means greater convenience for the contrac- 
tor and builder, as well as greater profits for 
the dealer. 

As the same basic frame parts are used for 
all wall thicknesses, dealers find that they can 
maintain a reduced inventory. 

Incorporated in the new Silentite Pre-Fit 
frame is a new principle for installing screens 
and storm sash. A groove in the outside head 
casing, a tongue on the top of the screens and 
storm sash, and a simple new fastener makes 
easy the quick installation of either from within. 
A vent in the new Protectorvent storm sash 
permits adequate ventilation without opening 
the storm sash itself. 

The majority of the contractors who worked 
with these windows on the test jobs found that 
they could save on installation costs because of 
the fewer parts and the factory-fitted sash. 


Narrow Mullions Give New Beauty 


Attractive narrow mullions are now possible 
on double hung windows. Architects may now 
specify double hung windows in the homes they 
design, and at the same time retain the beauty 
of narrow mullions, previously possible only 
with casements. They also find it convenient to 
have the same basic frame parts used in all 
types of walls. 

How narrow the trim can be is now deter- 
mined by how closely the doors are framed. 
Narrow window trim can be nailed to the studs, 
attaining the same permanent, secure nailing, 
and freedom from plaster cracks, previously se- 
cured with wide trim, without the expense of 
installing additional grounds and metal lath. The 
Curtis Companies are introducing a number of 
attractive designs of modern narrow trim orig- 
inated particularly for use with the new Silentite 
Pre-Fit window. 

The narrow mullions, and the elimination of 
weight boxes, reduce waste space, providing 
more wall space or more glass areas, as desired. 


Air Leakage Vastly Reduced 


In the new Silentite Pre-Fit window, a solid 
single jamb, 17-inch thick instead of the usual 
¥%-inch, replaces weight boxes, pulleys and jamb 
pockets, eliminating a major source of leakage. 

The jamb, blind stop and outside casing are 
membered together with heavy square shoulders 
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to effectively prevent air infiltration. Being the 
same for every wall thickness, these three parts 
are nailed together before being packed in the 
carton. The frame is adapted to any wall by 
using different outside molding and plaster 
ground liner. 

The blind stop is rabbeted, in order that a 
strip of building paper may be inserted between 
blind stop and outside casing. It is inserted and 
tacked to the back of the casing, by the car- 
penter, before the frame is installed. This strip 
should be 6- to 8-inches wide. Even though 
the new construction features have substan- 
tially reduced air leakage in comparison to the 
box frame, the insertion of this paper showed 
additional reduction. Tests of the Silentite Pre- 
Fit window with and without the paper proved 
that the paper reduced frame leakage (not total 
opening leakage) approximately 50 percent. 

In these days of rapidly growing demand for 
home insulation, weather-tight openings are be- 
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tests by disinterested experts in the Pittsburgh 
Testing Laboratories. The preliminary tey 
alone extended over a period of five months 
Each test resulted in additional refinements t, 
the product. 

The parts of the Silentite Pre-Fit windoy 
were tested both separately and assembled. Fy. 
posure to all kinds of weather, even salt Spray 
failed to deteriorate either the springs or metal 
weather-stripping. To test its ability to with. 
stand wear, one spring was placed on a ma. 
chine which stretched it from 17 to 45 inches 
800,000 times. This equals raising and lower. 
ing the window once a day for 2,000 years, 
After this strenuous test, the spring had an ex. 
tension only %-inch more than a new spring, 
when subjected to an equal weight. 

In one test, air at various pressures was di- 
rected against the new Silentite Pre-Fit window 
and several old style windows. With an air 
pressure equal to a 30-mile wind, the following 
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coming more and more important. It is ques- 
tionable whether, five years from now, a home 
without weather-stripped windows and insula- 
tion will be marketable at a value its other 
construction features justify. Those progres- 
sive builders who would profit from a trend by 
anticipating it, will find these new Silentite 
Pre-Fit windows an attractive sales point. 

Along the sash stiles, where air leakage is 
usually the greatest, there is a double contact 
of metal to metal, which so effectively seals 
the opening that stops may be fitted very 
loosely. The resilient interfitting bronze 
weather-strip on which the window slides, holds 
the sash in place, eliminating rattling. The 
sash may shrink or swell without affecting the 
easy operation or weather-resisting qualities. 
Paint binding is easily broken. The jamb and 
inside stop are designed so that the stop must 
be set sufficiently loose. 

Springs may be easily adjusted or replaced 
by anyone without removing the stop. 


Tested Rigorously for Long Period 


For more than two and a half years the en- 
gineers in the Curtis laboratories experimented 
with and improved upon this new window. 
Their work was supplemented by three intensive 





figures were secured. In comparison with the 
Silentite Pre-Fit window: 

The present Curtis frame, weather-stripped, 
showed a 50 percent greater leakage. 

Another quality frame not weather-stripped 
showed a 350 percent greater leakage. 

An ordinary standard frame not weather- 
stripped, showed a 500 percent greater leakage. 

To determine the effect of atmospheric con- 
ditions, a frame and window were set-up, un- 
protected, on the roof of the factory. There 
it was soaked by the rain and baked by the sun. 
Swelling did not cause sticking, nor did shrink- 
ing increase air leakage. 


Tried Out in Twenty-three States 


Not until the new window was proved com- 
pletely satisfactory as a unit, was it tested om 
the job. Then through dealers in twenty-three 
States scattered from Boston to Tulsa, more 
than 125 test jobs were completed. The frames 
were handled by dealers and contractors as 1 
the regular course of business. Detailed reports 
on operation, appearance, installation and get 
eral opinion were received from all contractors 
and dealers. These brought a general expres 
sion of satisfaction with both the new features 


(Continued on Page 60) 
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Illinois Dealers Determine to Launch Drive 
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to Create More 


Will Carry “Muncie Plan” to Communities 
Throughout State — Convention Is Largest 
in Three Years — Over Thousand Register 


All parts of Illinois were well represented 
in the forty-second annual convention of the IIli- 
nois Lumber & Material Dealers’ Association 
held at the Stevens Hotel in Chicago on Tues- 
day, Wednesday and Thursday of this week. 
Many of the dealers brought their wives, and the 
ladies’ auxiliary also made an enjoyable and 
profitable three days of the event. There was 
the usual manufacturers’ exhibit of products new 
and old, in which forty-one companies partici- 
pated, 

The headquarters of the association will be 
moved from Chicago to Springfield next April, 
in compliance with the wish of the members as 
expressed in a recent referendum, Managing 
Director J. F. Bryan announced at the opening 
session Tuesday afternoon. Members had asked 
for the referendum, he said, and on action of 
the board of directors it was held last October, 
resulting in a majority of 35 favoring the move 
to a more central location. The association’s 
lease in the Manhattan Building, Chicago, ex- 
pires in April. 

After the invocation, in which Rev. James 
O’May, of Rogers Park, prayed that business 
men of today may have as much courage as 
their forefathers in this land, President George 
F, Colton in a brilliant address showed how im- 
portant the State association has been to Illi- 
nois lumber and material dealers, in offering 
them a means by which they might break down 
common barriers to profits and set up common 
barriers against loss. Of the latter he men- 
tioned particularly the mechanics’ lien law, 
which he termed “our most effective barrier 
against credit losses” and which, he said, every 
two years must face a siege of attempts to do 
away with it or to so amend it that it will be 
quite emasculated and useless. Only a State 
association successfully can fight such attempts, 
Mr. Colton said, and he mentioned the Illinois 
association’s successful attempt to keep a strong 
lien law. 


Attacks Unfair Discrimination 


Another barrier the president attacked was 
that of discrimination against the dealer by the 
allowing of special discounts or purchasing ad- 
vantages to mail order companies, especially in 
regard to roofing, about 75 percent of which 
is sold by. retailers. Largely by the influence 
ot associations brought to bear on the matter, 
this practice is being curbed to a great extent, 
and Mr. Colton said of his own city, “Rockford 
dealers are not being undersold” by the mail 
order houses. With the catalog companies buy- 
ng at the same price as the retailers— 
which the dealers collectively are demanding— 
competition is on a more equal plane. The 
final barrier the president mentioned is that of 
depression, and he strongly urged the lumber 
dealers of the State to realize that a lumber 
dealer is a powerful influence in his town, and 
to attempt some sort of program of employment 
such as was described Wednesday afternoon by 
W. E. Price, of Muncie, Ind. [Details of the 
Muncie plan, and of Mr. Price’s description of 
it, have been fully covered in previous issues 
ot the AMERICAN LUMBERMAN.—EDbITOR.] 

A new note was apparent in the messages of 





Nore: A report of the Thursday ses- 
sion of the annual convention of the ILli- 
nois Lumber & Material Dealers’ Asso- 
ciation will appear in the Feb. 20 issue 
of the AmerIcAN LUMBERMAN.—EbDITOR. 
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the guest speakers at the convention this year. 
It first showed itself in the address which 
Sewell L. Avery, of Chicago, president of the 
United States Gypsum Co., delivered before a 
good-sized and attentive audience, and it was 
noticeable again as other speakers came to the 
platform. ‘They weren’t trying to educate the 
lumber dealers in new methods of merchandis- 
ing and new ways of finding customers who 
could and would buy and build; instead, the 
speakers were trying to pull dealers out of their 
lethargy and make them apply the information 
they already have, to use the sure-fire methods 
they have heard about in other conventions and 
read about in lumber trade journals. 


Use What We've Already Got 


Mr. Avery applied this same principle, of 
human proneness to “stay put” in old and out- 
worn methods though better are available, to 
mankind generally. In a civilization that offers 
us electricity, the automobile, steam power, and 
airplanes, we still gauge our lives and our 
sources of power by—the horse. Business dis- 
tricts originally were spaced for convenience, 
based on the distance a horse could haul pro- 
duce to market, “but now,” Mr. Avery said, 
“with our trucks we can travel 200 miles with 
any tonnage.” An adjustment of this condition 
is both necessary and inevitable, he said, as 
was the collapse which followed the post-war 
building and financial inflation. “In 1926,” he 
said, “the housing shortage had been made up, 
but money was so easy to get that building 
continued until October, 1929, when some one 
either turned off—or turned on—the light. Now 
we have had to adjust our organizations to the 
income available, and it is encouraging how 
well the dealers really have met the situation.” 

The method apparently the most successful 
in coping with the present-day situation is that 
of unit selling, Mr. Avery pointed out, and he 
complimented the mail order companies on the 
progress they have been able to make along this 
line. It seems to be the trend of the times. It 
is up to the lumber dealers to solve the enor- 
mous problem of how to do the same thing 
cheaper and better—plus finance. 


“The major accomplishment of the mail order 
house is one of finance alone,” he said. In this 
connection he decisively spiked rumors to the 
effect that, because his company is selling to 
mail order companies, it expects “to sell gypsum 
with a stamp.” He was careful to say that 
these companies pay the same prices the dealers 
pay, an arrangement which, he added drily, “is 
more satisfactory to the dealer than to the 
mail order house.” He closed with a strong 
plea for co-operation, which is, he said, of equal 
benefit to manufacturer, dealer and consumer, 
and added, “Our company, like all other build- 
ing manufacturers, does not, can not exist with- 


Business 


out you. We are like the Siamese twins, the 
manufacturer and the dealer.” 

3enjamin I’. Springer, of Milwaukee, Wis., 
declared that the real need for a strong organi- 
zation of the lumber industry right now is to 
enable—and induce—lumbermen to get a mark- 
up sufficient to allow at least 5 percent for pro- 
motional activities. “We must do research 
work in the lumber industry if we are to keep 
in business as lumbermen,” he said. “We must 
know the vital things that affect our business— 
we must have some thought about what is be- 
hind our business.” Such work, he continued, 
should include knowledge about the treating of 
wood, the comparison of wood with steel, and 
new methods of joining and using lumber. Then, 
the industry must sell the desire for the home, 
for if there is no desire for the home, there 
will be no demand for the parts that go into 
the making of the home. In that kind of activi- 
ties the dealer can not work alone—he must 
work with others who have the same object, 
for the program must be co-operative and co- 
ordinative. This is the job for the Concatenated 
Order of Hoo-Hoo, of which Mr. Springer is 
Snark of the Universe, and it is the job of the 
State and national associations. Furtherniore, 
he made plain, it is a job, and one that can 
not be met simply by cutting prices. Quality 
must be maintained, he said, so the public rea- 
lizes that good lumber can be obtained, and 
then it must be merchandised by a united indus- 
try, composed of men with individual initiative, 
workable ideas, and energy to work the ideas. 
“If you have an idea,” he said, “you won't 
have to cut prices.” 

Mrs. Pamilla Tilden Madden, of Blooming- 
ton, first president of the Ladies’ Auxiliary, 
spoke briefly, impressing on the dealers the fact 
that her organization is an important adjunct 
and a real asset to the association, and men- 
tioned the pledge of the 200 women at the Ohio 
lumbermen’s convention, to be ready with 
smiles, as their part of the reconstruction of 
business. 


Those Who "Handled the Job” 


Before presenting his report, Managing Di- 
rector Bryan read the list of committees, the 
members of which were: Exhibits—Clarence 
B. Elliott, Eugene R. Schwartz, J. D. Andrews; 
program—L, M. Bayne, E. E. Hinchliff, H. J. 
Schmoeger; resolutions—J. R. Fitzpatrick, J. 
H. Mallonee, J. T. McBroom, E. E. Embree, 
Rodney Ainsworth; nominations—H. H. Sonne- 
mann, G. G. Patterson, R. H. White, Leo Sack- 
man, J. J. Winn; banquet—W. G. Joyce, P. R. 
Diederich, F. W. Weinel, W. S. Musser, H. J. 
Vos, W. H. Acheson, G. C. Evans; dance— 
Vince Flannery, A. R. Clem, Ralph Wells, 
John S. Diffenbaugh, Sam A. Rahn, Ross 
Beatty, Dement Schuler; sergeants-at-arms—E. 
M. Schermerhorn, G. C. Betts, John Stolze, H. 
C. Harbaugh, Ernest Hammerschmidt. 

The association is in good financial condition, 
Mr. Bryan announced in his annual report, al- 
though income from dues has decreased 20 per- 
cent and the membership of 800 is 7 percent 
less than that of a year ago; for as the income 
was reduced, salaries and expenses were pared. 
So bills still are paid monthly, and the asso- 
ciation is ready to go ahead as soon as business 
picks up again, with no old debts hanging over 
it. The staff took a voluntary salary cut. 
Mr. Bryan complimented the officers and direc- 
tors on the business ability they had shown and 
used for the association. He closed with “There 
are bright times ahead of us—get that thought !” 
and said that every lumberman must help to 
bring them about. The association field work- 





ers will be at the service of any community 
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that wants to put on a constructive campaign 
such as that used at Muncie, Ind., Mr. Bryan 
announced. He, or W. G. Joyce, or P. L. 
Diedrich, will take active part in such cam- 
paigns to get building activity moving. These 
men already have been busy in helping perfect 
the county organizations that are taking the 
place of the old district meetings. 

President Colton closed the Tuesday session 
with a short memorial for the fourteen Illinois 
dealers, members of the association, who died 
during 1931. 


WEDNESDAY MORNING 


Another strong program opened the Wednes- 
day sessions in the morning. Arthur Bevan, of 
Seattle, Wash., secretary-manager of the Red 
Cedar Shingle Bureau, told of his organization’s 
plan to certify its shingle grades, and to carry 
on a strong merchandising campaign, to and 
through the retail lumber dealers, paying spe- 
cial attention to re-roofing business. This pro- 
gram has been fully reported in earlier issues 
of the AMERICAN LUMBERMAN, 

“I don’t believe,” said the next speaker, “that 
there’s a town in the United States, of 5,000 
population or up, where a man with right men- 
tal attitude couldn’t go in and get some business 
NOW.” He was L. E. Willson, of Streator, 
Ill., sales manager of the Brickote department 
of the Streator Clay Manufacturing Co., and 
his plain, straightforward talk, based, as he 
said, on personal experience, made a deep im- 
pression on his audience. His topic was “The 
Inefficient Salesman,” but he protested that 
what is more necessary is the ignorant sales- 
man! “This poor cuss,” he explained, “was so 
ignorant that he didn’t know merchandise ‘can 
not be sold at the present time,’ so he went in 
and tried, and got the orders.” 

The response he encountered from alleged 
retail merchandisers of lumber and building ma- 
terials, in his efforts to introduce his new prod- 
uct into this field, absolutely astounded him, 
he went on. He told of one instance in which 
he got an inquiry from a man who was inter- 
ested in applying Brickote to his home; Mr. 
Willson, of course, promptly sent the name to 
a dealer in that town. “He was supposed to 
be a live dealer, by reputation,” he explained 
rather plaintively. A few days later a letter 
came from this dealer—saying that he was in- 
terested, and would be glad to go out and call 
on the customer whenever a Brickote salesman 
could find time to go with him, and if neces- 
sary, he wauld give an estimate! Another 
dealer, when asked to go call on a customer, 
had to delay it a few days because right then 
he was taking inventory! The salesman closed 
the order alone, in a couple of hours. 

“When I was young,” reflected the speaker, 
“we took inventory at night. We realized that 
the productive daytime hours were for selling. 
We thought selling was our main job.” 

The sales manager, with a background of 
experience in the automobile industry, where 
everybody has to sell and everybody knows it, 
looked rather disillusioned as,he contemplated 
the building industry, in which everybody is 
afraid he may have to sell but. is not quite sure 
and won't sell unless and until he is absolutely 
forced to do so. Beautiful offices, and display 
windows, and survey files (they’re locked, 
usually), and all such aids to selling are good 
steps, “but they are not all there is to mer- 
chandising,” Mr. Willson said. “The dollar 
goes largely where it’s asked to go. You've got 
to get out and work. Don’t think you have to 
sit in your office, to answer the phone, or wait 
on the customer who comes in—that customer 
is probably your customer anyway, and could 
be held by a clerk (or at least held until you 
can call on him yourself). But the other cus- 
tomers, that don’t come in, demand the best 
salesmanship you've got, not the cheapest you 
can hire. They demand yourself. Don’t cheapen 
your salesmanship.” 


Tom Lehon, of Chicago, was the next speaker 
introduced. He discussed some of the roofing 
problems of retailers. 
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The Opportunities of Today 


To summarize in about two minutes all the 
good advice that has been handed down from 
convention platforms or written down on trade 
press pages, is undeniably a man-sized under- 
taking, but that job was attacked with charac- 
teristic vim and vision by Paul FE. Kendall, of 
KKansas City, Mo., advertising manager of the 
Long-Bell Lumber Co., in the first part of his 
twenty-minute address. Most of these ideas, 
he. explained, have been urged time after time, 
and often have been heard with plenty of ap- 
plause but little subsequent action. They are 
“ideas that should need no selling and yet have 
not been bought.” As he mentioned each one, 
most of his listeners recognized it as an old 
acquaintaince at conventions: 

What are some of the things we have been 
told repeatedly through the years? Here they 
are: 

Selling is no longer a job—it’s an art. 

Get out of the yard and after the business. 

Believe in your merchandise. 

Sell quality. 

Develop modernizing business, 

Be a building adviser. 

Keep up with the times. 

Educate your customers—and I say “cus- 
tomers” advisedly for some of us do have cus- 
tomers other than carpenters and contractors. 

Be a leader. 

Co-operate and ex- 
change ideas. 

Don’t cut prices. 

Sell your customers 
what they really need 
—not what they think 
they need. 

Build good-will. 

Satisfy your 
tomer and he 


cus- 


will be 





FRED C. WENTHE, 


Effingham, II1.; 
Elected President 


your best advertise- 
ment. 

Sell yourself and 
your service to the 
boys and girls of the 
community. 

Keep physically 
and mentally fit. 

Have a pleasant 
smile and a sunny 
disposition. 

Get rid of dead and slow-selling stock. 

3e a good collector. Someone said the best 
prescription for that was “persistent effort, 
mixed with tact and gall.” 

Fit into your community—be 
of it. 

Know how to read plans and make simple 
ones. 

Have a display room. 

3e an encyclopedia of modern building ideas, 

Be able to sell those ideas to your trade. 

Sell the complete building. 

Arrange for financing. 

Advertise and use prices whenever you can 
in your advertisements. You can’t afford to 
use a general type of advertising. 

Make a market survey. 

The New Competition and the trend of the 
times. 

How a manager’s wife can help him. 

Courtesy. 

Keep a clean yard with stock in neat shape. 

Watch and study your turnover. 

Dealers who fight for the business—get it. 


G. F. 
Rockford, 
Retiring President 


COLTON, 
Es 


a real part 


Modern merchandising and aggressive sell- 
ing. 

Know your products, costs, community’s 
needs. 


Select your stock carefully. 
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Good mailing lists are valuable—whe 
properly-and intensively. i. 

Sell for a profit. 

Have some leaders—things that many Den 
ple want and will buy. 

Don't carry too many kinds and brands of 
the same item, 

Ethics, 

Keep card records of consumers. 

Be a good mixer. 

Sell the “Build a Home” idea. 

Join a trade association. 

Read the lumber trade journals. 

Have a building show. 

Build a model home, 

Train all your employees to sell. 

Don’t take things for granted without really 
knowing. , 

Having the right goods, in the right place q 
the right time, at the right price and telling 
people about them over and over again. 

The storekeeper keeps the store, but the 
store keeps the merchant. 


Continuing, among other things, Mr. Kep. 
dall said: 

I am a firm believer in the value of going 
out after business—getting out on the job and 
creating business. Will you tell me what 
excuse anyone has to come to the average lum. 
ber yard, anyway? If we want people to come 
to our yards, why don’t we give them some. 
thing to come for? Display windows, display 
rooms, a clean, well arranged room with all 


N Used 


kinds of building literature. And now the 
lumber manufacturer is offering dealers q 
line of products that will really make the 


consumer come to the yard. I refer to K, D, 
packaged lawn pieces, bird houses, flower boxes, 


hog houses, hog feeders and other items. 
People do come to buy these low-unit-cost 


things and they stay to buy hardware, paint, 
brushes, and if the dealer is a merchant this 
meeting and this small—but profitable—eash 
sale may well lead to greater sales. 

You know, I would rather run a Woolworth 
store than be a mortician. By that, I mean 
I would rather have my business well known, 
well liked, and handle such products that 
people just can’t keep from coming in to buy 
them. It certainly is a more satisfactory busi- 
ness at the present time than one in which 
people come in to buy only once in a lifetime. 
You know what I mean—very few people are 
building homes now, but many people will buy 
small, packaged goods, as well as many other 


small items if they know you have them in 
stock, when they will not think of building 
a home. 


Selling Small Articles of Wood 


Many dealers are now making counter dis- 
plays of small products in the front part of 
their lumber stores and on the walls you Will 
find wall shelves, bird houses and other items 
they have for sale. They know, too, that they 
have to advertise such products and use prices 
in their advertisements to make the largest 
number of sales. Last summer a dealer in 
Sedalia received 61 lawn chairs on Saturday. 
He used a 3-column 9-inch advertisement in 
his Sunday newspaper and he sold 50 of his 
61 pieces on Monday. 

Another dealer in Michigan followed the 
plan of leaving lawn chairs with people over 
the week-end. Then on Monday he would call 
them up and ask if he should send for the 
chairs. He had very few to take back. 

There is another thing to think about in 
selling these lawn pieces: someone comes in 
and wants to buy 1, 2 or 3 chairs; the sale is 
made, but why stop at that point? Why not, 
in your advertising and in your display, have 
different kinds of set-ups, such as two chairs, 
a table, a piece of trellis and a bluebird house, 
and say “this combination, $9.59, will com- 
pletely fit your outdoor living room for the 
summer.” Another one might have a lawn 
chair, an adult rocker, a juvenile chair, 4 
sand box, a flower box with a price of $12.39. 


Get Out and Get Acquainted 


I doubt if you and I ever attended a col 
vention that we did not get a number of go0d 
ideas that would be profitable to us if we 
would only use them, get busy and put them 
into operation today. My own company 8! 
something from a man who stood on this plat- 
form just a year ago and told us something 
that we had all been hearing for years, but 
even if we had never heard it we might well 
know that it was the thing to do. He said, 
“Get out and get acquainted with your terr 
tory.” But how many took it to heart and 
did something? In February, 1931, we asked 
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our yard managers to get out and visit with 
the people of their territories and study their 
needs. We said, “You can’t tell whether people 
will buy until you actually and personally try 
to sell them and give them a chance to say 
‘yes’ or ‘No.’. Such answers can come only 
from the possible purchasers themselves.” 

Then we asked them to report every two 

weeks as to what they had done as to getting 
out and getting acquainted with their com- 
munity and its needs. What were the results 
they reported? 
“One manager said: “For the last two weeks 
1 walked out once a day in different parts of 
the town and the results were—one new room 
job, two paint jobs and two prospective re- 
modeling jobs for the month.” 

Another said: “Since the soldiers’ bonus bill 
passed and several veterans here are getting 
money I have kept these men in mind and 
have seen them and have sold two houses to 
them and got the cash and I have one more I 
fee] sure of getting.” 

Another manager said: “Am devoting all 
my spare time to really getting better ac- 
quainted with the possibilities of my terri- 
tory. I heard a farmer was going to rebuild 
a poultry house. I drove out, saw him and 
got the business. I heard a farmer was con- 
sidering mail order fence for a new pasture. 
I went out to see him and we sold 300 rods of 
hog fence and it was a cash deal. We have 
also found two customers for storm cellars 
and one small barn at a country school house. 
I now believe that there are possibilities for 


business I did not know existed.” 
Another manager: “On my first trip into 
the country which took about two hours I 


sold some cement and roll roofing to a farmer, 
a new roof and another roof promised after 
harvest. My plan is to take two to three 
hours from the yard two days a week and call 


on every farmer in my territory My wife 
will stay in the office.” 
Another said: “By putting forth extra effort 


gold a cellar job that we might have missed. 
At present am selling a four room job, a cellar 
and a kitchen job. Have good prospects for 
another house in the near future.” 

These men are going out for today, for busi- 
today, and they are getting it. 


The New Trends 


A trend that 
homes. 


ness for 


I see is one in regard to our 
We are going to change the models of 
our homes frequently. Not every year, of 


course, but just as we don’t want out-of-date 
automobiles, we are not going to be satisfied 
with out-of-date homes. You think I am talk- 
ing about modernizing, and much could be said 


on that subject, because modernizing is a thing 


that we should all push vigorously, but the 
thought goes farther than that. The new 
trend will be towards an entire change of 


building but not of site. The new trend will 
be to literally tear the old house down straight 
to the foundation and then on the old founda- 
tion erect a new home, and so maintain the 
value of the district and not lose the value 
of the land and at the same time we will have 
anew home. And unquestionably this new 
trend will find wood an incomparable material, 
for it not only goes into construction more 
easily, but it comes out more easily than most 
materials and unlike them can be used over 
and over again. Now, too, we are soon to have 
anew type of building lumber that is fabri- 


cated at the sawmill and so saves much in 
waste and freight and at the same time as- 
sures better construction. 


_ Another trend is to the home which is cooled 
insummer as Well as heated-in winter. Again, 
wood offers itself as a logical material for we 
must have space in the walls for the pipes 
that will carry the cool air in summer, and 
the warm air in winter. Heating engineers 
will tell you that the hot air system, when 
Perfected, is the best. 


A Southern Pine Message 


Continuing the program on this high plane 
ol really doing something was the strong, plain- 
spoken message of L. R. Putman, of Chicago, 
merchandising counsel of the Southern Pine 
‘Association, who discussed first (as representa- 
tive, of course, of the sawmill men of the 
South, who look to Illinois as their second-larg- 
st market) the code of ethics recently adopted 
by the Southern Pine Association. “Some of 


our sawmill men have been asked,” he said, “if 
We intend to reaily stand behind that code, and 
our reply is that of course we do, that we 
always have stuck by our word. Now we ask, 
We have 


at are you dealers going to do? 
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done our part—we have taken in about a hun- 
dred new members, and we can ship you any- 
thing you want with the SPA grade mark. It’s 
up to you now. If you buy from some mill 
outside the association because its lumber costs 
four-bits a thousand less, what do you think 
is going to happen? Do you think that 
salesmen are going to sit around Chicago do- 
ing nothing so as to protect dealers who won't 
buy their lumber, but give the business to some 
little mill outside the association? Or dealers 
who say that good yellow pine can’t be bought? 
Can we sit still and let that go on? A code 
of ethics must hold all or it can’t hold any one.” 

Politics and politicians took a hard-slap when 
Mr. Putman made a hurried analysis of the 
building situation in Chicago, where real estate 
is compelled to carry not only its own tax bur- 
den but also that which should be borne by 
personal property. “As long as that sort of 
a condition exists in Chicago or Ilflinois or 
ariywhere else I can’t ask a man to put. his 
money into a home,” he declared. 

Mr. Putman ended on a note of strong en- 
couragement. He tock a piece of pine board, 
very ordinary looking, and defied any man in 
the room to set fire to a splinter of it. He 
demonstrated that it would not burn “any more 
than asbestos would.” 

“Don’t let any of you get discouraged about 

lumber, when some 
eRe: ee one tells you it is not 
a modern building ma- 
terial. It is a mod- 
ern building material. 
We can make it fire- 
proof, and _ bugproof, 
and decayproof, when 


SaaS 


E. E. HINCHLIFF, 
Galesburg, IIl.; 
Vice President 


our associations get to 
work on it. We have 
reached the time in 
American business 
when we know we're 
going forward in 
groups.” 

Following Mr. Putman’s peppy talk, which 
was enthusiastically received and appreciated, 
the convention adjourned for the luncheon given 
by the association to the exhibitors. 


WEDNESDAY AFTERNOON 


At the opening of the Wednesday afternoon 
session, Secretary Bryan announced that the 
registration was the largest in three years, num- 
bering over one thousand, with reasonable ex- 
pectation of that total being materially in- 
creased by belated arrivals. 

The first speaker at this session was A. W. 
Holt, of Chicago, who explained and demon- 
strated his “House Valuator” plan of estimat- 
ing, using charts and small house models to 
illustrate the various points of his talk, which 
was along the same lines as those previously 
reported in this paper in connection with other 
conventions. 

W. E. Price, Muncie, Ind., a wholesaler of 
plumbing and heating supplies, told of the 
plan for reducing unemployment promoted in 
his city last year. Mr. Price said that he was 
beginning to feel like a lumberman, as this was 
the eighth convention of lumber retailers that 
he has addressed this year. His talk was prac- 
tically the same as that delivered at the other 
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meetings, a quite full summary of which ap- 
peared on page 32 of the Jan. 23 issue of the 
AMERICAN LUMBERMAN. In brief, when the 
plan was initiated April 1, 1931, only 19 per- 
cent of the men in the building trades were 
employed. The Chamber of Commerce was 
induced to sponsor a city-wide movement to 
induce those who could afford to do so to 
make repairs on their homes. A fund of $2,000 
was raised for advertising. Within three weeks 
80 percent of all workmen in the building trades 
were at work. The campaign ran from May 
1 to Dec. 15, and besides more repair jobs 
being done than ever before in the same time, 
92 new homes were built, as against 80 for the 
preceding year. 

George D. Rose, of the Spahn & Rose Lum- 
ber Co., Dubuque, Iowa, said that a ‘similar 
movement had been promoted in his city with 
the result that dealers had done as much busi- 
ness as the year before; but a serious obstacle 
was encountered in the attitude of labor un- 
ions, which refused to make any wage con- 
cessions even to help their members find em- 
ployment. 

Mr. Price said that in Muncie they had not 
asked the unions to cut their wage scales, but 
had approached the question from another an- 
gle, asking the workmen what they would do 
a job for, rather than putting it on basis of 
wages per day or per hour. He said the re- 
sult was that the work was done probably 30 
to 40 percent below scale, but by this ap- 
proach the question of a direct wage cut was 
avoided. 

A. C. Gauen, Collinsville, Ill., was the next 
speaker, his subject being, “The Association’s 
Program for 1932.” Speaking from the stand- 
point of a retail lumberman, banker and build- 
ing loan association official of many years’ ex- 
perience, Mr. Gauen said that the chief trou- 
ble with the present situaticn was fear, which 
had resulted in numerous closed and “chloro- 
formed” banks, and a general weakening of the 
credit structure. He condemned the “whisper- 
ing campaigns” that have forced many solvent 
banks to suspend. One of the big jobs ahead 
of the retailers is to help counteract fear and 
restore confidence. He touched upon the sub- 
ject of taxation, saying that this question has 
two sides. People protest against increased 
taxation, but forget that they have themselves 
demanded a lot of things that have made in- 
creased taxation necessary. 

“One of our jobs for the coming year is 
to carry to our communities the messages like 
that Mr. Price has just given us,” said Mr. 
Gauen. “Keep on endorsing grade-marked lum- 
ber. Take your building and loan secretary 
by the hand—so that when the Reconstruction 
Finance Corporation begins to function we can 
say we were patriotic enough to get behind 
that job and push it. Don't think this is a 
job for the banker and building and loan sec- 
retary alone. It is your job as well to help 
allay fear and restore confidence.” 

He said that if the bills providing for Home 
Loan Discount Banks are passed, this will 
lielp the building industry more than any other 
single piece of legislation ever enacted, with 
the possible exception of the lien law. He 
thought the Reconstruction Finance Corpora- 
tion also will do a great deal to relieve the 
credit situation and restore confidence. He 
closed with a strong plea to get behind the 
association with memberships and prompt pay- 
ments of dues, saying that associated effort is 
more essential now than ever before. 


Election of Officers 


Secretary Bryan then read the report of the 
nominating committee, which recommended for 
president Fred C. Wenthe, Effingham, Ill., and 
for vice president E. E. Hinchliff, Galesburg, 
Ill. These recommendations, as well as a num- 
ber of nominations for directors, were unani- 
mously accepted. 

President-elect Wenthe responded in fitting 
terms, accepting the responsibility placed upon 
him and pledging his best efforts in behalf of 
the association. Mr. Hinchliff also spoke briefly, 
referring to some of the earlier conventions 
of the association’s history. 
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GRAND RaApips, MICH., 
Feb. 8.—An innovation 
marked the opening of 
the forty-third annual 
convention of the Michi- 
gan Retail Lumber Deal- 
ers’ Association, held 
here last Wednesday, 
Thursday and Friday. 
The innovation was a 
preliminary meeting on 
the morning of Feb. 3, 
at which time the formal 
business usually associated with the opening 
of the convention, and “rung in” as part of 
the regular program was taken up and the slate 
thus cleared for the features to follow. 

This convention had more valuable features 
than almost any in the history of the asso- 
ciation; the officers followed the modern 
trend for diversification of program. The 
1931 program was not only diversified, but 
it was so full of pep it will be talked about 
for months to come; not from any purely 
social or entertainment angle, but from the 
rather amazing revelations which were 
made, and some of the solutions to grave, 
present-day problems that were advanced. 

The attendance was heartening and al- 
though the first day did not measure up to 
all expectations, the second day saw a real 
attendance, with many of the wives present. 
The women were offered a splendid program 
of luncheons, receptions, parties, sight-see- 
ing trips, theater parties; and of course they 
danced ’till the wee sma’ hours at the ban- 


quet-ball. 
OPENING SESSION 


Registrations were handled by a bevy of 
charming young ladies headed by Miss 
Jacobson. This year another innovation 
was the extending of a wide-open invitation 
to every lumber dealer and every lumber- 
minded man in the State to enjoy the bene- 
fits of the convention. The welcoming com- 
mittee consisting of President Norman B. 
Cove, Lansing; Vice President Edward J. 
Weeks, Detroit; Secretary Hunter M. 
Gaines, Lansing, and Treasurer Harry Brat- 
tin, Shepherd, directed the visitors into the 
Hotel Pantlind ball room, where the ses- 
sions were held. The invocation was pro- 
nounced by Rev. James W. Fifield, pastor of 
East Congregational Church. The address 
of welcome was given by John D. Karel, 
mayor of Grand Rapids, who not only made 
the visitors welcome but added a neat speech 
on collective efforts. 

President Cove responded in his usual 
happy vein and then gave his annual re- 
port. This covered several measures of im- 
portance to the lumber and construction 
industry brought before governmental com- 
mittees and Congress. If recommended meas- 
ures are all adopted it will mean an appro- 
priation of $925,000,000 from Federal treas- 
ury funds and a much larger amount from 
private sources and enterprises, by bond is- 
sues, stock sales, and other means. 

Of most direct interest to lumbermen is 
the home loan bill which has had favorable 
consideration before the House committee. 
All dealers should use their influence to ex- 
pedite passage of this bill. If it becomes a 
law a prompt restoration of confidence in 
banks, increased bank deposits and re-estab- 
lishment of mortgage loan facilities for new 
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_ Michigan Dealers Stress Benefits 
of District Organization Activity 


dwelling construction should be the result. 

President Cove said that by a change in 
the association by-laws at the 1931 conven- 
tion there are now eighteen directors evenly 
distributed throughout Michigan. This serves 
for more efficiency in association adminis- 
tration of affairs. The president also made 
special mention of the highly efficient work 
of the new secretary, Hunter M. Gaines, 
who took office on May 1, 1931. 

The president requested that all present 
stand in tribute to the memory of those 
of the association who passed away during 
the year: John R. Shaw, Detroit; Leonard 
Woodruff, Kalamazoo; J. B. Martin, Red- 
ford; Lewis Doster, Detroit; Fred Mickey, 
Detroit; Walter Seyfang, Northville; John 
P. Wilkes, Grand Rapids, and Mrs. A. A. 
Corwin, Pontiac. A memorial to those 
names was incorporated later in resolutions 
adopted. 


Report of Secretary 


Secretary Gaines, in his report, mentioned 
the Michigan house enrolled Act 186, viz., 
making the contract price a trust fund with 
the contractor, as one of the most important 
bills passed by the legislature for the benefit 
of retail lumber dealers. He also stated he 
had re-arranged districts in much closer set- 
ups to eliminate too long distances, and 
over-lapping of trade territories. 

Convention committees were named as 
follows: 

Nominating—Hubert L. North, chairman, 
Kalamazoo, Charles L. Weeks and Alton J. 
Hager. Resolutions—Charles Pollack, Cold- 
water, chairman; C. C. Wescott, Ypsilanti, T. 
R. Ward, Allegan, ‘Del Mansfield, Remus H. 
Fredericks, Muskegon. Legislative—Frank Day 
Smith, Detroit, chairman; Fred McCaul, Royal 
Oak, Herman Zehnow, Saginaw, Fred West- 
over, Bay City, Bob Hookers, Fremont. Audit- 
ing—George Sinclair, Grand Rapids, chairman; 
Merritt Haynes, Cadillac, W. H. Stevenson, 
Adrian. Trade Relations—C. W. Beck, Mon- 
roe, A. J. Hager, Lansing, Clark Godfrey, 
Kalamazoo, Ray Hall, Owosso, Emmett God- 
frey, Sturgis. 


Harry Brattin, treasurer, reported assets 
as $3,924 with no liabilities and a clean slate 
for the year. All reports were approved and 
placed on file. 


WEDNESDAY AFTERNOON 


The afternoon session opened at 2 o'clock 
with Chairman Hubert L. North, of Kala- 
mazoo, presiding. Arthur Bevan, secretary- 
manager Red Cedar Shingle Bureau, Seattle, 
Wash., outlined the decline of the shingle 
business to a low point up to two years ago, 
explaining in detail how during the last two 
years the industry has been re-organized, 
old grading rules and ideas scrapped and 
the shingle business placed in better shape. 
He stated that due to the right kind of edu- 
cational efforts with the fire underwriters 
much of the old prejudices had been ironed 
out and differential rates may be adjusted 
more equitably. He told of the adoption of 
the square pack by the manufacturers and 
of the simplification of grades. Production 
is now picking up and the new regime and 
manufacturers’ aids will help greatly in mer- 
chandising. Mr. Bevan urged the re-roofing 
with wood shingles over wood shingles, say- 
ing that scores of dealers, have lost sales 
because of a mistaken idea that wood shin- 
gles can not, or should not be placed over 
old wood shingles. 

A. W. Holt then gave a talk, with dem- 
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onstrations, on the “House Valuator Sys. 
tem,” similar to that he has made at varioys 
conventions this winter and which haye 
been reported in several issues of the 
AMERICAN LUMBERMAN. 


Discusses Construction Problems 


Problems of the construction industry 
were discussed by Oscar W. Rosenthal, 
president National Association of Building 
Trades Employers, Chicago. Making a com. 
prehensive survey of conditions up to 1929 
he said: 


We simply were too smug and self-satisfied; 
we thought there was no end to the era of 
good things. We got to the top of the hill 
and were pushed over. The speaker declared 
it is every individual's task to handle the sit- 
uation personally; to solve questions per. 
sonally, not wait for the Government, some 
political body or a bunch of theorists to do 
the job. He then outlined at length the prob- 
lems of the construction industry. Real estate 
mortgages are good, he said, but they have 
been so exploited they have been killed. Yet 
the construction industry is a basic industry 
that goes on and on through the ages. We 
need different financing. We do not want con- 
cerns that are working on the development of 
houses by mass production or fabrication at 
the factory. This subject is serious. 

How about mail order competition? Let's 
meet it in the open. We can merchandise as 
well as the other fellow; often we have advan- 
tages over the rank outsiders. 


He then outlined forms of competition, 
unfair practices, waivers of liens, unsound 
practices on part of 
architects and owners in 
letting contracts, and 
wound up by stating 
that the construction in- 
vestment trust plan 
would, as he figured it, 
solve the problems by 
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making money on busi- 
ness, not on money. 
Lumber dealers are not 
bankers and he believed 
the construction invest- 
ment trust would stabi- 
lize conditions and re-es- 
tablish public confidence in the construction 
industry and its securities. Sound financing 
will answer many problems in 1932. 
Chairman North called attention to the 
exhibitors, who had exhibits in the Italian 
room and on the second floor. The exhibits 
were an asset to the convention and much 
more comprehensive than it was supposed 
they would be. As usual attendance prizes 
were drawn and the first for the convention 
went to S. C. Pattison, “Pat,” with the F. 
W. Duttweiler Lumber Co., Toledo, Ohio. “Pat 
bought an “Old Guard” dinner ticket with 
part of the proceeds. 


"Old Guards" on Deck as Usual 


Wednesday evening the “Old Guard’ 
dinner was held in the “Swiss Steak” room, 
as many dub it. “Pa” Gordon presided an 
there was a record-breaking attendance due 
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to the fact that the younger generation were 
ail invited in to see how the “old timers 
jid things. Harry Jessup, treasurer, reported 
3215.55 on hand. President Gordon asked 
that all stand in memory of the following 
members who died during the year: Frank 
Nicholson; Lewis Doster; Fred Mickey; 
John Shaw; Judson Martin. The officers, 
“Ppa” Gordon, president, C. L. Weeks, vice 
president, and Harry Jessup, secretary-treas- 
urer, were all re-elected for 1932 by unani- 
mous vote and amid loud approval of past 
deeds of valor. Twenty-eight members rose 
during the evening and gave some sales 
talks not learned in the usual routine. The 
“Old Guard” dinner was one of the bright 
spots of the whole meeting. Echoes of the 
“talks” will be heard. 


THURSDAY MORNING 


H. A. Brattin, of Shepherd, presided at 
the Thursday morning session, his intro- 
duction of “Al” Hager being received with 
a hearty round of applause. Mr. Hager, 
president of the National Retail Lumber 
Dealers’ Association, handled the topic “Our 
Responsibility to the Industry.” He spoke 
of having, last week, attended the annual 
meeting of the West Coast Lumbermen’s 
Association at Tacoma, Wash., and his re- 
port of the progress there was highly en- 
couraging. Further Mr. Hager said: 

We have been following a holding and wait- 
ing policy; it has not got us very far. We 
must do something for 
ourselves, which means 
fight. But at that I 
sometimes wonder 
whether the conditions 
existing present such 
an impossible picture 
after all, Isn’t much 
of it mental? We are 
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Prone to take the peak 
of a volume business, 
an era of unusual re- 
turns, and compare 
things with that peak. 
It was only a compar- 
atively short time 
since we had a four 
billion dollar construc- 
tion year; we had 
that in 1931. Of course 











it’s 


eight 
or ten billion, but we look at the supreme 


not 


heights. Despite what many people think, 
there is an actual shortage of single family 
homes. The Department of Commerce says 
400,000 homes are needed annually. For five 
years we have averaged less than 150,000. 
The estimated increase in population this year 
is 932,000. It behooves us, therefore, to get 
our houses in order to handle this business 


for more people are going to want their own 
homes, 


I read the other day that the most con- 
gested, hard-worked street in the world isn’t 
Main Street, or Fifth Avenue. The world’s 
Most popular thoroughfare is Rut Street. It 
is a broad, level stretch to nowhere—a grave 
with the ends knocked out. If you go for- 
ward today just as you did yesterday without 
4 new plan, thought or extra effort for the 
day, you’re on Rut Street. 


For a hundred years or more lumber was 
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G| Support Federal Home Loan Measure Q] Find 
Remodeling Pays But Seek Means to Stimulate 
New Building G] Think State Law, Making Money 
Paid Contractor a Trust Fund, Highly Important 


a major industry with little competition. The 
last 20 years has changed this; new industries 
have introduced us to luxuries, now become 
necessities. We have about 23,000 lumber 
yards selling in normal times about 1% to 2 
billion dollars worth of lumber and building 
materials. There are 254,000 automobile estab- 
lishments, which with filling stations and 
garages have sales of over 10 billions a year 
—food sales alone exceed it. The normal na- 
tional income is estimated at 85 billion. We 
have not landed anywhere near our percent- 
age. Why? The other fellow has been doing 
a better sales job. Many products have been 
developed as lumber substitutes in the con- 
struction field. I expect many more. The 
steel people are doing great research work in 
order to be dominating in the home build- 
ing field. The ever changing public is willing 
to listen to their “fire-safe”’ appeal. 


Make Public Lumber Conscious 


Mr. Hager exhibited a copy of the Chicago 
Tribune of Jan. 24, saying: Here’s a full quar- 
ter page story that was duplicated in scores 
of papers. A steel concern in Milwaukee says 
it expects to market 50,000 steel homes in 
1932 and 1933. Whom is this concern looking 
to as its sales contact—the retail lumber 
dealer? High speed, mass. production of 
homes; it is a damnable outrage. More than 
25 percent of all people in America get their 
livelihood out of the construction industry. 
Mass production, a hobby which we have had 
too much of, is a body blow to the very ex- 
istence of millions of workers. Who will buy 
if they don’t have any money to buy with? 
Answer that one. Normal employment stimu- 
lates small home construction. Say, talk about 
steel house speed! Why, any first class lum- 
ber mill in America can turn out wood houses 
faster than they ever thought of turning out 
steel, but have we said anything about it? 
Do we get two-thirds of a page in the news- 
papers to boost the construction game as far 
as lumber is concerned? We do not! We 
have to combat objectionable building codes 
for one thing. 

I do not want to criticize lumber manufac- 
turers in their work of advertising and sales 
promotion, but would suggest that more 
stress be put on making the public more lum- 
ber conscious instead of species conscious. 
From now on the sales end is all important 
and fundamental. Once we sold lumber as 
such; today we must be able to prove its 
superiority over other products or inventions. 
We must eliminate discriminatory laws in 
cities’ codes where lumber has been displaced 
by politics for more expensive and less effi- 
cient products, while we were asleep. More 
attention to quality and refinement in manu- 
facturing, grading and moisture content, 
with grades and species to be sold for the 
purpose used. Follow the trend of modern 
merchandising by selling the consumer com- 
plete units. 

I recognize the fact that 75 percent of the 
competitive products are sold on the partial 
payment plan. Dealers should be in position 
to increase profitable volume, through dealer 
controlled sales; through an industry con- 
trolled finance plan, such as is already organ- 
ized; through better trade relations between 
manufacturers and _ distributers, banishing 
lack of understanding. We must improve dis- 
tribution. 


Mr. Hager read the lumber distribution 
code, worked out by a joint committee, and 
said: 


This code was approved by the Southern 
Pine Association, the National Lumber Manu- 
facturers’ Association, the West Coast Lum- 
bermen’s Association and by your board of 
trustees. It has been approved by the Na- 
tional Retail Lumber Dealers’ Association and 
its affiliated State organizations. I believe we 


are now in position for closer co-ordination of 
effort than ever before to solve the vital prob- 









lem of more sales vol- 
ume at a reasonable 
return on investment. 
We need a _ statute 
making it a crime to 
use any: natural re- 
source for the manu- 
facture of any product 
that sells for less than 
the cost of producing 
it. As to the co-oper- 
ation of manufactur- 
ers, those in accord 
with the code should 
be joined by all manu- 
facturers and sup- 
ported by all dealers. 


William E. Price, chairman executive 
committee building trades section of the In- 
diana commission, and president Knapp 
Supply Co., of Muncie, Ind., gave a sum- 
mary of the modernizing employment relief 
plans in his city, plans which, under the 
general caption “Muncie Plan,” are being 
adopted in many cities all over the country. 
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Lansing, Mich.; 
Retiring President 


Bert Reid, field secretary Associated 
Leaders of Lumber & Fuel Dealers of 
America, Chicago, covered in a pertinent 


way the sales angle of financing methods. 
He stressed the fact that dealers have by 
many practices and oversights driven the 
layman to the jerry builder. Unit sales will 
be a factor for better sales volume. The 
speculative builder is out of the picture to- 
day. But industry must look to its problems 
closely, for the sake of the future. A yard 
should be much more than a supply depot. 
The scaling of prices, estimating on com- 
petitive bids so the salesman can knock off 
10 percent on occasion is wrong. Definite 
unit prices, and units folks can visualize, 
understand, with a quality basis, and speci- 
fications and species that mean something, 
establish a definite, sound basis for a mortgage. 
It will give the dealers a greater financial 
status. We have finance plans in the auto indus- 
try, and finance plans are vital to our industry. 
We are at cross-roads, either to accept the re- 
sponsibilities and make a sound, lasting financial 
footing or step out of the picture. 


THURSDAY AFTERNOON 


Edward J. Weeks presided over the 
Thursday afternoon session and introduced 
Prof. W. Kynoch of the school of forestry 
and conservation, University of Michigan, 


Ann Arbor. “Timber Research and the 
Wood Industries” was his subject. Prof. 
Kynock said: 

Immense sums are invested today, in re- 


search; in steel, aluminum, metals generally, 
coal concrete, rubber, textiles, pulp, paper, and 
they are investments. What about research 
on wood? One of two things is likely to be 
true; either wood is a unique and complete 
exception to the general rule, so far as the 
influence of research upon materials is con- 
cerned, either it is incapable of appreciation 
in value under the onset of scientific investi- 
gation, or it is responsive, as other materials 
plainly and obviously are, to the scientific 
method of attack and increases in utility and 
adaptability as knowledge of its properties is 
extended and applied. 

In which direction does the truth lie? The 
wood industries have been accused of signal 
failure to avail themselves of this new force 
in the industrial world, research. On every 
hand industries using materials other than 
wood in construction are eagerly seizing re- 
search findings as soon as properly estab- 
lished, putting them to work. On the other 
hand we see wood industries, with few ex- 
ceptions, in individual plants, indifferent and 
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apathetic to the whole research problem. Re- 
search is an open door to greater possibilities 
tor progress and profit—it should be fostered 
and acted upon. 


Backs Up Plea for Research 


C. C. Sheppard, president Southern Pine 
Association, inew Urleans, La., spoke in an 
intormal and aggressive manner, backing up 
the research pieas of Prof. Kynock. The 
National Research Council has made a trip 
to all research laboratories of imporiance in 
the United States and stated tne savings 
and economies, with the added benefits to 
humanity, and considers that every cent ex- 
pended on research by industry has been 
well repaid. The Southern Pine Association 
is working in close harmony with a code of 
ethics as outhned by President Hager. 
Those who break the code have been ex- 
posed and some citations were given. Fab- 
ricating at sawmills to save labor on build- 
ing can be profitably studied by dealers. Any 
manutacturer who has fifteen or twenty jobs 
to be fabricated at the mill must handle 
them through the dealer. The local com- 
plications, finance, and other angles, can be 
best handled locally by dealers. Unit build- 
ings can be 75 percent mill fabricated, and 
unit selling must be taken on from this time 
forth. The variety of home styles or types 
can be thus met very satisfactorily. The 
future is brighter rather than darker, and 
the mills are well prepared to take on any 
volume efficiently. 


Unit Building Business 


Mr. Sheppard then exhibited and read a 
letter recently sent out by the American 
Building Association News to 2,100 building 
and loan associations throughout the United 
States, in 600 different cities. The insurance 
companies have also been approached. The 
letter says, in part: 

For the past five years 
Association News has 
tional organizations at work on the problem 
of home building. It has seen them develop 
materials in their laboratories, contacted their 
research departments, inspected the finished 
homes. We believe the type of home needed 
to supply the requirements of the large mass 
of prospective buyers home and that can be 
sold, including lot, at $5,500 to $7,000 is now 
perfected. 

We also believe that building and loan as- 
sociations will be interested in and benefited 
by joining in an immediate effort to have a 
model home of this type erected in their re- 
spective communities. The home referred to 
is well-designed, fire-safe, and permanent; 
the possibility of architectural and structural 
depreciation has been reduced to a minimum, 
It is the product of a nationally known or- 
ganization, built of nationally guaranteed ma- 
terials, and certified as to structural sound- 
ness by a national inspection organization. 
Within the house is found every modern con- 
venience; there are no extras. Landscaping 
and planting are complete in every detail. 
Street improvements are included in the price, 
to be sold 20 or 25 percent down, with monthly 
balances not to exceed $60. This covers prin- 
cipal, taxes, insurance and other incidentals. 

Are we right when we say we believe build- 
ing and loan associations will be interested 
in and benefited by the introduction of this 
type of house? Several hundred are to be 
built in 1932 throughout the nation. They 
are to be opened simultaneously, and wide 
publicity is to be given them. Men of na- 
tional prominence are to participate. Answer 
the questionnaire. Signed, American Building 
Association News, John M. Wyman, Editor. 

The material and equipment are specified as 
follows: Bryant gas boiler; hot water heat; 
Truscon steel joists, lath, casement sash, and 


American Building 
watched various na- 


frames; concealed copper radiation; Miami 
bath cabinets and ironing board; Kerner in- 
cinerator; Russwin hardware; asbestos slate 
stools for windows; General Electric wiring 
system; Majestic products; Walker. dish- 
washer; automatic gas water heater; Ilg 
kitchen ventilating fan; Cephas B. Rogers 
lighting fixtures; Kitchen Kraft built-in 


kitchen cabinets; built-in electric heater in 
bathroom; asbestos slate shingle roof in color; 
fire-safe throughout; to be supervised by 
Supervisory Corporation of America. 

This is the steel house; and a very specific 
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idea for dealers to know is what is meant by 


a “unit building’ or home. Yes, indeed. The 
specifications are by the Permanesque Cor- 


poration, and it is stated that already a num- 
ber of building and loan associations are lin- 
ing up on the deal. “Where do wé come in?” 
asked Mr. Sheppard. Is the time coming when 
we handle steel unit houses in the lumber 
yards? Will the lumber dealer be a torch 
handler? How about the metal trades and 
labor unions? There are many angles, yes, 
steel angles if we will, but the answer is to 
supply well built, satisfying, lower priced 
wood home units. Wood can and will meet 
the steel question if we act in the most em- 
phatic manner at our command. 


Predicts Building Boom 


Lancelot Sukert, of Detroit, former presi- 
dent of the Michigan Society of Architects, 
said: 

We hear much talk about our cities being 
over-built, yet much of the construction is 
antiquated. Many great apartment houses 
which were built in the last decade or two 
were badly planned, are not being properly 
kept up and will have to be razed in a few 
years. Much of our housing is in a bad state 
of repair and is not modern in any sense of 
the word. The same is true of many of the 
older office buildings. The next improvement 
in business will see large numbers of the 
buildings wrecked to make way for modern, 
well-planned structures, designed in keeping 
with the latest demands for proper lighting, 
ventilation and economy of arrangement. 

Although we may be over-built on factories, 
a large percentage of these plants are not 
modern and do not conform to the present-day 
standards, If. we are to have economical pro- 
duction and proper protection of employees, 
many of these old plants must be replaced. 

I believe that an era of rebuilding is ap- 
proaching which will eclipse the greatest 
building boom we have ever seen. 

If the manufacturers and dealers in lumber 
will adopt the best methods of merchandising 
their product, wood will hold its own with all 
other forms of building material. 

“A Manufacturer’s Conception of the 
Lumber Dealer of the Future’’ was the topic 
assigned E. T. Gray, of Devoe & Raynolds 
Co. (Inc.), Chicago. In part he said: 

I think dealers should stock and sell de- 
manded goods. Essentials as well as non- 
essentials, perhaps, yes. But if the public is 
demanding any merchandise that can be log- 
ically sold by the lumber dealer he should 
grasp the profits, but he should not experi- 
ment with goods he may have to sacrifice on 
later. Dealers should be well informed and 
able to answer all queries intelligently. If a 
buyer is trying to build a home far beyond 
his financial ability to pay, safeguard the fu- 
ture by tactfully stating facts. Cut down the 
cost of that home, but have something worth 
while to put in its place. By all means insure 
the future with quality lines, and insure re- 
peat business by making living, walking ad- 
vertisements of your customers; make them 
your friends. Advice is sold by every depart- 
ment, furniture and specialty house, why not 
the home builder? Displays are vital; eye 
appeal sells goods; use it. ; 

At the close of the meeting Charles Weeks 
drew the attendance award. 


FRIDAY MORNING 


With Ray Hall, of Owosso, presiding, 
Frank Day Smith, association counsel, of 
Detroit, opened with a fine summary of 
Michigan laws affecting lumber sales and 
answered many questions as to local legal 
phases of sales. His summary being based 
on Michigan laws was, of course, of State 
interest particularly. 

Harold Hager, son of “Al,” president of 
the National association, outlined the im- 
portance of remodeling, repairs and espe- 
cially re-modernizing efforts, especially upon 
a community basis, as now sponsored by 
senior and junior Chambers of Commerce 
in Lansing. He pointed out job after job 
secured by showing property owners how 
old vacant houses by a little remodeling 
could be made to pay on the investment. 
Vacancies are not in the up-to-date, well 
conditioned homes. 

H. H. Berger, of the F. M. Sibley Lum- 
ber Co., Detroit, stated that credits should 
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be strengthened, or collections improve 
Only by the most rigid application of pyg, 
ness principles can bad debts be avoides 
Credit can be protected through the use g 
established credit agencies; they are an q. 
set. Co-operation and frank discussion 
with other dealers will help. ji 


Says Diversification Pays 


C, R. Ward, of Allegan, went thorough) 
into the question of whether or not specigi. 
ties and diversification pay. They do pa 
he said, but must be watched, for one cay 
continue buying until the load is too greg 
Buy with an eye to demands, to turnovers. 
stock only nationally advertised lines, an 
above all else study your community, smal 
or large and advertise. Mr. Ward said tha 
some may not think advertising as of such 
great value today, but he finds it does pa 
and pays well. He fits his ads to season 
and circumstances. Added specialties shoul 
be studied. Know how to sell them, thei 
selling points; they don’t just sell them. 
selves. Use the telephone to get business 
make surveys and furnish estimates. With 
unit selling on the increase the specialties 
that enter into complete units should be 
bought to strengthen unit selling. Location, 
display, advertising, and _ stock control, 
knowing turn-overs and close inventories 
are vital. 

C. A. Strand stressed the value of grow 
meetings, and the district set-up lately ef 
fected will go far to help dealers get more 
personal contacts and discuss trade prob- 
lems. Mr. Strand is secretary of the Detroit 
Retail Lumbermen’s Association and of the 
Strand Lumber Co. He has an optimistic 
eve on the future and stressed the value of 
frequent meetings in the various districts, 
with dealers talking over and analyzing 
problems in their own trade areas. 


Resolutions Adopted 


On Friday afternoon the reports of the 
various committees were made and resolu- 
tions adopted. The latter approved the code 
of lumber trade practice and the lumber 
distribution code; recommended that in 
making up the personnel of the Reconstruc- 
tion Finance Corporation there be appointed 
thereon “persons having intimate knowledge 
of the building industry, and that particular 
attention be given to the taking over of 
good, sound first mortgages on single homes 
so that the building industry may be reha 
bilitated, and thereby the wheels of progress 
again be set in motion’; commended asphalt 
roofing manufacturers who have eliminated 
the preferential discounts; requested roll 
roofing manufacturers to discontinue the 
practice of labeling their products with a 
10- to 15-year guaranty as an advertisement 
or selling device; favored the LCL list price 
to all classes of trade, with reasonable dis- 
counts on carloads, but with no differential 
to any one; endorsed the home loan bank 
bill and urged Congress to take prompt 
action on it; and concluded with a rising 
vote of thanks to the officers and lumber 
trade publications for their co-operation an 
courtesies. 


Election of Officers and Directors 


New directors elected for a 3-year period 
each, all to handle the new districts created, 
are: Merritt Haynes, of Cadillac; Elbert 
Keene, of Ludington; T. P. Peterson, of 
Grayling; George Whitney, of Bad Axe; 
Arthur Kleinpell, of Flushing; and Frank 
Mather, of Jackson. The newly elected off- 
cers are: 

President—E. J. Weeks, Detroit, Mich. 

Vice president—Harry A. Brattin, Shepherd, 
Mich. 

Treasurer—D. C. Westcott, Ypsilanti, Mich. 

Secretary — Hunter M. Lansing, 
Mich. 

From now on to stimulate and help the 
industry in the State special attention will 
be given to the district meetings to be he 
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throughout the year. These meetings will 
handle many local problems in an intimate 
way and should result in helping maintain 
4 trade equilibrium. 


Awards in Yard Contests 


During the course of the annual banquet 
held on Thursday evening retiring President 
Norman B. Cove presented Mrs. C. C. 
Showalter with a bouquet of roses in appre- 
ciation of her work as general chairman and 
chairman of hostesses of the ladies’ commit- 
tees. At this time also presentation of 
awards was made in the “Clean Yards” and 
“Yard Improvement” contests, with J. L. 
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Morris, of the Lumbermen’s’ Mutual Insur- 
ance Co., of Mansfield, Ohio, bestowing the 
plaques and framed certificates to the win- 
ners. In the yard improvement contest the 
Class A award for yards with planing mills, 
a framed certificate, was given to the North 
Lumber Co., of Kalamazoo. Class B award, 
also a framed certificate, for yards without a 
planing mill, went to the Shelbyville Lum- 
ber & Coal Co., of Shelbyville. 

In the clean yard contest for yards with 
planing mills, the Class A award of a bronze 
plaque was given to the Veit & Davidson 
Lumber Co., of Flint. Honorable mention, 
each named receiving a framed certificate, 
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was given to the Hartwick-Woodfield Lum- 
ber Co., of Jackson; the Westover-Kamm 
Co., of Bay City; the Hixon-Peterson Lum- 
ber Co., of Adrian; Peter Van Zylen, of 
Grand Haven; and the Beck Lumber Co., 
Monroe. In Class B (yards without planing 
mills) first honor in the form of a bronze 
plaque went to F. J. Brattin & Son, of Shep- 
herd. Honorabie mention in the form of 
framed certificates was given to the Web- 
berville Lumber Co., of Webberville; Spears 
Lumber Co., of Grandville; Emil Lee & Co., 
of Laingsburg; Flushing Lumber Co., of 
Flushing; and M. & D. Lumber Co., of 
Marine City. 


lowa Retail Lumbermen Study Exhibits 


They Believe More Business Can Be 
Secured and Seek Ideas and Methods 
That Will Add to Their Sales Volume 


Des Moines, Iowa, Feb. 8.—Better selling 
was emphasized throughout the discussions at 
the annual convention of the Iowa Lumber & 
Material Dealers’ Association held here Feb. 
9 3 and 4 at the Coliseum. In spite of slip- 
pery pavements and the coldest weather of the 
winter, the registration passed the 900-mark, 
and officers were highly gratified with the at- 
tendance. The exhibition of the manufacturers 
which is held in connection with the conven- 
tion each year occupied most of the main floor 
of the Coliseum, and was up to the usual high 
standard. 

Local and national speakers throughout the 
convention stressed the point that only by bet- 
ter merchandising and more aggressive efforts 
will the lumbermen weather the depression and 
the new forms of competition which threaten 
their livelihood. 

The convention program was so arranged 
that the lumbermen could visit the exhibits dur- 
ing the morning and attend the sessions in the 
afternoon. As the convention was held at one 
end of the Coliseum floor, it was  particu- 
larly convenient for dealers and exhibitors to 
be present. 

Mayor Parker L. Crouch, of Des Moines, 
welcomed the dealers at the first session Tues- 
day afternoon. [Note: A brief report of this 
session appeared on page 48 of the Feb. 6 issue 
of the AMERICAN LUMBERMAN. — EpITOR.] 
President A. L. Alcorn, of Cedar Rapids, gave 
the response and followed with his annual ad- 
dress. He declared that there is business in 
Iowa for the dealer who will go after it intel- 
ligently and continuously. He said that if all 
of the money spent by Iowans in 1931 for gaso- 
line tax, automobile licenses and gasoline itself, 
had been spent with the 1,400 lumber yards of 
the State, each would have received nearly 
$50,000. 

President Alcorn cited concerns in all lines 
of business that increased their business in 1931. 
“If they can do it, we can,” he said. “One of 
our managers said he could not sell paint in his 
town on account of local conditions. However, 
after our creative selling* plan was put into ef- 
fect, this same manager stood first in paint 
sales among all of our yard managers. He 
not only surprised us, but himself as well at 
the results be obtained.” 


Suggests Master Lumberman 


The president suggested that the title of mas- 
ter lumberman should be created. “We have 
master farmers, master painters and master 
barbers,” he said, “why not master lumbermen 
—lumbermen who know no seasons, but who 
go out and create business instead of waiting 
ior things to get better.” 

Orville H. Greene, Syracuse, N. Y., chair- 


Nore: A preliminary report of the 
first day’s session appeared on page 48 of 
the Feb. 6 issue of the AmMeriIcaAN LuM- 
BERMAN.—EDITOR. 





man of the National merchandising council, told 
the dealers that they must improve their meth- 
ods or fall by the wayside. He declared it is 
not a question of whether they choose to 
change, but a question of life or death to their 
business. He suggested that the “Buy Now” 
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Retiring President 


Moines, Iowa; 
Secretary 


campaigns be turned into “Sell 
paigns. 


Now” cam- 
“Banks are bulging with savings ac- 
counts; why not go out and get some of that 
money?” he argued. “Too many business men 
are sitting at their desks cursing depression 
when they should be on the street boosting their 
business.” 
' 
Secretary's Report 


Secretary Charles D. Marckres, Des Moines, 
opened Wednesday’s session with his annual 
report which was full of information and sug- 
gestions for the betterment of the lumber busi- 
ness. 

He devoted considerable time to a discussion 


of the activities of a Chicago mail order house 
“We know that 


in the home building field. 
Sears Roebuck have their eyes on this field,” 


he said, “and some day we are likely to wake 
up and find ourselves engaged in a struggle 
Mr. Marckres then produced a 


with them.” 


blackboard which showed how Sears Roebuck 


could establish four distributing yards in Iowa 
and supply local retail yards under their own- 
ership, with a maximum haul of only 65 miles. 
He explained that with a total investment of 
$400,000 in these four distribution yards, and 
$5,000 each in 99 retail stores—one in each 
Iowa county—the mail order house could com- 
pete with all of the independent yards in Iowa. 

The important feature, he pointed out, is 
that with a total investment of less than one 
million dollars, Sears Roebuck would have a 
tremendous advantage over the Iowa indepen- 
dent yards which have an investment of $18,- 
200,000. 

Secretary Marckres suggested that the ex- 
cessive number of yards in Iowa constitutes a 
serious problem. “The best thing we could do 
would be to reduce the number to 900 or 1,000,” 
he said. He asserted that depression has 
weeded out a number of yards, but that merg- 
ers, consolidations and other influences which 
decrease the number too often encourage others 
to embark in the lumber business. 

The secretary scored manufacturers and 
wholesalers who give better prices to mail order 
and other competition although the independent 
dealers handle many times the volume. He de- 
cried the fact that price cutting and “maliciovs 
and misleading advertising” still persist in some 
localities. 


Talks on Credit Expansion 


A. D. McMullen, Oklahoma City, past presi- 
dent of the National Retail Credit Association, 
talked on credit expansion and pointed out that 
of the 50 billion dollar annual sales volume of 
the country, 23 billion is credit business. He 
told of the change in the basis of credit exten- 
sion from wealth and property ownership to 
character, capacity to pay and the applicant’s 
habits of taking care of his bills. 

The lumberman should direct more of his 
advertising and sales effort to the women, Mr. 
McMullen suggested. ‘You can increase sales 
by doing that,” he said. “When we bought the 
home we live in, my wife was the deciding in- 
fluence. Don’t overlook the women.” 

Henry Giese, of Ames, professor of agricul- 
tural engineering at Iowa State College, talked 
on “The First Short Course for Lumbermen,” 
and L. H. Buish, of the National Cash Regis- 
ter Co., Dayton, Ohio, told the lumbermen how 
to handle a customer. He took them through a 
short course in salesmanship, and advised them 
to treat each customer as a guest, remembering 
that the customer pays all of the bills. 


Officers Elected 


At an executive session at the Savery Hotel 
Thursday morning officers were elected as fol- 
lows: 

President—F. M. Finkbine, of Storm Lake. 

Vice president—J. L. Daniels, of Dubuque. 

Directors—Oscar Lindquist, Spirit Lake; 
Wayne Prudhon, Nashua; John Haire, Fort 
Dodge; John Limback, Cedar Rapids; A. L. 
Alcorn, Cedar Rapids. 


W. E. Difford, Louisville, Ky., secretary of 
the Kentucky Retail Lumber Dealers’ Associa- 
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tion, in the closed meeting had a heart-to-heart 
discussion with the Iowans on how to handle 
some of the problems which are aggravating the 
present situation. 

Ben F. Springer, Milwaukee, Wis., featured 
the final session Thursday afternoon. He ad- 
vised the lumbermen to “go back home and 
make it easier for folks to build homes.” He 
declared lumber is better than it ever was be- 
fore and that it is now being made as near fire- 
proof as it can be. 

Mr. Springer chided the dealers for letting 
competitors popularize their building materials 
at the expense of lumber. “We must educate 
people in the use and value of lumber,” he said. 
“We must put lumber back where it belongs in 
the eyes of the public. Architects tell me that 
no lumberman ever tries to sell them on the 
use of lumber in any kind of a structure.” 

The speaker dwelt at length on the plan of 
a big Milwaukee concern to turn out standard- 
ized steel homes by the hundred. “I don’t fear 
them,” he said. “The Americans are too indi- 
vidualistic ever to stand for such an idea.” 

Further Mr. Springer said: “We can lick 
the mail order merchandisers and all other 
competitors, but we must do it on quality. One 


Canadian Species Groups 
of Mills Make Progress 


MontTREAL, Que., Feb. 8.—The twenty-fourth 
annual meeting of the Canadian Lumbermen’s 
Association, which was held here in the Mount 
Royal Hotel, on Feb. 2 and 3, brought together 
a large number of prominent lumber manufac- 
turers from all parts of eastern Canada. In the 
face of the extremely difficult industrial and 
marketing conditions that have prevailed dur- 
ing the last year the attendance was large and 
the interest taken in the discussions and the 
addresses was indicative of a determination to 
carry on, both as manufacturers and as an as- 
sociation, with even increased energy and con- 
fidence. The convention was well characterized 
by retiring President A. C. Manbert, of To- 
ronto, when, in a casual remark during the aft- 
ernoon session of the last day, he said: “In the 
matter of the realization of definite purposes, 
this meeting sets probably the high mark of at- 
tainment in all of the efforts that this associa- 
tion has made for association and trade better- 
ment.” 

In his opening remarks at the first session, 
President Manbert spoke briefly of conditions 
surrounding the lumber manufacturing industry 
at the present time. The lumber business, he 
said, is entering upon a rapidly changing situa- 
tion in all of its relationships. The lumbermen 
are confronted today with basic changes in the 
status of the products they are manufacturing, 
as well as the manner and method of trafficking 
in these products. Therefore, they must find 
new ways of bringing into play the information 
they have gained from the experiences of the 
last year. Whether they liked it or not, if they 
were to maintain the position of the industry, 
they must realize these changing situations 
and they must realize the fact that the past 
would never return as it was. Comparing their 
undertakings with the undertakings of compet- 
ing substitutes and considering carefully the 
new methods of securing markets, they must 
bring into the great lumber production business 
the same alertness, the same aggressiveness and 
the same spirit of progress that characterize 
the development of the manifold new products 
and new methods that are so fiercely encroach- 
ing upon the orbit of their occupation and so 
seriously menacing the security of the position 
of the lumber industry. 

The report of Secretary-Manager R. L. Sar- 
gant, which was then presented, gave an out- 
line of the more important matters dealt with 
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reason why lumber has lost in popularity is be- 
cause the price cutters sold sub-standard stuff 
in their efforts to outdo each other. Now the 
whole industry is paying the price. We can’t 
cut quality and survive.” 

Elmer T. Peterson, editor of Better Homes 
and Gardens, Des Moines, and Jean F. Carroll, 
director of research for the Meredith Publica- 
tions, Des Moines, were scheduled to talk on 
the need for home ownership and the financing 
program for homes, but Secretary Marckres 
announced their addresses would be given pub- 
licity in lumber journals of general circulation 
soon.. This decision was made because many of 
the lumbermen returned home Thursday, and 
the question was considered of too much im- 
portance to discuss before a limited number of 
dealers. 


Resolutions Adopted 


Elimination of unnecessary governmental 
bureaus and the retirement of the Federal Gov- 
ernment from “ventures into business” were 
urged in one of the resolutions adopted by the 
convention. 

Another resolution, while admitting that a 
temporary increase in taxes may be necessary, 











by the association during 1931. The St. John, 
N. B., port authorities had been persuaded to 
use Maritime hardwoods as well as other Can- 
adian lumber in reconstructing the burned docks 
etc. The valuable research work of the Do- 
minion Forest Products Laboratory in co-oper- 
ation with the association was commended. The 
efforts of the association in connection with the 
change in sales tax, early in the year, had been 
successful, and of great benefit to all lumber- 
men. Good results had also grown out of the 
co-operation extended by the association to the 
tariff commission from the United States, which 
investigated the cost of producing lumber in 
Canada. Other matters discussed by Mr. Sar- 
gant included the proposed United States tariff 
on rough or dressed one side fir, pine, spruce, 
hemlock or larch; co-operation with the statis- 
tical branch of the department of customs; the 
present mechanics’ lien act situation in Ontario, 
and the work done for members of the asso- 
ciation in the way of checking freight bills, and 
handling claims. 


Summarizes Production Statistics 


The secretary-manager also submitted a 
printed summary of production in Ontario, Que- 
bec, New Brunswick and Nova Scotia, of lum- 
ber, pickets, lath, shingles etc., for the 1931 
sawing season. The total production of soft- 
woods for the year in these provinces was 
shown as 850,675,000 feet b. m., a decrease of 
410,850,000 feet b. m. as compared with the 
1930 production. Hardwood production in 1931 
totalled 139,723,000 feet b. m., a decrease of 
54,100,000 feet b. m. as compared with 1930. 
The total production of softwoods and hard- 
woods amounted to 990,398,000 feet b. m. in 
1931, a decrease of 464,950,000 feet b. m. as 
compared with 1930. 

R. G. Cameron, honorary-treasurer, submit- 
ted the financial report for 1931. President 
Manbert stated that while the association had 
experienced considerable difficulty on account of 
reduced membership and income, a committee 
had been appointed by the directors to give this 
situation careful study and it hoped to be able 
to submit proposals for dealing with it suc- 
cessfully. 

The remainder of the Tuesday morning ses- 
sion was devoted chiefly to discussion of vari- 
ous matters brought up in the Secretary-Man- 
ager’s report. At the request of the Chairman, 


Spruce Rules Adopted, Jackpine Grades 
Are Studied, Hardwood Standardization 


Is Sought as Basis for Trade Promotion 
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emphasized that “the Government should 
overlook the plain duty it owes to the Public 
to begin upon retrenchment in all of its 
branches. It is folly to seek new sources of 
tax revenue and think that in that way relig 
is being brought to the taxpayer. The only 
relief he will appreciate is a drastic cut in his 
tax bill.” 

The resolutions praised President Alcorn ani 
Secretary Marckres for their alertness and ¢. 
votion to duty. They reiterated that the retgj 
lumber dealer is the most economical distriby. 
tor of lumber and building materials, and thy 
he should be given the lowest prices that ar 
to be had from the manufacturer whose proj. 
uct he sells. 

Co-operation with the various State, sectional 
and national lumber dealers’ organizations was 
pledged. 

Tribute was paid to the memory of eigh 
association members who died during 1931, 
They were: F. R. Calby, Woodburn; J. £ 
Davis, Clinton; A. F. Frudden, Dubuque; Mat 
Heenan, Petersville; Harry D. Keyser, De 
Moines; George S. Lane, Webster City; Fred 
S. Norton, Algona, and W. T. Shepard, 
Harlan. 






an explanation of the mechanics’ lien act situa- 
tion in the Province of Ontario, was made by 
Horace Boultbee, secretary-manager of the On- 
tario Retail Lumber Dealers’ Association, in 
which he told of the efforts being made by the 
lumber and supply interests to have the Ontario 
legislature introduce a new mechancs’ lien act. 


Surcharge in Freight Rates 


One of the subjects of discussion was the 
surcharge in freight rates recently introduced 
by the United States railroads. W. W. Schup- 
ner, secretary-manager of the National-Ameri- 
can Wholesale Lumber Association, reported 
that wholesalers in the United States were try- 
ing to take care of the surcharge in their price. 
There was a difference of opinion among 
United States wholesalers as to whether the 
surcharge should be deductible, but they were 
finding that they could not get the customer to 
pay it as a surcharge. 

Leonard G. Carpenter, of Blind River, Ont, 
believed that the surcharge should not be de- 
ductible, but should be paid by the buyer. How- 
ever, in actual practice, the amount of the sur- 
charge was so small that the buyers in sending 
in their settlements were deducting the whole 
amount, resulting in argument and the chance 
of losing a customer. Some wholesalers were 
using a rubber stamp, but competition was s0 
great that buyers were not willing to absorb the 
surcharge, regardless of what might be said on 
the order. Most wholesalers, therefore, were 
quoting on a basis of a price including the sur- 
charge. 


Group Sessions Report 


The Tuesday afternoon session was devoted 
to group meetings as follows: White pine, 
Walter M. Ross, chairman; Hardwood, Garnet 
M. Strong, chairman; Spruce, Hugh Mackay, 
chairman; Jack Pine, Ben F. Merwin, chait- 
man. Each of these groups held its sessions 
separately, and submitted reports on the morn- 
ing of Feb. 3. The group sessions were all well 
attended and the discussions covered matters of 
practical interest. ; 

The report of the white pine group, by Chait- 
man Walter Ross, was first on the program at 
the Wednesday morning session. Mr. Ross 
stated that the members of the bureau were 
well satisfied with the progress made during 
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bureau had made a name for itseif, White Pine 
Bureau inspection was now recognized practi- 
cally throughout the trade and the majority of 
purchases, sales and orders, were taken subject 
to the grading of the bureau. Notwithstanding 
reduced production in 1931, and the prospects 
for a continuation of this reduction in 1932, the 
members of the bureau had agreed to carry 
on on practically the same basis, although this 
meant a greater assessment upon them. Mr. 
Ross announced that D. A, Gillies, of Braeside, 
had been elected chairman of the bureau for the 
coming year. 


Adopt Standard Spruce Rules 


Chairman Hugh Mackay said the meeting of 
the spruce group had been primarily for the 
purpose of adopting standard grading rules. 
This had been tried on several previous occa- 
sions, without much success, but he thought 
that it had now arrived at a conclusion that 
would meet with approval. It had always felt 
that it needed standard grading, but it had now 
been forced upon the spruce manufactruers by 
the building regulations adopted by Boston, 
Mass. The spruce group, after discussing a set 
of rules, had unanimously adopted them as 
standard grading rules for eastern Canadian 
spruce lumber. A copy of the proposed rules 
was appended and a resolution was then sub- 
mitted to the association which was unani- 
mously carried, approying of the rules as re- 
quested. The chairman also reported that the 
group had enrolled seven new members. A 
committee also had been appointed to go into 
the matter of grade-marking, consisting of 
A. H. Campbell, Montreal; W. G. Power, St. 
Pacome; Hugh Mackay, Montreal, and W. E. 
Golding, St. John. 

Granville B. Fuller, of G. Fuller & Son Lum- 
ber Co., Brighton, Mass., and Edward W. 
Roemer, commissioner of building, Boston, 
Mass., were both present at the meeting of the 
spruce group and gave their assistance in dis- 
cussing the proposed rules. Mr. Fuller was 
also present at the association meeting Wednes- 
day morning and took part in the discussion. 


To Educate Public on Hardwoods 


In reporting for the hardwood group Chair- 
man Garnet M. Strong, of Montreal, stated that 
the chief topic of discussion had been hard- 
wood trade promotion. The members of the 
bureau felt that the Canadian Hardwood Bu- 
reau had already become a real asset to the 
hardwood industry. The opinion had _ been 
freely expressed that there was much need for 
standardization of hardwood products; this was 
believed to be one of the most important func- 
tions of the bureau. Appreciation of the 
interest of the association in the hard- 
wood movement was expressed and a resolution 
to that effect, also promising the group’s co- 
operation, was adopted. The group had en- 
listed larger financial support for 1932 than for 
1931 and felt it would be able to accomplish a 
great deal in the way of educating the public 
in the use of hardwood products. 


To Test Rules for Jackpine 


Chairman Ben F. Merwin reported that at 
the meeting of the jack pine group a proposed 
set of grading rules had been submitted. These 
tules had been drawn up last year and had 
been submitted to the trade. The result was 
that the group had decided upon a policy which 
it thought would enable it to adopt satisfactory 
rules at an early date. The Ontario Retail 
Lumber Dealers’ Association and the Whole- 
sale Lumber Dealers’ Association were to be 
invited to appoint committees, to meet with a 
committee of the jack pine producers. A grad- 
ing test is to be made at a Toronto yard and 
It is hoped that, as a result of this experience, 
it will be possible to adopt authoritative rules 
approved by producers, wholesalers and retail- 
ers, 


Government Experts Heard From 


Maj. J. I. Hart, of the department of lands 
and forests, Province of Ontario, made a brief 
address, followed by G. C. Piche, chief of the 
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forest service of the Province of Quebec, who 
referred to the organization last year of the 
Forest Products Association of the Province of 
Quebec. This association had been organized 
by the Quebec Province government in order to 
ensure more economical use of the woods of 
the Province and felt that it had made en- 
couraging progress. 

The Wednesday morning session was 
brought to a conclusion by G. H. Rochester, 
chief of the division of timber mechanics, Do- 
minion Government Forest Products Labora- 
tories, Ottawa, who gave an excellent talk upon 
the work of his department and concluded with 
a striking series of lantern slides showing the 
various typical methods of failure of structural 
timbers under laboratory tests. 

Chairman A. C. Manbert reported that D. A. 
McElhanney, superintendent of the Forest 
Products Laboratories, Ottawa, had conferred 
with the directors and had outlined what he 
thought could be accomplished by the labora- 
tories in co-operation with the manufacturers. 


Consider Domestic and Overseas Trade 
Promotion 


At the afternoon session A. C. Manbert re- 
ported as chairman of the committee on trade 
extension, outlining the work carried on by the 
committee and telling of the difficulties which 
had faced it. “Regardless of its outcome,” Mr. 
Manbert said, “the attempt has been well worth 





A. C. MANBERT, R. L. SARGANT, 
Toronto, Ont.; Ottawa, Ont.; 
Retiring President Secretary-Manager 


while. * * * It will function more and more 
in the future work of the association in the 
efforts which it will sponsor to fight compet- 
ing substitutes, to improve standards and meth- 
ods of conduct, and generally to vitalize the 
industry.” 

B. M. Winegar, assistant to the president of 
the Canada Creosoting Co., Montreal, delivered 
a fine address on the importance of creosoting 
and other treatments of timber, in assisting the 
lumber industry to maintain and develop its 
markets. 

The final address of the convention was de- 
livered by A. S. Nicholson, Toronto, on the 
subject “Improving the British market for 
Canadian Lumber.” The address was to have 
been delivered by George B. Nicholson, M. P., 
of Chapleau, who was unavoidably absent. Mr. 
Nicholson dealt with the importance of the 
British market for Canadian lumber and told 
of the great opportunities which it presented. 


Election of Officers 


The election of officers and directors for 
1932 resulted as follows: 

President—J. S. Gillies, Gillies Bros. (Ltd.), 
Braeside, Ont. 

First vice president—J. S. Bock, Eagle 
Lumber Co, (Ltd.), Montreal, Que. 

Second vice president—Hugh Mackay, Fra- 
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ser Companies (Ltd.), Edmundston, N. B., and 
Montreal, Que. 


Honorary treasurer—R. G. Cameron, Cam- 
eron & Co. (Ltd.), Ottawa, Ont. 

Secretary-Manager—R. L. Sargant, Ottawa, 
Ont. 


Directors (one year)—E. R. Bremner, W. C. 
Edwards & Co. (Ltd.), Ottawa, Ont.; W. C. 
Laidlaw, R. Laidlaw Lumber Co, (Ltd.), To- 
ronto, Ont.; Brig.-Gen. J. B. White, Canadian 
International Paper Co., Montreal, Que.; A. J. 
Price, Price Bros. & Co. (Ltd.), Quebec, Que.; 
Hugh Mackay, Fraser Companies (Ltd.), Ed- 
mundston, N. B., and Montreal, Que.; Cc. L. 
Fenderson, Jacquet River, N. B.; Theo. A. 
Sparks, Theo. A. Burrows Lumber Co, (Ltd.), 
Winnipeg, Man. Directors (2 years)—J. S. 
Gillies, Gillies Bros. (Ltd.), Braeside, Ont.; 
A. E. Clark, Union Lumber Co., (Ltd.), To- 
ronto, Ont.; A. C. Manbert, Canadian General 
Lumber Co. (Ltd.), Toronto, Ont.; W. Gerard 
Power, Power Lumber Co. (Ltd.), St. Pacome, 


Que.; G. Percy Burchill, George Burchill & 
Sons, South Nelson, N. B.; R. E. Stocking, 
Power, Moir & Stocking (Inc.), New York, 


N. Y.; John E. Booth, John E. Booth Lumber 
Corporation, Burlington, Vt. Directors (3 
years)—Walter M. Ross, J. R. Booth (Ltd.), 
Ottawa, Ont.; W. R. Beatty, Canada Power & 
Paper Corporation, Pembroke, Ont.; James L. 
Crane, Crane Lumber Co. (Ltd.), Thessalon, 
Ont.; Arthur H. Campbell, Campbell, Mac- 
Laurin Lumber Co, (Ltd.), Montreal, Que.; J. 
S. Bock, Eagle Lumber Co. (Ltd.), Montreal, 
Que.; William E. Golding, George McKean & 
Co. (Ltd.), St. John, N. B.; Rufus E. Dickie, 
Canadian Lumber Co, (Ltd.), Stewiacke, N.S. 


The chief item of entertainment during the 
convention was an enjoyable dinner dance on 
the night of Feb. 2. There was a large attend- 
ance and the event was very successful. 





Southwest lowans Begin 


26th Annual 


Note: A _ report of the Thursday 
session of the annual convention of the 
Southwestern Iowa Retail Lumbermen’s 
Association wi'l appear in the Feb. 20 





issue of THe AMERICAN LUMBERMAN. 
—EpITor. 
Councit Briurrs, Iowa, Feb. 10.—South- 


western Iowa lumbermen must keep down their 
overhead, watch their credit accounts and re- 
store confidence in themselves and the buying 
public if they expect to maintain a successful 
establishment in 1932, Cole A. Berry, of the 
Green Bay Lumber Co., and president of the 
Southwestern Iowa Retail Lumbermen’s Asso- 
ciation told more than 100 dealers at the open- 
ing of the twenty-sixth annual convention here 
today. 

Another keynote was struck by Ormie C. 
Lance, of Minneapolis, secretary of the North- 
western Lumbermen’s Association, who stressed 
the need of tax reduction. “The tax burden 
is a grievious one and is the main obstacle 
against owning and building of property. Lum- 
bermen must take a vital interest in this mat- 
ter of taxes,” he said. 

“Punch, power and personality” are needed 
assets in any line of business that expects to 
go ever forward, the group was told by Harry 
L. Fogleman, of Iowa City, professor at the 
University of Iowa school of business educa- 
tion. 

Railroads of the country will return to nor- 
malcy as soon as the Government gets out of 
the transportation business and other modes 
of transportation are forced to stand on their 
own feet, paying their operating expenses out 
of their earnings, C. D. Morris, of Chicago, 
representative of the western railways’ com- 
mittee on public relations, told the group at 
the Wednesday afternoon session. 

Lumbermen throughout the world were lauded 
as pioneer builders of the nation by William 
P. Welch, of Logan, attorney. By building 
homes they set the foundation for a solid coun- 
try, he said. 





Ohio “Reconstruction Convention 


Co_umsus, Onto, Feb. 8.—The fifty-first or 
“Reconstruction Convention” of the Ohio Asso- 
ciation of Retail Lumber Dealers filled three 
crowded days last week with intensive study of 
retailing and collateral interests. Attendance 
was large and interest sustained. The opening 
sessions were reported on page 49 of last week’s 
issue of the AMERICAN LUMBERMAN. 

Homer W. Ballinger, of Springfield, opened 
the Wednesday afternoon session with a brief 
description of the President’s conference on 
home building. Like other lumbermen who 
have described this conference, Mr. Ballinger 
was impressed with the indifference or hostility 
to lumber and frame construction. He men- 
tioned the emphasis upon mass production and 
the repeated statement that the construction 
industry at present is but 50 percent efficient. 
The committee on technological development 
demonstrated the making of rammed-earth 
houses, sheet steel and concrete construction 
and suggested that chimneys, dormers and even 
bathrooms and floors could be built in shops. 
Lumbermen had few new things to offer; and 
Mr. Ballinger drew from this experience the 
belief that lumbermen must undertake research. 
Their attitude of fighting for the sale of mate- 
rial, without discovering new ways of using 
that material, is losing their customers to com- 
petitors in other lines. 


Future of Home Financing 


Harry S. Kissell, of the National Associa- 
tion of Real Estate Boards, then spoke on the 
future of home financing. This address has 
been reported several times in this journal. 
He mentioned the fact that real estate has main- 
tained its value, as it always does, at a higher 
level during the depression than has any other 
form of investment. He insisted that the coun- 
try as a whole is not overbuilt and that reviv- 
ing construction could not under conceivable 
circumstances bring inflation. He mentioned 
with approval the economic program of the 
President and insisted that the home loan bank 
bill is a vital part of that program. He devoted 
the major part of his address to a forceful argu- 
ment in favor of this bill, which is now pend- 
ing in Congress, and urged that a hard fight 
be made for it. 

Phillip P. Gott, manager of the trade asso- 
ciation department of the United States Cham- 
ber of Commerce, in describing the place and 
functions of trade associations placed them as 
the proper median line between unbridled com- 
petition and undesirable Government regulation. 
Associations are not intended to keep the in- 
competent in business. But when business in 
general enjoys profitless prosperity, the cause 
is usually remediable by co-operative effort to 
establish better methods and to do market re- 
search. Associations are the outstanding agen- 
cies for adult education; teaching technical 
practices and elements and uses of business 
management. 


Lumbermen Will Be Handicapped Until 
They Quit Fighting Among Themselves 


Howard Potter, of Columbus, in discussing 
mail-order competition, stated that the lumber 
business will be handicapped until it quits fight- 
ing, species against species. It must work as 
an industry; and if manufacturers will give re- 
tailers merchandising ammunition, based upon 
the right article for the right purpose, retailers 
will make use of it. After each depression 
business goes forward, but never by the old 
routes. Unit selling is one of the changes ahead, 
and the mail-order people are already capitaliz- 
ing on it. They are succeeding for the time in 
Columbus, due largely to the fact that local 
financing is dammed up. They made an un- 


successful effort to sell ready-cut houses, but 
the American people refuse to be interested in 
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Facts About Profit-Making ©} Deliberate 
Planning of Industry's Policies Endorsed--. 


Nore: A report of the Wednesday 
morning session of the annual convention 
of the Ohio Association of Retail Lumber 
Dealers appeared on page 49 of the Feb. 
6 issue of the American LUMBERMAN.— 
Ep1ror. 





standardization in home designs; but at the 
present the mail-order effort is placed behind 
houses architecturally designed and supervised 
and financed up to 75 percent. This is the 
basis of their current success. 

Dr. Galen S. Oman, professor of architecture, 
Ohio State University, stated that mail-order 
people had been coming to local architects with 
the proposal that the architects design the 
houses, offering to loan 75 percent on the total 
house value; including the lot, the cost of the 
house and the architects’ fee. These merchants 
have learned the value of architectural service 


and are willing to loan money against it. De- 
sign has been too long neglected. Dr. Oman 


then analyzed several mail-order bids and stated 
that apparently these people are aiming to get 
the profit not only on 
the material but also on 
the contractors’ labor. 
The two hurdles in front 
of local dealers are 
financing and guaranty 
of value; and the second 
includes both construc- 
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tion and design. A build- 
ing must be adapted to 
its site. The plan must 
be efficient, with no 
waste space. It must be 
pleasing. Quality ma- 
terials must be used, 
and to these must be 
added sound construction and competent 
pervision. This means the employment of 
competent architects; and the action of the 
mail-order people in employing them is suffi- 
cient proof on that point. Many people actually 
think now that only through mail-order pur- 
chases can good finished values be gotten. 

C. E. Snyder, of the Chicago Paint Works, 
then presented the outline of chain-store meth- 
ods which has been reported in this paper be- 
fore. He stressed proper display, analysis of 
goods to discover fast movers and plain price 
marking. People have become price conscious. 
“A prospect,” he stated, “is not a customer 
until after he learns the price.” 

E. F. Parker, of the Firestone Tire & Rubber 
Co., then described the finish fight his company 
has had with mail-order competition. One cen- 
tral factor in such a contest is the making by 
certain factories of specially branded articles 
which they sell to mail-order companies at a 
preferential price. 

C. J. Crehore, of the Elyria Lumber & Coal 
Co., the last speaker of this session which was 
devoted to the theme, “Preparing for Tomor- 
row’s Competition,’ described his company’s 
efforts to beat mail-order price appeal. Several 








su- 





of the customers thought that the out of towy 
merchants could give them unusual service, ()j 
a comparison of prices Mr. Crehore found thy 
on a $1,000 job these outsiders were quoting 
$1,600 and were offering a loan of $400. The 
next job, by getting to the customer in time 
was sold locally at a saving of $500. Basic 
facts were widely advertised to the public. Mai. 


order people have gone to the long price; byt f 


they have increased their loans by a third; q 
dangerous thing to do. This company is now 
making a price appeal and is explaining the 
dangers in the mail-order contract; and it js 
discovering that the public wants real valy 
and will buy where value and service are of. 
fered. 


Union Association and Old Guards 
Wednesday noon the Old Guard Luncheon 


was held; and following this the Union Asso- 
ciation of Lumber, Sash & Door Salesmen held 











its meeting and elected the following officers: 
President—Harry Jones, Columbus. 
Vice-president—H. W. Fagin, Cincinnati, 
Secretary—John P. Bartelle, Toledo. 


The stag dinner and smoker was held at 
the Deshler-Wallick Hotel, where the conven- 
tion met. Michael P. Grady, poet and humorist, 
spoke through the courtesy of the Pennsyl- 
vania Railroad. Other entertainment followed, 


THURSDAY MORNING 


At the Thursday morning session the follow- 
ing were appointed members of the resolutions 
committee: Arch C. Klumph, Cleveland; L. P. 
Lewin, Cincinnati; Ralph Oberdorfer, Lancas- 
ter. 

President Lorenz O. Kilmer, of Oak Harbor, 
appeared at this session with the happy news 
that his father, H. A. Kilmer, was much better. 

Arch C. Klumph acted as chairman of the 
session, which was devoted to trade practice 
codes and the general problems of distribution. 
Mr. Klumph stated that bad trade practices 
have taken the heaviest tolls of business; and 
while there are evidences of improvement, the 
old chaotic condition is still present in sufficient 
quantity to jeopardize the industry. Until re- 
cently about 50 percent of manufacturers would 
sell to anybody, anywhere. A generation ago 
the big yards in Cleveland, for instance, had 
large plants and were manufacturers and whole- 
salers as well as retailers. They were recog- 
nized as local distributers who had a claim on 
local markets by reason of their services and 
their knowledge. Gradually they lost the sales 
to railroads, State and national governments, 
box factories, the industrial field and finally be- 
gan losing the trade of legitimate contractors 
and the small-house builders who could make 
up a minimum car order. This process has 
been destroying the units which actually create 
local trade. : 

Retailers are militant, in the proper field of 
argument and persuasion, in trying to correct 
this situation. They have been joined by some 
manufacturers and wholesalers who understand 
the menace to the entire trade of these danger- 
ous losses. Some progress has been made, as 
evidenced by the distribution statement, whic 
Mr. Klumph read. The desire is to create 4 
fair, moral and legal basis for directing trade, 
and the retailers are accepting the restraints 
upon their sales which are involved in such 4 
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Distribution 


CG) More Co-operation Between Manufacturers 
and Dealers Sought ©] Home Planning, Unit 
Selling and Financing Carefully Studied..... 


program. They are accepting their responsi- 
bility under the new plan of cultivating the in- 
dustrial trade. The chaotic state of the industry 
in the past has hindered proper promotion, and 
alien types of construction are coming tn; and 
Mr. Klumph added that if the manufacturers 
will not see the fairness of the retail position 
they need not complain if retailers go to other 
lines. 


How Distribution Committee Can Help 


Wilson Compton, secretary-manager the Na- 
tional Lumber Manufacturers’ Association, in 
discussing the proposed permanent committee 
to regulate distribution, stated that he had long 
been hopeful for an agency of planned distri- 
bution; but the matter is still in the stage of 
promise. All industry must seek solidarity, 
and the retailer is the necessary and desirable 
contact of the industry with the public. 

Some manufacturers went to new territory 
with the statistical belief that cessation of pro- 
duction in the old field would balance produc- 
tion in the new. This proved not to be true; 
and it has hurt not only manufacturers but all 
elements in the industry. Manufacturers are 
now trying to balance the supply and demand 
equation. Trade extension activities are being 
continued; and while the five-year period for 
which this service was financed has expired, it 
has been possible to get many of the subscrip- 
tions extended and to add other subscriptions. 
Research work is being carried forward, no- 
tably in the building code field. Public co- 
operation is being sought in regard to the 
important matter of taxation. The cost of gov- 
ernment has become burdensome, and the im- 
pact of-taxation on large pools of timber sup- 
ply is forcing the liquidation of those pools, 
against the interest of the industry and of the 
public. The measure creating home loan banks, 
which is now before Congress, is not wholly an 
emergency matter. Russian lumber continues to 
be a difficulty. 

_The committee to promote sound trade prac- 
tices is needed in the study of distribution, to 
ascertain the responsibility of each branch in 
the promotion of the use of lumber, to secure 
better co-operation and to eliminate unfair 
competition. It would set up’a general court 
of arbitration to which disputes could be re- 
lerred. The manufacturers’ association and the 
National retailers are committed to the pro- 
gram. 

Mr. Klumph then called upon a number of 
retailers to state whether or not the distribu- 
tion statement had improved manufacturer-re- 
tailer relations in their cities. Answers indi- 
cated that some progress is being made. 
Harry J. Colman, of Chicago, and Harry T. 
Kendall, of Kansas City, who were on the 
Program were ill and unable to be present. 


Golden Rule in Business Methods 


Frederick E. Stiles, of the Togan-Stiles Co., 
Grand Rapids, in speaking on the golden rule 
in business methods, stated that the time is 
here when the public must get a dollar’s value 
‘or every dollar spent. He described at some 
length his newspaper writings, which are aimed 
at telling the public their rights and duties in 
uilding and at promoting useful co-operation 
etween home owner and dealer. 

George A. Bailey, of the Scott Lumber Co., 
Bridgeport, Ohio, described his experiences in 








handling quality goods under an exclusive fran- 
chise. He believes that this is an excellent 
method for handling goods and notably spe- 
cialties of high quality. He described the uses 
his company has made of these franchises in 
developing a trade in quality houses which the 
company furnishes complete. 


THURSDAY AFTERNOON 


At the afternoon session Orville H. Greene, 
Syracuse, N. Y., chairman of the merchandis- 
ing council, presided. The session was devoted 
to “One Fair Price.’ Mr. Greene proved to 
be a popular chairman and succeeded in making 
some hard and lightning-fast shots with an 
irresistible geniality. The trade has a hard 
fight ahead, in his opinion, and prosperity is 
not so near. He spoke at length of the neces- 
sity for tax relief before building can start and 
of the unreasonable growth of governmental 
costs. Public officials have been on a spending 
spree; and organized effort is needed to check 
this spending. All 
finance is important, but 
in Mr. Greene’s opinion 
much of the product of 
the President’s confer- 
ence. dealing with the 
need for easy finance in 
starting building, is 








F, M. TORRENCE, 
Xenia, Ohio; 
Re-elected Secretary 





“hooey.” Houses can be 
bought now for less 
than the first mortgage; 
and it is better to help 
people keep the houses 
they now have than to 
provide easy financing 
for more. Banks and 
insurance companies are suffering from “gyp 
artists” who promoted buildings under condi- 
tions of easy finance.- “Bankers,” said Mr. 
Greene, “are over-rated and over-paid clerks 
who have operated in a short-sighted way for 
their own profit, They got themselves into a 
position where they are now Carrying more 
people than the railroads.” : 

The cards are stacked against wood con- 
struction and in favor of fabricated substitutes ; 
and this has been done by enemies of lumber 
with little consideration of merits. “I’d like 
to see a home-building campaign,” Mr. Greene 
said, “but it just isn’t in the cards.” Finance 
charges destroyed the game. The mail-order 
price claims to include no finance charge, but 
it’s there. 

It is time for earnest association effort; and 
without it there will be mergers and disorderly 
bankruptcies this year. There are too many 
free riders in the association procession. The 
campaign for steel houses, whatever its final 
outcome, will for the time knock you groggy. 
Stop it individually? Hardly. 

The average lumber corporation president 
draws a salary from 50 to 75 percent higher 
than he could get anywhere else. Cutting of 
overhead should begin at the top; and success- 














43 


ful concerns are getting costs down. Buying 
has become a rubber-stamp ‘job; and 90 percent 
of business effort should be devoted to selling. 

Adolph Pfund described the merchandising 
council briefly as inspired by a desire to escape 
the auction block in setting prices. Manufac- 
turers have been invited to share in its work, 
and already the council is making for indus- 
try solidarity. Mr. Pfund mentioned the busi- 
ness-building bulletins béing sent-out by the 
National association. 

George La Pointe, Jr., of the O & N Lumber 
Co., Menominee, Wis., in discussing prices 
stated that he was committed to two basic 
ideas; a definite selling price and selling the 
complete unit. There are few natural born 
price cutters; and price cutting is the product 
of misunderstanding and fear. The managers 
of his thirty-seven yards are not allowed to cut 
prices. These prices are arranged at the head 
office, and the company is always ready to 
quote these prices even to competitors. In 
dealing with a price competitor Mr. La Pointe 
tells him he does not want to agree on a price 
schedule; that here are the O & N prices, and 
the local market is in the competitor’s hands. 
If he wants to go to unreasonably low levels, 
the O & N prices will be set accordingly and 
maintained. By being slow about changing 
the schedule the company has averted some 
price wars. Paint and coal are handled upon 
a one-price basis for a quality, named line. 


Unit Selling for Meeting Competition 


Unit selling was started by mail-order people. 
But it has been a natural and proper method 
for meeting competition with the world; a 
competition which lies between industries 
rather than between competitors in the same 
line. It has also been a method of dealing 
with the contractor who has tried to beat the 
yard price down for his own profit. Unit sell- 
ing permits dealing directly with the owner. 
Mr. La Pointe told of selling a barn in com- 
petition with all sorts of salesmen who came 
from 75 miles around. The O & N price was 
high; but the sale was made upon the basis 
of service and guaranteed price and quality. A 
“barn warming” produced a great amount of 
favorable publicity. 

A. W. Holt then conducted his school of 
estimating, describing first, by means of his 
famous model, that all roofs are plain roofs 
and as easy to figure as floors. He illustrated 
the use of the House Valuator, by means of 
which, once the basic house has been figured, 
an accurate estimate of practically any house 
can be made in a few minutes. 

At the close of the session Mr. Greene intro- 
ducted a number of association secretaries and 
other visitors; Arthur Bevan, of the Red Cedar 
Shingle Bureau; L. R. Putman, of the South- 
ern Pine Association; R. T. Titus, of the West 


Coast association, and Paul Collier, of the 
Northeastern. 

At the banquet Thursday evening, Gov. 
George W. White, Ohio’s favorite son for 


the Democratic nomination for President, spoke 
briefly and informally and presented the prizes 
in the association’s clean yard contest. 


Winners in Clean Yard and Yard Improve- 
ment Contests 


Winners of first prizes, bronze plaques, in 
the association’s clean yard contest for 1931 
were (for yards having planing mills): East 
Dayton Lumber Co., Dayton, Ohio; (yards 
without mills) Sunbury Lumber Co., Sunbury, 
Ohio. First prizes in the Yard Improvement 
contest (yards having mills) were given to the 
Lorain Lumber & Manufacturing Co., Lorain, 
Ohio; and (for yards without mills) to the 
Gordon Lumber Co., Swanton, Ohio.  Certifi- 

(Continued on Page 53) 





























Every 


Dealer 
Can Profit 


by taking advantage of the 
Meadow River mixed car 
service right now in purchas- 
ing his spring requirements in 
Hardwood Flooring, Hard - 
wood Trim, Stepping, Risers, 
Poplar Bevel Siding, etc. 


Well manufactured from 
the Cream of the “Appala- 
chian” timber. From one 
source you can buy nearly 


your entire requirements. 


Meadow River mixed cars 
will save you money on 
freight. They will keep your 
stock investment down, your 
turnover up. 


Make up a trial order and 
let us quote. 


Meadow River 
Lumber Co. 
Rainelle, West Va. 





Meadow River 
FLOORING 
Red Oak, Maple, Beech, 
White Oak, Birch 


TRIM and MOULD- 
INGS 
Oak, Poplar, Basswood, 
Chestnut, Birch, Ash 


STEPPING and 
RISERS 
Oak, Birch 


BEVEL SIDING 
Poplar 
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The Old Buzz Planer 


I’ve been back home; it was sort of sudden; 
I just dropped in, when the year was buddin’, 
To find some folks, if a-top the clover, 

To talk old times and the old friends over. 
There’s one or two I was right plumb eager 
To hear about (for the news is meagre 
When fur away from the old home valley), 
And, I’ll admit, it was mostly Sally. 


It’s years and years since we went together, 

And lots of times I have wondered whether 

She ever fell for some local smarty, 

And wondered who was the lucky party. 

Well, I found out. “Why, she married Harry, 

As nice a man as a girl could marry. 

He works down there where you hear the 
planin’.” 

“T’'ll just drop in—I’ve an hour remainin’.” 


A planin’-mill maybe serves the nation 

But ain’t no place for a conversation 

I soon found out, for, with all your hey-in’, 
You can’t make out what a man is sayin’. 

I gathered this—Sally still is talkin’ 

The way she done when we went out walkin’. 
I recollect that she talked a plenty 

In days gone by, when we both was twenty. 


We talked of her, and of other matters, 

The best you can when a planer chatters. 

He had to yell, and I had to holler— 

In a planin’-mill folks are hard to foller. 

I said as much, that a mill’s a riot. 

He says, says he, “Well, to me it’s quiet. 

Not knockin’ Sal, though I’d like to brain her, 

There’s lots worse things than an old buzz 
planer.” 


Between Trains 


PittspurRGH, Pa.—We always knew that, ac- 
cording to Bryant, truth crushed to earth shall 
rise again (and get another wallop), but we 
were not so sure about crushed stone. We 
have never been in the crushed stone business, 
nor, for that matter, in the crushed truth busi- 
ness to any great extent. Tonight we met in 
annual banquet assembled with the National 
Crushed Stone Association (Inc.), and found 
that being crushed to earth is just what crushed 
stone likes. The more stone crushed to earth 
in the form of highways and such, the more it 
pleases the crushed stone manufacturers. Dur- 
ing the pollyanna period that immediately fol- 
lowed the first dip of the depression, there was 
a considerable increase in public works, and, 
without knowing anything about it, we assume 
that this called for a considerable amount of 
crushed stone. 

Nor do we think the crushed stone people 
need be much concerned by the new movement 
to decrease taxes rather than raise them. There 
is a lot of roadbed that needs fixing up, and, 
if the railroads, through rate increase and wage 
decrease, are able to come back into the market, 
perhaps all will be well, and even crushed 
stone shall rise again—in fact meet with better 
success in that regard than truth, which always 
comes in for a good deal of crushing during 
an election year. 

Which reminds us that our old friend, Con- 
gressman Jim (or James M., if that is what 
he prefers) Beck, of Pennsylvania, was our 
fellow orator on this occasion, indeed consider- 
ably more so. One of the strangest jokes of 
jurisprudence concerns him. He is an ardent 
wet, but when the Volstead act, which he con- 
siders was acting up something awful, came 
along, it so happened that Mr. Beck was 
solicitor-general of the United States, and it 
was he who successfully defended the con- 
stitutionality of the act in the courts. He was 
for it as a lawyer whose client happened to be 
the United States, but as a citizen and a con- 
gressman he is against it, lock, stock and bar- 





rel. It just goes to prove that legal Practice 
makes strange bedfellows. The day after he 
told us so, the Beck-Bingham bill to submit the 
prohibition act to the electorate of the Stat, 
was beaten in the Senate 55 to 15. 

We called around on Secretary McCrea of 
the Western Pennsylvania lumber retailers, ‘al 
found him out. We don’t mean we found oy 
anything about him, but out of town. He wx 
probably whooping it up for the next conven. 
tion at Pittsburgh, which is generally a whoop. B 
ing and whopping success itself. 
biggest small man in America. 


We See b’ the Papers 


We don’t want a war, but we never want, 
cold, either. 

One way to get yourself a job is to give you 
hoarded money one. 


The Jap seems to be the fellow who put th & 


“Whang!” in Whangpoo. 


It is about as easy to sleep in Shanghai noy : 


as it is in a downtown hotel. 


If it becomes necessary to close the schools 
the small boy will bear it the best he can. 


Perhaps Mr. Mellon may put a sign over the 
American embassy in London, “This Way Out" 

We don’t see why the Chinese don’t do more 
to the Japs, considering the success they have 
with a shirt. 

A Chicago man will lecture on “An Archi- 
tecture for the Individual.” We know he should 
be upright and square. 


One thing we would like to know is whether 
he should have a bay-window, as so many o 
us seem to do after 50. 


The U. S. destroyer Parrot refused to move 
out of the line of fire. Perhaps our national 
bird should be the parrot. 


We have had that idea for some time, but it 
was not because of the war in China but be 
cause of the debates in Congress. 


Right after he got over being married, Jack 
Dempsey took up prizefighting again. That fel- 
low just has to be fighting somebody. 

The Shanghai banks have raised their interest 
rate to 2 percent a day. But maybe this is 
only to people who want to build a home. 


The Reconstruction Finance Corporation i: 
asking the railroads how much money they will 
need this year. Nobody has asked us anything 
like that. 

The Chicago Tribune says that “a replica of 
the world’s first locomotive * * has been placed 
on exhibition” in Chicago. The report of 
George Stephenson’s death in 1848 seems to 
have been greatly exaggerated. 


The Sawyer Who's Smart 


Mac is th © 





An old hollow lawg may come into the mill, _ 

But - old hollow lawg’s got some good intt 
still, 

And a sawyer who’s smart will find more 
the same : 

Than a faller will see or a scaler will claim. 

Yes, you never can tell what a sawlawg’ll ct 

If you judge it alone by a look at the butt: 

It may rot at the stump where it’s close to 
ground, 

But a bit higher up may be thoroughly sound 


And we ought to take men, when we see “etl, : 


lawg-run ; 
There are very few men who are all No.1. . 
Here’s a fellah who ain’t, I am here to admit 
And perhaps even you may be rotten a bit. 
But there’s good in us all, as I often suspect 
There is something in all not exactly select. | 


Yes, a lawg’s like a man, and a sawyer who > 


smart 
In an old hollow lawg finds a little good heart 
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AMERICAN LUMBERMAN 


Begin Twenty- 


Fifth Annual Convention 


Nore: A report of the Thursday and 
Friday sessions of the annual convention 
of the Retail Lumber Dealers’ Associa- 
tion of Western Pennsylvania will ap- 
pear in the Feb. 20 issue of the AMER- 
1cAN LUMBERMAN.—EpITOR. 








PrrrssuRGH, Pa., Feb. 10.—The Retail Lum- 
ber Dealers’ Association of Western Pennsyl- 
yvania, always notable for its conventions, 
opened the twenty-fitth of these annual gather- 
ings today at noon in the William Penn Hotel. 
Display space is well taken, and a large num- 
ber of dealers are present. 

Following the invocation by Rev. U. Frank- 
lin Smiley, of Dormont, Pa., President T. A. 
Dunn, of the Chamber of Commerce, welcomed 
the lumbermen. Mr. Dunn outlined the growth 
of the city during the last 30 years and ex- 
pressed the hope that economy in public ex- 
penditures may make possible the building of 
many much needed private homes. Mr. Dunn 
brought a message of optimism and confidence 
in the future. 

President H. B. Daugherty, of Indiana, Pa., 
responded to this welcome and outlined some 
of the conditions surrounding not only business 
but also modern civilization. While the coun- 
try is at peace, it is paying, along with the 
rest of the world, for the late war. All the 
world is in financial trouble; and of immedi- 
ate interest is the military disorder in the 
Orient. The most important question at issue 
in the Orient is the capacity and power of the 
League of Nations; the question whether peo- 
ples of the world, by organization, can keep 
the peace. It is at least certain that no coun- 
try can longer maintain its isolation. Dealing 
with the lumber industry, Mr. Daugherty stated 
that the country still has large buying power 
and will presently master its business diff- 
culties, 

Samuel S. Lewis, secretary of the Pennsyl- 
vania department of highways, then described 
in some detail the program of highway build- 
ing. He stressed particularly the building of 
low-cost roads where traffic is not heavy and 
the importance of this work in offering work 
to the unemployed. 

Treasurer G. P. Textor, of Wilkinsburg, 
then presented a summary of association 
finances. President Daugherty expressed ap- 
preciation of his work, and the treasurer re- 
ceived a rising vote of thanks. 

The committee on resolutions was then ap- 
pointed; consisting of Carl Van der Voort, 
Pittsburgh, W. Filmore Campbell, New Wil- 
mington, H. E. Knepp, Lewistown, and R. F. 
Little, Washington. 


Business Must Live Within Its Income 


William Lucas of the Eastern Millwork 
Bureau could not be present, but he sent a 
statement which was read. The lumber in- 
dustry increased, following the war, because 
ot easy volume of sales. Yards were overbuilt, 
over-manned and over-capitalized. But the last 
year has brought a realization that business 
must live within its income and that income 
is limited by public buying power. There is 
no place for wasteful methods. Credits must 
be watched, inventories carefully taken, obso- 
lete stock disposed of and co-operation between 
dealers achieved. Mr. Lucas suggested local 
surveys of business available and the cost of 
deliveries and sales. Success in the future will 
turn largely upon the ability to get a fair 
markup, 

A motion was carried at this time urging 
the resolutions committee to give careful con- 
sideration to the Watson bill in the Senate, 
aimed at establishing Home Loan Banks. 
Arthur A. Hood, of Chicago, then presented 





a careful and exhaustive analysis of the build- 
ing industry and urged the paramount need 
of industry financing. He stated that the cus- 
tomer is the point of industry control, the dealer 
is the key and industry-controlled financing is 
the method. The country has passed through 
three stages in the depression and is now in 
the fourth and final stage; that of organized 
planning for the constructive development of 
business. The building of homes is the one 
industry that always leads the way out of de- 
pression, and it will do so now. It is the one 
industry not yet invaded by machine replace- 
ment of man power; and since business has 
not met the challenge of the machine age by 
providing for the men so displaced, the build- 
ing industry will do more than any other to 
take up idle labor. 


Why Building Business Has Suffered 


During the last ten years there have been 
two methods of building; through the contrac- 
tor and through the speculative builder. With- 
out taking from these two men their real 
credit, Mr. Hood indicated that the system has 
operated in such a way that these two methods 
have lowered values. Tens of thousands of 
people have lost their homes because of this 
fact. The building of homes has decreased as 
confidence decreased, and the building business 
has suffered accordingly. The corrective is 
through dealer control, by means of a general 
organization of the factors which enter into 
home building and ownership. In fact the two 
organizations in a position to replace the lost 
leadership of the speculative builder are the 
dealer and the mail-order house. The latter 
has met the challenge with unit selling, ade- 
quate architectural service and financing. Its 
trade has increased enormously. But it has 
the disadvantage of being remote; and Amer- 
icans really do not like to trade with it. 

Mr. Hood then outlined the plan followed 
by the National Homes Financing Corporation. 
of which he is vice president. He explained 
the methods of financing and of the organiza- 
tion which takes in all factors in the building 
industry, and he described the high value, 
soundly financed certified home which results. 

The Pittsburgh Hoo-Hoo Club is presenting 
several films this evening illustrating the manu- 
facture of lumber. The principal films are 
furnished through the courtesy of the Dierks 
Lumber & Coal Co., Kansas City, and of the 
Weyerhaeuser company. 





Sees Bright Outlook to Hard- 


wood Situation 


CINCINNATI, OHIO, Feb. 8.—At this week’s 
meeting of the Cincinnati Lumbermen’s Club 
David G. White, trade expansion manager of 
the Appalachian Hardwood Club, acted as a 
pinch-hit speaker at the request of President 
Edwin H. Ward. He told of the trends of 
business as reflected from the stock market 
transactions of the last month and also gave 
a good deal of trade information gleaned from 
a recent trip through the logging regions of 
West Virginia. He said that stocks of oak and 
chestnut in the Appalachian mills were 20 per- 
cent under normal in many cases and that with 
southern hardwood mills prostrate because of 
floods and overflows and unable to produce for 
weeks to come, he could not but see a revival 
of prices and a generally improved market con- 
dition within a few months at most. He said 
that architects were taking well to the offer- 
ings of Appalachian oak and chestnut for in- 
terior finish in handsomer flat, office and other 
buildings and that by early summer there ought 
to be a good demand created. 
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AN 


tai 


To Correct 


Misinformation 


Made necessary by the many false rumors 
concerning our business which have been 
persistently circulated by those interests 
who hoped to benefit thereby, we believe 
that a statement from us will be wel- 
comed by the trade and especially the 
several thousand progressive INSO 
BOARD Dealers throughout the country. 


We have never considered, and do not 
intend selling or consolidating this Com- 
pany with any competitive or any other 
organization. We do not intend making 
any major change of any kind in the 
management or the organization of our 
business. 


There has never occurred, on the part 
of this Company, a default in promptly 
meeting all obligations, either financial 
or the fulfilling of all agreements entered 
into in the sales of our products. 


In order to more nearly approach that 
ideal situation of producing up to 100 
per cent of capacity, and thereby assur- 
ing the trade of a more’ dependable 
source of supply, through the economies 
such maximum operation would afford, 
we have recently entered into a contract 
with The Upson Company, Lockport, 
New York, to manufacture for them their 
Insulating Board requirements, and which 
The Upson Company will sell under 
their own trade name. 


This arrangement disposes of the sur- 
plus capacity of our own mill; will not 
affect in any manner our ability to fur- 
nish our present INSO BOARD accounts 
with their requirements, and to the con- 
trary, it is our intent to promote the 
sale and use of INSO BOARD more ag- 
gressively than ever before. 


Operating as we have in the past—and 
propose doing in the future—entirely in- 
dependently, we will seek every legiti- 
mate opportunity to expand our busi- 
ness and to render even better service 
by improving our manufacturing facili- 
ties and creating new products whenever 
the opportunity of employing our sur- 
plus capital presents itself. 


A. D. STEWART, 


President. 


Stewart Inso Board Corp. 


ST. JOSEPH, MO. 
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National Production, Shipments and Orders 


WasHINcTOoN, D. C., Feb. 8.—Following is the National Lumber Manufacturers’ Association report for the week ended Jan. 30, and for fou 
weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics of identic, 


mills for the corresponding period of 1931: 





























ONE WEEE No. of Percent Percent Perce, 
Softwoods: ‘ Mills Production of 1931 Shipments of 1931 Orders of 193; 
Southern Pine Association (Including North aos 
rr Pee re eee 94 14.581,000 54 18,858,000 54 21,861,000 60 
West Coast Lumbermen’s Association........ 204 58,066,000 65 70,462,000 66 79,632,000 1% 
Western Pine Association (Inland Empire and 
CORRESOUMEN TREEEE) cc cccnccecvstensececesonee 95 10,921,000 43 31,307,000 69 31,097,000 66 
Northern Pine Manufacturers’ Association.... 7 0 - 1,965,000 63 2,276,000 109 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 660,000 37 784,000 60 1,170,000 97 
i CE 2 ceca ae a eee ewe Wee eee se 417 84,228, 000 59 123,376,000 64 136,036,000 “1 
Hardwoods: a 
Hardwood Manufacturers’ Institute.......... 169 7,246,000 50 11,697,000 64 11,866,000 64 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 1,404,000 40 1,612,000 69 1,152,000 35 
SE .ccccee 6 chee Kodeeeeearen 186 8,650,000 48 13,309,000 65 13,018,000 ” 
TC ccte écavee tense creek CROCK SE OOS 586 92,878,000 57 136,685,000 64 149,054,000 
FOUR WEEKES 
Softwoods: : . 
Southern Pine Association (Including Nort 
NA eataganenelig ganas getty iicipeaiaan 104 66,130,000 56 79,338,000 60 87,591,000 @ 
West Coast Lumbermen’s Association........ 204 222,982,000 63 265,694,000 68 272,599,000 69 
Western Pine Associati Inland Empire and 
enn wan... .. es. ti... cee 97 16,783,000 46 124,767,000 67 125,778,000 9 
Northern Pine Manufacturers’ Association.... 7 — 0 .. 7,038,000 71 7, 1059, 000 68 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 2,184,000 32 3,395,000 69 5,038,000 85 
Tt MEE ccvccascdvctebaveeenawenes 431 "338, 079,000 58 480,232,000 66 498,065 000 “8 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 167 28,442,000 53 48,961,000 80 49,798,000 " 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 4,537,000 33 7,511,000 94 7,664,000 77 
i) DOE. . oc cean ner ae kau esaeuabes es 136 32,979,000 49 56,472,000 82 57,462,000 TT 
i re eet a wine da wrwne dee eaween 598 371,058,000 58 536,704,000 68 555,527,000 69 


*Average weekly number. 


Relation of Unfilled Orders to Stocks _ Western Pine Summary 














WasuinctTon, D. C., Feb. statement for five associations of the gross (Special Telegram to American Lumperman] 
stock footage Jan. 30, and the percentage relationship of unfilled orders to stocks: _ , PR sayy Ore., Feb. 10—The Western Pine 
rders o ssociation reports as follows on operations of 
No. of Gross Unfilled Stocks— | Inland Em Pte, q Cali S ( oe ations yi 
—Association— Mills Stocks Orders Percent e oe «€ alifornia mills during the 
NS OO Ee 89 572,038,000 55,692,000 10 week ended Feb. 
West Coast Lumbermen’s Association........... 171 1,283,449,000 211,289,000 16 Total numb " 
Western Pine Association (Inland Empire and 7 5 _ of malls wepesting, 180% ‘ 
EEE ES EEE PER PSE SE REIN 119 1,860,013,000 163,492,000 9 piseee protection for week...... 10,293,00 
Northern Pine Manufacturers’ Association....... 7 239,362,000 15,626,000 7 ne eye al ae ‘plicit eka gtd 29,425,00 
Hardwood Manufacturers’ Institute............. 157 $15,650,000 99,662,000 12 oe Nenana Oe eres RSS ere eees 32,645,000 
Report of 98 mills: 
Operating capacity ............. 120,476,000 
Average for 3 previous years.... 33,870,000 


Actual production for week..... 10,293,000 
Report of 120 mills: 


W + & + R ° A group of 217 mills, whose production for 
es oas eview the week ended Feb. 6 was 49,381,000 feet, re- 








es ported distribution as follows: Average production.............. 62,922,001 
[Special Telegram to AMERICAN LUMBERMAN] Unfilled SPEO GPGOED cecvcccvscnecocene tage 5,000 
- Stock and—Fe p 25,363,001 
SEATTLE, WasH., Feb. 10.—The 217 West Shipments Orders Orders Stock on hand—Feb. 6........... 1,825,363,0 
— eee oe a ee eee 17,699,000 20,552,000 64,372,000 | Identical mills reporting, 98: 
Coast Lumbermen’s Association mills giving Domestic | Production: 
production, shipments and orders during the cargo ... 26,623,000 24,097,000 115,305,000 Operating capacity............ 120,476,000 
week ended Feb. 6, reported: preert eee gt gee “S9T8.000 78,234,000 | Average for 3 previous years.. 33,870,000 
Producti 49,381,000 on sth eee *-Saueeen es Week ended Week ended 
Production 49,381,0 77 ae —— seeaae 4 Feb. 6, 1932 Feb. 7, 1931 
Shipments 58,015,000 17.5% over production 58,015,000 68,5 525,000 257, 911, 000 | Actual for week.. 10,293,000 26,860,001 
Orders 68,525,000 38.8% over production \ of 204 identical mill ™ eT 27,743,000 45,945,000 
¢ . ( 2 entice S S P- se dd 4 7 EAT Aaa 
A group of 324 mills whose production re- >. ee a a Te oe Orders received ... 31,093,000 47,507,000 


ports of production, shipments and orders are 


) Identical mills reporting, 115: 
complete for 1931 and 1932 to date, reported 


Production: 


ports for 1932 to date are complete, reported 
as follows: 


’ as follows: | Average for 3 previous years.. 60,953,000 
Average weekly operating capacity 290,772,000 | Week ended Week ended 
Average weekly cut for 5 weeks— Week ended Average s for 5 . we eks | Fet “. 4029 Baya I 
a Feb. 6, 1932 193 931 | : re ». 0, 1932 Feb. 7, 1981 
+t: L COCK KOS O CEOS SEES OSE EOS OSES 118. ota eee Production .. 48,762,000 54,359 000 90 Pitt 000 | Unfilled orders .... 166,759,000 213,097,000 

> gy ue Mabe tpt flesipin: Mndnanedin being wtp Conca aa wield Shipments .. 57,567, 000 64,672,000 98,215,000 | Gross stock on 
Actual cut for week ended Feb. 6.. 55,758,000 Orders ..cc> 67,749,000 66,868,000 99,942,000 PE wie nad ee ke 1,779,447,000  2,140,610,000 





















BALANCE YOUR ASSORTMENTS NOW! 


Longleaf Pine Lumber and Dimension 
Shortleaf Pine Finish, Trim, Mouldings 
Tremont Shed and Yard Stock Items ALL IN 


Vi d C Oak and Gum Trim and Mouldings ONE CAR— 
LVS EXC «ar Red and White Oak Flooring, Plain or Quartered ORDER WHAT 


e Industrial and Railroad Timbers Our Specialty 

Service White and Red Oak, Black Gum, Tupelo, Red YOU NEED 
Gum, Cypress, Elm, Beech, Hickory — Air 
Dried and Kiln Dried 


TREMONT LUMBER COMPANY proc#eLte, Lousiana 


CHICAGO OFFICE: 307 North Michigan Avenue 
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Bookings 60 Percent Above Output 


[Special Telegram to AMERICAN LUMBERMAN] 


Wasnincton, D. C., Feb. 11.—Four hundred and ninety-two softwood mills of five associations 


for the week ended Feb. 6 reported to the Natio 


1al Lumber Manufacturers’ Association pro- 


duction aggregating 80,789,000 feet, shipments, 116,895,000 feet, and orders 129,499,000 feet. The 
week’s figures for production, shipments and orders follow: 


softwoods— 
Southern ae Association (North Carolina mills 
j ded) 
Wot Coast Lumbermen’s Association.......... 
Western Pine Association (Inland Empire 
Californian, MALS)... cccccccseccccvevecesccosers 
Northern Pine Mfrs. Association............20.. 
Northern Hemlock & Hardwood Mfrs. Assn..... 


Mites. BOTCWOOME ss cececrcreetescecesscesecevs 


Hardwoods— 
Hardwood Manufacturers’ Institute.............. 
Northern Hemlock & Hardwood Mfrs. Assn..... ‘ 


Watels, ROPEWOOGE. oo ccccccccccesesss 














No. of 

Mills Production Shipments Orders 
134 20,465,000 26,712,000 25,389,000 
217 49,381,000 58,015,000 68,525,000 
121 10,293,000 29,425,000 32,645,000 
7 No cut 2,273,000 2,140,000 
13 650,000 470,000 800,000 
492 80,789,000 116,895,000 129,499,000 
202 8,546,000 15,768,000 15,121,000 
13 1,129,000 1,385,000 1,339,000 
215 9,675,000 17,153,000 16,460,000 








Delivered Prices on 


Wasuincton, D. C., Feb. 8.—The Department 
of the census the following prices per thousand 


Lumber at Retail 


of Commerce has secured through the bureau 
for lumber items and per hundred square feet 


for shingles, as the average paid Jan. 1, by contractors for material delivered on the job, these 


being selected from the complete list: 


No. 1 Dimension, 
S1S1E, 2x4—16 


Southern Douglas 


pine fir 

ae See, Ss 50s ee kewe es $44.00 
New Bedford, Mass.......cecee 33.50 
Poagmikeepsie, Ni. To cccccccsoses ee 40.00 
SS Ere ae $39.00 45.00 
i eae oe baw nla memes 36.00 Sie 
OE ee eer er ae 40.00 37.50 
Pn BO, vsccarcneneenne 35.00 39.00 
SS Sa ee ee 36.00 40.00 
ONE Ee ee 35.00 35.00 
Ce, SUID cick ue ceoesesies 35.00 38.00 
ere ces 32-00 38.00 
Tomnpeteown, ORI ..cccccsevese 39.00 39.00 
ee eS NE a a a hw cea ewer 40.00 40.00 
CE aiken a ean eo 6 bmi ee 32.00 pire 
Des Moines, Ilowa......... coos £0.00 

SEL, acencesecenawne 25.00 .aee 
i aan in bd er or eng et Seat 32.00 36.00 
"he - See 36.00 36.00 
I Ms cae cia mae ae enae 47.00 
ee , I Bic cccacesess 38.00 weer 
I Site cipicene sets Sig buh eae 15.00 35.00 
eS eer 10.00 a 
San Francisco, Calif........... eats 20.00 
ee er 12.00 


Plooring, 1x4” Shingles, Extra 
Common 10 to 16 Clear,16”, 5/2 
Boards Southern Douglas 
1x6” pine fir Red 
No. 1 “C" eg. No.2v.g. Cedar Cypress 
$40.00 ala seas $5.50 
30.00 $79.00 $63.00 5.00 . 
80.00 af.tem 75.00 4.50 
37.00 75.00 80.00 4.25 
34.00 85.00 ana 5.25 wee 
35.00 75.00 75.00 6.40 err 
36.50 73.00 72.50 6.60 $7.75 
33.00 75.00 75.00 6.50 7.50 
eae 75.00 65.00 5.00 5.00 
30.00 85.00 75.00 5.00 ainias 
40.00 78.00 ee ecuciern aes 
35.00 mee av 5.00 penile 
ach 70.00 60.00 5.00 5.00 
30.00 65.00 er 4.50 ne 
86.00 70.00 70.00 5.50 5.50 
24.00 60.00 75.00 6.00 nares 
34.00 51.00 55.00 5.25 
cp? 65.00 65.00 5.00 
45.00 nara 75.00 4.00 
32.00 65.00 4.25 
45.00 50.00 4.25 
me seat ieee 4.75 
20.00 50.00 4.50 
11.00 30.00 1.75 





Southern Pine Report 


New Or.EANS, La., Feb. 8—For the week 
ended Jan. 30, 107 mills of a total capacity 
114 units (a unit representing 360,000 feet of 
3-year average weekly production), report as 
follows to the Southern Pine Association: 

Pet. of output 


8-year Ac- 

Production— Carst Feet Ave. tual 

Aver. 3 year. .... 41,187,000 i isin tn 

Actual ws «eee 15,906,000 38,62 ame 

Shipments* 1,029 21,609,000 52.47 135.85 
Orders 

received* 1,171 24,591,000 59.71 154.60 


On hand end 
ee 2,897 60,837,000 comin oe 
*Orders were 113.80 percent of shipments. 
7Car basis is 21,000 feet. 

Orders on hand at above 107 mills showed 
an increase of 5.15 percent or 2,982,000 feet, 
during the week. 


 Soatlienn Pine Costs 


New Orreans, La., Feb. 8—The Southern 
Pine Association’s cost statement for Novem- 
ber, 1931, gives the average cost per thousand 
leet, board measure, of producing and shipping 
southern pine lumber, not including interest on 
loans or invested capital. The report—covering 
‘1 mills operating 62% units that produced 
67,087,620 feet—shows that the average total 
Cost per thousand feet for that month was 
$22.21. This is an increase of 44 cents over 
the average cost for October, which on a pro- 
duction of 73,053,870 feet was $21.77, and a 
decrease of $2.60 from November’ last year, 








which on a production of 136,190,468 feet was 
$24.81. The average cost for the first eleven 
months of 1931 was $22.92, on a total produc- 
tion of 1,016,517,789 feet, compared with $24.97 
on a production of 1,935,575,944 feet for 1930. 
Of the 40 concerns whose mills are included in 
this report, 15 showed costs less than the aver- 
age. The figures for the entire number show 
a spread from a low of $15.54 to a high of 
$31.53. 





Looks for Moderate Improve- 
ment in Building 


Satt LAKE City, Utan, Feb. 6—Marvin O. 
Ashton, general manager of the Sugar House 
Lumber & Hardware Co. and former president 
of the Utah Lumber Dealers’ Association, ad- 
dressed the members of the Salt Lake Real 
Estate Board Thursday afternoon on “Building 
Costs and New Construction.” 

Mr. Ashton, who is known as the _ poet- 
laureate of the Utah lumbermen, said that the 
building industry is suffering through the fear 
of the bankers in regard to making loans, but 
that he had noticed in the last few days that 
prospective builders were finding it a little less 
difficult to get money. He pointed to the way 
real estate has held up of late as compared to 
so many stocks and bonds. Mr. Ashton did not 
think Salt Lake City was overbuilt with homes 
by any means. “The building industry has a 
great future,” he said. He looks for things to 
pick up this year, “but the improvement will 
not come with a rush,” he said. 





Wier 
virgin growth Long 
Leaf Yellow Pine 


—genuine Pinus 
palustris. You 


timber is 


know, from experi- 
ence, that such tim- 
ber produces the 
strongest, most dur- 
able lumber and 
structural material. 


Insure your cus- 
tomers greater sat- 
isfaction and better 
construction by rec- 
ommending the use 
of “WIER” Long- 
leaf Yellow Pine 
products. 


Ne Qin hee 


Tis the FIBER that cunts 


MN dclal nea 


HOUSTON, TEXAS. 
Mills: Wiergate, Texas. 


he 








White Pine 


IDAHO 
MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 
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PcotpsBoro 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 





be 


Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
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Associations’ Plans and Activities 


Feb. 16—Northern Wholesale Hardwood Lumber 
Association, Milwaukee Athletic Club, Milwau- 
kee, Wis. Annual. 

Feb. 16—Roofer Manufacturers’ Club, Ralston 
Hotel, Columbus, Ga. Annual, 

Feb. 16-17—Carolina Retail Lumber & Building 


Material Dealers’ Association, Charlotte, N. C. 
Annual 

16-18—Wisconsin Retail Lumbermen’s Asso- 
ciation, Auditorium, Milwaukee, Wis. Annual. 

Feb. 17—West Side Hardwood Club, Pine Bluff, Ark. 

Feb, 18-19—-Western Pine Association, Hotel Port- 

land, Portland, Ore. Annual. 

18-20—Western Retail Lumbermen’s Associa- 
tion (U, S.), Davenport Hotel, Spokane, Wash 

Annual. 

19—National Lumber Exporters’ Association, 

Hotel Peabody, Memphis, Tenn. Annual. 

22-24—Kentucky Retail Lumber Dealers’ 

Association, Brown Hotel, Louisville, Ky. An- 

nual. 

23—Northern Indiana & Southern Michigan 

Retail Lumber Dealers’ Association, Oliver 

Hotel, South Bend, Ind. Annual, 

Feb, 24-25—North Dakota Retail Lumbermen’s As- 
sociation, City Auditorium, Fargo, N. D. An- 
nual, 

Feb, 24-26—Nebraska Lumber Merchants’ Associa- 

tion, Lincoln Hotel, Lincoln, Neb. Annual. 

25-26—Pacific Coast Division, National Asso- 
ciation of Box Manufacturers, Sir Francis 

Drake Hotel, San Francisco, Calif. Tri-annual 

meeting. 

25-26—Mississippi Retail Lumber Dealers’ 

Association, Robert BE. Lee Hotel, Jackson, 

Miss. First annual. 

March 3—Lumbermen’s Exchange of Philadelphia, 
Philadelphia, Pa. Annual, 


March 3—Eastern Iowa Retail Lumbermen’s Asso- 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb, 


ciation, LaFayette Hotel, Clinton, Iowa. An- 
nual. 

March 4-5—Utah Lumber Dealers’ Association, 
Chamber of Commerce, Salt Lake City, Utah. 


Annual. 

March 7-9—Western Forestry & Conservation Asso- 
ciation, Portland, Ore. Annual forest manage- 
ment conference, 


March 9-10—South Dakota Retail Lumbermen’s 
Association, Watertown, 8S. D. Annual. 


California 
z Sugar Pine 


Buyers for industrial 











y/ 


‘ 


plants, planing mills, 


‘9% 


woodworking factories 


YS 
a nokst . 


and pattern shops will 
be glad to know that 
large stocks of the 
finest quality Califor- 


e. 
; 


Biba, 


‘ame * S 


te 


nia Sugar Pine are 


£7, 


carried in our large 


‘~ 


va 
< 


warehouse at St. Louis 


aS 


for 


es J 
i A 


quick 


shipment. 


se eb 
La 


Get our quotations. 


We are also pre- 
pared to quote on 
straight or mixed 
carloads for direct 
mill shipment. 


(‘ZS 


Serele 


LUMBER 
St. Louis, Mo. 


AMERICAN LUMBERMAN 


March 17—Red Cedar Shingle Congress, 
Wash. Annual. 


March 17-18—Millwork Cost Bureau, Chicago. An- 
nual, 


Seattle, 


March 21-23—Southern Pine Association, Roose- 


velt Hotel, New Orleans, la. Annual, 


March 24—Southeast Missouri Retail Lumber 
Dealers’ Association, Marquette Hotel, Cape 
Girardeau, Mo. 


March 25—Eastern Millwork Bureau, Pennsylvania 
Hotel, New York City. Annual. 


April 12-14—Lumbermen’s Association of Texas, 
Texas Hotel, Fort Worth, Tex. Annual. 


April 13-14—National-American Wholesale Lumber 
Association, Hotel Ambassador, Atlantic City, 
N. J. Annual, 


May 12-13—Florida Lumber & Millwork Associa- 
tion, Orlando, Fla. Annual, 


Carolinians Prepare Excellent 
Program 


Cuartotte, N. C., Feb. 8—The completed 
program for the ninth annual convention of the 
Carolina Retail Lumber & Building Material 
Dealers’ Association, to be held here at the 
Hotel Charlotte, Feb. 16 and 17, was announced 
today from local headquarters of the organiza- 
tion. The program provides for no lengthy 
speeches but organizes the convention along 
the lines of a school, with those in attendance 
receiving instruction in specialized lines of their 
work. Louis C. Fischer, of Charleston, S. C., 
will have charge of a session for millwork 
manufacturers; H. H. Baxter, of Charlotte, 
will direct the session for lumber dealers; and 
John L. Beal, of Gastonia, will have charge of 
the hard materials section. 

Brief addresses of general interest to the 
dealers will. be delivered by James S. Murphy, 
prominent Columbia (S. C.) attorney, who will 
discuss the uniform mechanics’ lien law, which 
the dealers are attempting to have enacted as 
a State law in South Carolina this year; and 
C. C. Sheppard, president of the Southern Pine 
Association, who will discuss general condi- 
tions of the trade in the Southeast. 

The annual banquet will be held on the night 
of Feb. 16. As there will be no addresses, the 
entire program will be devoted to entertain- 
ment. The ballroom of the hotel will be given 
over to a display of manufacturers’ products. 


Western Retailers All Set for Con- 


vention 

SPOKANE, WASH., Feb. 6.—Cordial invitation 
has been extended “to everybody engaged or in- 
terested in the lumber and building material 
business” to attend the twenty-ninth annual con- 
vention of the Western Retail Lumbermen’s As- 
sociation to be held here on Feb. 18, 19, and 20 
at the Hotel Davenport. An excellent program 
has been prepared covering every important 
subject that is foremost in lumber dealers’ 
minds today, and the discussion leaders will be 
men thoroughly informed on their subjects. 

The first morning session will be devoted to 
reports of officers and appointment of commit- 
tees. At the afternoon session the speakers are 
to include B. K. Knapp, Columbia Lumber Co., 
Seattle, whose topic is “The End Thought”; 
Evert Hinshaw, of the association’s architec- 
tural service department, who will tell about its 
plan service; H. A. Shaw, Exchange Lumber 
& Manufacturing Co., Spokane, who will talk 
on “Dealer’s Responsibility for Good Home Con- 
struction”; and Loring F. Overman, Spokane, 
whose subject is “Publicity and the Lumber- 
man.” Each of these talks is to be followed by 
discussion. 

At the Friday morning session F. S. McWil- 
liams, a Spokane banker, will tell of the ex- 
pected benefits of the home loan discount bank. 
George M. Cornwall will make an address fol- 
lowed by the “Nut Cracker’s Hour” during 
which the problem of “adjustment of operating 
ratios to present day sales volume, or methods 
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of curtailing expenses without sacrificing Selling 
efficiency” will be discussed. At the Friday 
afternoon session the “Future of Home Finayg. 
ing in Relation to Home Building” will be dis. 
cussed by J. M. Crawford, Tum-a-Lum Lym. 
ber Co., Walla Walla, Wash. Various aspects 
of the subject “Turning Your Yard Into a Sel. 
ing Machine” will be handled by C. J. French, 
Windsor Lloyd, C. D. O’Neil, Raymond Spy. 
der, and C. D. Hudson. Otto Hartwig, repre. 
senting the National Lumber Manufacturers 
Association has the very euphonious topic “It’s 
Up to You in ’32.” 

The Saturday morning session will be started 
with a breakfast conference followed by a dis. 
cussion on farm building led by L. J. Smith, of 
Washington State college. “Distribution Prag. 
tices and Better Merchandising” is the topic 
assigned to John C. Cremer, of Seattle. This is 
to be followed by an open forum. 

Dances, dinners, Hoo-Hoo concatenation, 
theatre and sight-seeing parties are to com- 
prise the entertainment program which will 
conclude with the annual banquet, entertain- 
ment and dance on Saturday evening. 


Comprehensive Program for Wis- 
consin Annual 


MILWAUKEE, Wis., Feb. 8.— Arrangements 
for the forty-second annual convention of the 
Wisconsin Retail Lumbermen’s Association have 
been completed, looking toward one of the most 
successful sessions in its history, according to 
Don S. Montgomery, secretary. An innovation 
this year is the pre-convention session to be 
held at the Hotel Schroeder when A. W. Holt, 
will conduct a meeting on how to estimate bills 
of material accurately and quickly. 

President S. S. Solie will preside at the an- 
nual presidents’ luncheon to officers, directors, 
and district club presidents and secretaries, as 
well as members of the trade relations com- 
mittee prior to the formal opening of the con- 
vention on Tuesday. The morning will be de- 
voted to registration. 

An “Opening Sur-PRIZE Feeture” will be 
arranged when the members convene at two 
o'clock for their first session. Following the 
officers’ reports H. Foster Goslin, general man- 
ager of the T. S. Goslin Lumber Co., Wild 
wood-by-the-Sea, N. J., will speak on “Yester- 
day, Today, and Tomorrow in the Retail Lun- 
ber Industry.” 

A Hoo-Hoo dinner, cabaret, and concatena- 
tion will be held in the banquet room of the 
Hotel Schroeder on Tuesday evening. This 
will adjourn in time for the Music Box Revue, 
which will be staged for all attending the con- 
vention in the grand ball room of the Schroeder. 

Members of the board of directors of the 
Wisconsin association will hold their annual 
meeting at ten o'clock Wednesday morning, 
Feb. 17. Meanwhile the convention will turn 
into an “exhibitors’ session” in the main arena 
of the auditorium. 

“The Mystery in the Kitchen or What Be- 
came of the Sink,” an original sketch, termed 
“a quaint interlude,” will be presented at the 
cpening session Wednesday afternoon. The 
author, Alan Dunwiddie, of the Solie Lumber 
Co., of Janesville, will play the part of the 
“Chief Sink.” Suggestive salesmanship of fe- 
lated items in the lumber yard is the subject of 
this merchandising sketch. David P. Livings- 
ton, editor of Successful Farming, will speak om 
“Two Good Friends—Farmer and Lumber 
Dealer” at the Wednesday afternoon session. 
A. W. Baeder, Chicago, will talk on “How 
Some Wisconsin Lumber Dealers Sell Paint. 
FE. F. Parker, Akron, O., eastern division sales 
manager Firestone Tire & Rubber Co., will talk 
on mail order sale of tires. 

The annual dinner dance, the climax of the 
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convention’s social activities will be held in the 
grand ballroom of the Schroeder at seven 
o'clock Wednesday evening. 

The thirty-seventh annual meeting of the Re- 
tail Lumbermen’s Mutual Insurance Co. will be 
held at 10:30 Thursday morning in Kilbourn 
hall of the Auditorium. 

The 1932 “Exercise” of the “Royal Order of 
Dumb-Bells” will be held on Thursday, follow- 
ing the association luncheon in Juneau hall. 
Membership in this order is based simply on a 
confession that the applicant does not know all 
there is to know about the retail lumber busi- 
 Gebjects at the Dumb-Bell exercise are as 
follows: “Sears-Roebuck, My Best Competitor,” 
discussed by W. E. Small, Wilbur Lumber Co., 
West Allis; “Why Dealers Fight Each Other,” 
G. C. Innes, of the Association plan service 
department; “Some Things I Have Seen in 
Wisconsin This Year,” by C. W. Fish, Rock- 
ford, Ill.; “Two Percent Discount on Coal from 
Lake Michigan Docks,” E. W. Dobson, Minne- 
apolis; “The National Milk Pool,” Carl Oman, 
Boscobel, Wis.; “A Unique Plan to Stimulate 
Remodeling,” by J. E. Williams, Chicago; “No. 
9 Grade, Red Cedar Shingles, How Come?” 
Arthur Bevan. Other points discussed will be 
“99-10 and 10 On Roofing For Everybody ;” 
“Steel Posts for Snow Fences;” “The Ton- 
Mile Truck Tax;” and “Do We Want Govern- 
ment Financing of Home Building?” 

A special program is being prepared for the 
ladies who will be in attendance. 





Northern Hardwood Wholesalers 
to Meet 


MILWAUKEE, Wis., Feb. 8.—The Northern 
Wholesale Hardwood Lumber Association will 
hold its annual meeting here on Tuesday, Feb. 
16. Sessions will be held at the Milwaukee 
Athletic Club, starting at ten o'clock, and 
probably continuing through lunch. 


Hardwood Organization Meeting 
Postponed 


New OrLeans, LaA., Feb. 8.—Though con- 
vinced of the need for a strong organization 
among the southern hardwood manufacturers 
for purposes of trade promotion and co-opera- 
tive activity, members of the special committee 
named to canvass the situation have announced 
postponement of the general meeting called for 
Feb. 11. The announcement of the committee 
follows : 


Relative to the proposed meeting of south- 
ern hardwood manufacturers to be held in 
New Orleans on Feb. 11, the committee ap- 
pointed to ascertain if there were a sufficient 
number of hardwood manufacturers inter- 
ested in the formation of an organization and 
who would attend a meeting called on the 
date mentioned, in sending out invitations, 
endeavored to ascertain the possible attend- 
ance, and assured each one that if, in the 
judgment of the committee, the meeting was 
not to be a representative one, it would be 
postponed. 

This morning the committee canvassed the 
replies and reached the conclusion that an 
insufficient number of companies have indi- 
cated their intention of attending to make 
the meeting a representative one; therefore, 
it has decided to postpone holding the meet- 
ing until such time ag there is sufficient in- 
terest shown as to make a meeting truly 
representative of that part of the hardwood 
industry operating in the South. 

The committee is firmly convinced that an 
organization built on a foundation as out- 
lined in the resolution, copy of which was 
mailed you, is essential to the progress of 
our industry and we earnestly urge that you 
not only give this matter careful thought, 
but discuss it with your neighbors and see 
if there can not be developed an organiza- 
tion that will enable us to work and act on 
the problems which face the industry 
through a strong organization, well knowing 
that as individuals we can accomplish noth- 
ing and through concerted efforts much 


Which will be of material benefit to us. 
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WE FURNISH 


Canadian and Northern White 
Pine, Idaho White Pine, California 
Sugar Pine, Ponderosa Pine, Long 
and Short Leaf Yellow Pine, Also 
White Spruce (Graded on White Pine 
Rules), Douglas Fir and Western Hem- 
lock (Via Rail or Water) and other Lum- 


Here is a service which will interest you. Yes sir, 
genuine old time Michigan White Pine frames 
loaded right in the same car with practically any- 
thing you require in White Pine lumber. including 


This is the Bradley-Miller economy service, designed 
to help our customers keep their investments in 
stock at a minimum—at the same time to 
have sufficient of each item on hand to 
supply carpenters’ and contractors’ com- 


































Write today for complete information 
about the Bradley-Miller mixed car service, 
about Bradley-Miller time-tested frames 
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W. E. Delaney is chairman of the committee, 
membership of which also includes J. W. Bailey, 
W. D. Brewer, H. B. Johnson, and Lee Robin- 
son. 





Plans for National Exporters 


MEMPHIS, TENN., Feb. 8.—Approximately 
100 exporters are expected here for the thirty- 
second annual meeting of the National Lumber 
Exporters’ Association, which will be held at 
the Hotel Peabody on Friday, Feb. 19. In addi- 
tion to the exporters there will be a large at- 
tendance of steamship representatives, as well 
as foreign buyers who are now in the States. 

A number of matters of vital importance to 
exporters will be discussed, according to J. D. 
Douglas Huffman, secretary of the association, 
who is preparing the program. Among the sub- 
jects to be discussed will be: Ratification of a 
new contract form which has been approved by 








the Timber Trade Federation of England; trade 
extension and publication of statistics of past 
sales; change in the constitution and by-laws 
of the organization, to clarify many points; 
changes in the dues and assessments to put 
them on a more equitable basis; stabilization of 
ocean rates; cause and effect of the new pro- 
posed English tariff of 10 percent on hard- 
woods; report of conditions by Edward Barber, 
foreign director; and election of officers. 
Ss 


Nylta Club Elects Officers 


New York, Feb. 8.—Officers for 1932 have 
been elected by the Nylta Club board of direc- 
tors as follows: 


President—Joseph E. Cashin. 

First vice president—Henry B. Eaton. 
Second vice president—A. H. Roth. 
Treasurer—Joseph E. Masterson. 
Secretary—Herbert B. Coho. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 

Feather River Canyon 

Soft California 
Pine 

White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 
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DAVENPORT 
HOTEL 


Spokane, 
Washington 


Rendezvous of 
Lumbermen of 
the Northwest. 


Complete hotel and 
In- a« 


dining service. 
formal. 600 
rooms, outside, 
Fireproof. 
Rates and 
prices are most 


moderate. 





LOUIS M. DAVENPORT, President 




















Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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News Notes from Aneric 


Tacoma, Wash. 


Feb. 6.—E. W. Demarest, president Pacific 
National Lumber Co., who has just returned 
from a trip to the East, outlined his im- 
pressions of the business outlook before the 
Tacoma Lumbermen’s Club at the regular 
meeting yesterday. Mr. Demarest predicted 
there will be an upturn in business by the 
fall of 1932. Stocks are very low, he said, 
in all middle western yards. 


Ernest Dolge, reporting for the club's 
building code committee in the absence of 
W. Yale Henry, stated that J. E. Mackie, 


representing the National Lumber Manufac- 
turer’s Association, has held several confer- 
ences with the city committee drafting the 
new code. Mr. Dolge paid a tribute to Mr. 
Mackie’s work, and déclared that, due to his 
efforts, the new code will be generally satis- 
factory to the local lumber industry, which 
will not be discriminated against. 

Proposed re-establishment of the United 
States Intercoastal Lumber Conference, an- 
nouncement of which is momentarily ex- 
pected, will probably advance lumber rates 
to the Atlantic coast, according to mill opera- 
tors in the intercoastal trade. The rate of 
$9.50 will be maintained through February, 
but an advance is expected for March and 
April. 

The St. Paul & Tacoma Lumber Co. held 
its annual stockholder’s meeting last Satur- 
day, and Maj. Everett G. Griggs was. re- 
elected president. Other officers named were 
Earl M. Rogers, first vice president; Everett 
G. Griggs, II, second vice president; Cory- 
don Wagner, treasurer, and Hebert 5S. 
Griggs, secretary. The officers, together with 
Charles W. Lea, of Tacoma, and William J. 
Pilz, of Everett, compose the board of trus- 
tees. 

The new plant of the Cavanaugh Lumber 
Co., which will replace that destroyed by 
fire last July, is rising rapidly and will soon 
be ready for occupancy. The buildings under 
construction include a crane storage shed 
which will hold 4,000,000 feet of lumber, a 
cabinet working shop and office building. 
Construction of a re-manufacturing plant is 
planned for the near future. 


Seattle, Wash. 


Feb. 6.—A rail shipper said: “We have 
received a smaller volume of business the 
last three weeks. All buying continues hand 
to mouth, and there is no tendency to stock 
up. Orders are so few and scattered that we 
can not say any part of the country is in the 
market more than any other, nor do the 
orders reveal a demand for any particular 
kind of lumber. However, we have received 
more inquiries for industrial and yard stock. 
Our most recent orders. call for more uppers 
than commons. ~There is little change in 
the demand for car material; structural 
stringers, 8xilé-inch are selling at $13 and 
$13.50, f. o. b. mill, which figures have been 
almost stationary for the last three or four 
months. A few sales have been made below 
these figures. Vertical grain flooring moves 
at about $23.” A wholesaler whose sales ter- 
ritory is the middle West declared business 
is very light, but marked by a lot of inquiry 
for all sorts of lumber. Collections are ex- 
tremely difficult. Many orders sold on sixty 
days are extended to ninety. 

Intercoastal shippers probably had the 
most encouraging week, a-fair volume hav- 
ing been booked. The $9.50 rate is holding, 
but release of vessels tied up by the Dimon 
line difficulties has helped the situation some- 
what. One shipper said: “The situation is 
better than I thought it would be.” 

Intercoastal shippers are watching closely 
developments in China. Should hostilities be- 
tween China and Japan be intensified, so that 
lumber buying stopped, it is believed many 
cargo mills which to keep running need both 
Oriental and intercoastal business, would be 
forced to shut down. Some lumber orders 
for Shanghai have been turned back or can- 
celled during the week. Insurance rates on 
most lines are reported to have been raised 
from 50 cents to $1.50 a $100. Some boats are 
making their regular schedules, while others 
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are discharging lumber in Japan for trang. 
shipment later. 

The shingle market shows a tendency to 
softness. The shingle rate to the Gulf hag 
been advanced to 60 cents, effective Feb, 109, 
According to reports here, none of the siding 
mills have operated during the last three 
weeks. Complaint is general of a shortage 
of cedar logs, supply of which is declared to 
be in the hands of a few operators. Severa] 
informants said prices are still $10 and $29 
the best shingle logs bringing $11. 

Jack Drescher, formerly eastern repregen- 
tative of the Capilano Timber Co. and the 
Seattle Cedar Lumber Co., has opened a 
wholesale office in the Arcade Building here, 


Los Angeles, Calif. 


Feb. 9.—Southern California dealers have 
been buying close for the last few weeks, 
and keeping their stocks down to the mini- 
mum. Although the cargo movement from 
Northwest mills during January reached a 
new low because of light buying by dealers, 
unsold stocks at San Pedro harbor have in- 
creased. At present there is on hand more 
than six million board feet above the amount 
at the beginning of the year. There has been 
no noticeable change in prices. Building 
permits for Los Angeles during January sank 
to the lowest figure recorded in years. Rains 
and cool weather continue, but have not had 
a retarding influence on building. The rains 
are welcome to the agricultural interests, 
because they furnish much moisture for sub- 
irrigation next summer. 


Portland, Ore. 


Feb, 6.—Today it was reported that efforts, 
resisted here, had been made to cancel lum- 
ber orders booked for Shanghai delivery on 
the ground that it may be impossible to ac- 
cept shipments. One-dealer, however, is: said 
to have booked today a large new order for 
Shanghai. Japan is not doing any buying. 
All foreign markets seem to be buying from 
hand to mouth. 

More snow fell during the week, and some 
sections report a fall of as much as five feet 
in the woods, although open spaces are prac- 
tically free. Some mills had to shut down 
for want of logs, but only one mill in Port- 
land closed. Supply of logs is very light. 
It is hardly expected that any camps in the 
Columbia River district, not now operating, 
will resume until the first of March. 

Only 24 out of 121 mills affiliated with the 
Western Pine Association are operating. 


Spokane, Wash. 


Feb. 8.—Heavy and continuous snowfaN 
last week made logging operations impossi- 
ble, impeded yard work, and blocked traffic 
Mill stocks remain broken but there has been 
no apparent strengthening of prices. 

Predicting a gradual increase in volume of 
business, Gov. Roland Hartley, of this State, 
addressed the Spokane Hov-Hoo Club at its 
weekly luncheon meeting Friday. The coun- 
try is now drawing away from the depres- 
sion he said. Maj. Evan Kelley, Missoula, 
Mont., spoke on preserving wild animal life 
in national forests. 





Lumbermen and Hoo-Hoo club members 
are taking a prominent place in the Com- 
munity Chest campaign, Feb. 8-17. R. L 


Bayne, general of “C” division, and Richard 
Stephens, general of the school division; J. E. 
Shields, Brewer Pine Box Co.; W. C. Howe, 
and George Duffy, Duffy Lumber Co., are 
colonels; Lee Smith, Consolidated Supply 
Co.; Robert Jones, I. B. Hanks Co.; Ed. 
Rowles, McGoldrick Lumber Co., Roy E. Hale 
and Fred Miller, Baird-Naundorf Lumber Co.; 
John Perry, Exchange Lumber Co.; Stephen 
Wyckoff, U. S. blister rust control, and 
George Fallquist, Spokane Sash & Door Co. 
are all majors. 

Report has been made that 55,000,000 feet 
of saw logs was towed on Lake Coeur 
d’Alene in 1931 by the Lafferty Transporta- 
tion Co. R. C. Winton, Winton Lumber Co, 
was elected vice president of the Lafferty 
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-h the |He outlined some of the marvelous develop- history of the large mills. Several of them Anything in Cedar, and — through our 
g. ments in the electrical world. have been unable to operate more than ten Coast connections — any mixture of Fir, 
| A bill will be introduced in the New York to twenty hours during this period. Log Hemlock and Cedar 
legislature this week providing for the li- stocks have been practically cleaned up, and 





j‘ensing of contractors. It is being submitted the woods are not in condition to permit re- BRATLIE BROS. MILL CO. 
y the Lien Law Revision and Enforcement suming anything like normal operations. Ship- 
owfaN |Association, and is based on the present ments have been delayed, but have greatly RIDGEFIELD, WASH. 





possi- jlicensing law of California. A bill was in- exceeded actual production. 
traffic, ftroduced last week providing for a bond to Feb. 1 inventories showed stocks broken. 
s been [guarantee the payment of materials and At several mills Nos. 1 and 2 dimension, 2x4- 
, os on public work. This bill is exactly inch, are not available except in 16-foot 
ime oO the same as the one in operation in this city. lengths. All lengths of 2x12-inch are scarce W } t 
State, C. R. Kelleran, of the Trotter-Kelleran and are sold only for mixed-car loading. No. 1 NORTH EST SPRUCE CO. 


at its |Lumber Co., is spending three weeks visiting 2x10-inch 
coun- }the mills in Georgia, Alabama and Florida. grades of dimension, 20-foot is scarce. Boards 
epres- |He writes that operations at Georgia mills 


wht os SS ; : are becoming scarce, especially 1x12-inch, 
ae are much curtailed by rain. which are available only in 14- and 16-foot 
aA : : 

lengths at most mills, other lengths being sold 1 r T 
mbers New York, N. » A out, and the mills unwilling to accept orders S I T K A Ss P R U c E 
: , for items not in stock, because production is > 

Cc - *e 9 Vv Le sale e sclining a: 3 ‘ 

- wee 9.—Volume of .sales is declining too uncertain to promise accumulation of (Clears & Factory grades) 
R. UL, |steadily. Only one or two lumbermen re-  coarce items for prompt shipment. Prices are 
— yerted larger bookings for the last weex firm, increases on all common items are prob 
3; J. E. Gi thar »y hi : > wee efore, ¢ se ’ es . : a e 
ee me they had for the week before, and these 44). before this month is over. No. 1 drop 

owe, } xceptions were in lines where stocks are So ciging and %-inch No. 1 ceiling are scarce 
»., are Pbadly broken that few can fill orders onal in good demand for mixed-car loading. 
Supply BPromptly. Prices are weak, generally speak- - ; = * ’ Se 


~ eo) 
> ‘ This week ° as be é ic le i féecsawed R df bl 
.; Ed. fing, but show no tendency to go lower. Chi eek there has been a noticeable increase awed esawe a es 


. Hale in inquiries, 


is in very limited supply. In all Stuart Bidg. - Seattle. 


Dependable shippers of fine quality 








West Coast stock is selling a little cheaper, f i eo ; , ay) | | sbles is a collection of the funniest 
or Garmtet the difference fe aecounted for by 4e- A number of inquiries for special cutting rash prosewritings of "the lumber- 
tephen Bcreased intercoastal boat rates, which re- re out, running largely to timbers. Quota- man poet. ‘ 
, and §main on an open basis while the shipping OMS are being asked on specialty stock, run- It wed ee ey expos 
or Co, Fcompanies fail to come to an agreement. Ming largely to B&better short lengths, worked te gg am 


with a smile. Every lumber- 


Representatives of the different lines are to special pattern. Railroads are making pur- man owes it to himeeif, 


10 feet Pmeeting again this afternoon in an effort to chases of items needed in emergency repair 








Coeur Bset up a conference and confirm the rate Work, and several new inquiries are out for Price postpaid, $1.00. 
porta- Bat $9.50. B&better car siding in all lengths, and for AMERICAN LUMBERMAN, Publisher 
er Co. All the commission men here are out to Other items of car material. — : 431 So. Dearborn St., CHICAGO 
afferty §Sell southern pine first, and buy it later. Contractors getting out pine piling report 
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sufficient orders on hand to keep them busy 
for the next eight to ten months. The piling 
runs from 27- to 65-foot lengths, and is largely 
for use on the Mississippi and Missouri rivers. 
Concerns trying to buy 1x4-inch mattress lum- 
ber for river use are finding it exceedingly 
difficult to place orders, Few mills are willing 
to get out this special grade, but are insisting 
on selling their 1x4-inch standard No. 2 grade. 

Stocks of No. 1 lath have been further re- 
duced, and it is difficult to find a mill in this 
district willing to accept an order for as much 
as a straight carload. The prediction is made 
that dealers will soon be forced to buy No, 2 
lath, which should soon show price appre- 
ciation. 


Bogalusa, La. 


Feb. 8.—The logging crew of the Lamar 
Lumber Co. resumed operation last Wednes- 
day, after having been forced out of the 
woods ten days before by flood waters, and 
the plant has reopened after a shutdown of 
a week. 

Many Bogalusa people visited Old Ironsides 
while docked in New Orleans recently, but few 
knew that practically all the timbers on the 
boat are the product of the Great Southern 
Lumber Co., only the choicest longleaf yellow 
pine being used for rebuilding the famous 
ship. 

Col. A. C. Goodyear, president of the Great 
Southern Lumber Co., said Bogalusa is one 
of the luckiest industrial cities in the South. 
Col, Goodyear is a close personal friend of 
President Hoover and spent several months 
with him in relief work at the close of the 
World War. He thinks America is writing 
too many notes to various countries regard- 
ing the situation in China, and says it will 
take clever diplomacy to keep us out of 
trouble if the note writing is continued. 

Mr. and Mrs. Bradley Goodyear, of Buffalo, 
N. ¥., were the guests of Col. A. C. Goodyear 
last week. They were accompanied on their 
visit by Mr. and Mrs. Edmund P. Rodgers, of 
Buffalo and New York City. Mr. Rodgers is 
president of the Fulton Trust Co., of New 
York, and recently was married to the 
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GRISWOLD-GRIER LUMBER. CO. 
Philomath, Oregon 


Pedee Lumber Co. - # Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 
Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CO. 
Failing Building, Portland, Oregon 





Carlton Manufacturing Co., Carlton, Ore. | 
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Flooring Siding Ceiling 
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widow of the late Frank Goodyear. Mr. 
Rodgers was favorably impressed with Boga- 
lusa and its enterprises, and remarked that 
the exceptional record which Bogalusa’s in- 
dustries established last year reflected credit 
upon the management of the various com- 
panies. 


Shreveport, La. 


Feb. 8.—Dealers here say that the southern 
pine market is a little weaker, though prices 
have not changed much. Pressure is being 
brought by buyers, who continually try to go 
lower than list. Volume of business is light. 
Exporting of longleaf to the United Kingdom 
has been put under a severe handicap by the 
new 10 percent British tariff. Stocks at mills 
seem to be sufficient to take care of present 
needs of the market. Smaller units for the 
most part do not carry large stocks, and 
their assortments are always more or less 
broken, except in No. 2 boards and dimension. 
The medium-sized mills are paying more at- 
tention to mixed-car business, so it is difficult 
for the larger units to maintain a. firm 
market. Railroad demand is steadily grow- 
ing, for some railroad needs are urgent and 
the roads are now in improved financial posi- 
tion. Most sawmills are shut down indefi- 
nitely, and planers operate only when they 
have orders, 


Jacksonville, Fla. 


Feb. 9.—Though the woods are bone dry, 
and labor plentiful, pine mill owners report 
they are unable to make a profit. Demand 
last week showed a sharp decrease. In- 
quiries were somewhat better, but for small 
amounts. Yard inquiries called for mixed 
cars of pine and cypress, and in many cases 
some items of hardwoods. The railroads 
have some inquiries out, but all call for im- 
mediate shipment, and orders placed are for 
only one to three carloads. Wholesalers 
report that competition is extremely keen. 
Mills are asking about the same prices as 
they were two weeks ago. New York dock or- 
ders for large timbers are being held up, and 
now timbers ‘are down on the same levels 
as other sizes. The mills report a shortage 
of orders for all sizes of special cutting. The 
wholesalers are of the opinion that prices 
will be lower the latter part of February 
and are reducing quotations on inquiries that 
call for shipment during March. 

Larger cypress mills hold their prices firm. 
Production has been reduced, but surplus 
stocks remain as large as before. There are 
millions of feet of dry cypress on the yards 


| Norfolk, Va. 


Feb. 8.—North Carolina pine business has 
been fair. Rainy weather has slowed up 
business, and also slowed up production and 
shipments. Some industries and yards have 
begun buying rather regularly, but a number 
of others are still delaying placing further 
orders. Many towns in the North and East, 
and also in the South, are handicapped in 
their recovery by lack of banking facilities. 
Wholesalers have tightened their credit lines 
very materially. 

Demand for 4/4 edge B&better, also B&bet- 
ter stock widths, has been very light. Edge 
is rather firm, but some mills have lowered 
B&better stock widths in all thicknesses. 
More is being offered than for some time. 
The small mills do not have much surplus 
stock, but are hard up for money, while larger 
mills are now in position to take care of 
their customers promptly. There is a short- 
age of 4/4 No. 1 common stock widths at 
small mills, but a little surplus of No. 1 
common edge widths. There has been little 
buying of 4/4 edge box, either air or kiln 
dried. 

Some large box makers and other indus- 
trial users are holding up shipments, because 
business has been light. There is a better 
demand for 4/4 No. 1 stock box, rough and 
dressed, and good bright air dried is hard to 
find at small mills. The retail yards hold off, 
and then expect immediate shipments. The 
demand for crating has been rather good. 

Orders for mixed cars of flooring etc. have 
been more plentiful, but total is still below 
normal. Prices of flooring show a narrower 
range, but the low prices are no lower than 
they were thirty days ago. Kiln and air dried 
roofers have been rather quiet. Air dried 
has shown more life than kiln dried. Because 
of bad weather, air drying mills have been 
able to maintain prices. 
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Macon, Ga. 


Feb. 8.—Roofer mills continue to operat, 
a small way in this territory. In some gm 
tions, production has been considerably ; 
creased, more mills are running than in & 
eral months. Railroads report a considera) 
movement to the Northeast and also to 
seaboard for export. A considerable amoy 
of pine also is being used in local constr, 
tion work. 

Longleaf manufacturers are still fairly wey 
supplied with orders. Railroads continue ,, 
be good buyers. Some stock is being Dur. 


chased for export. Inquiries are probab) 
heavier than in many months. 1 
Volume of hardwood bookings is limite 


Buyers for furniture and for automobile bog 
plants have been placing some orders. Som 
purchases have been made for export. Mog 
of the orders are from the East, and inclu 





practically all woods. There has been y 
improvement in prices, though manufacture, 
say that the market is a little firmer. Hay, 
wood production has not been increased, 


Birmingham, Ala. 


Feb. 8.—Continued rains have practically 
stopped all logging in Alabama. Small milk 
have been idle for more than a month 
Larger mills continue to operate on 2- t 
5-day schedules. Mill stocks are about ey. 
hausted. q 

Retail yards buy only small lots in mixej 
cars, and rural trade is better than city 
Building permits in Birmingham are at, 
very low level. Demand for western pattem 
and flask lumber as well as trim is slowing 
down. Inquiry from railroads and car shop: 
is limited. 

Some items of No. 2 common are in fair de. 
mand, but uppers are dull. No. 2 common 
siding and flooring are moving at $12, mill} 
base, with all items of No. 3 flooring going 
at $5.50 to $6, mill. No. 3 shiplap, 1x8- ané 
10-inch, and 1x6-inch S2S&CM flooring are $ 
to $7.50, and 1x10- and 12-inch S4S No. 3 com- 
mon is $8@9. Dropping grade of flooring 
ceiling, siding and finish is being bought af 
a substitute for No. 1 common. Conservative 
mill lists of Feb. 1 are about in line with 


those of December and January. Flooring 
B&better 1x3-inch is $22, and 1x4-inch 
$20@21. No. 1 common flooring is $10 for 


3-inch, and $17 for 4-inch. No. 2 flooring ad 
vanced all along the line to $12, with stock 
limited. Longleaf timbers are in increase) 
demand, and steady in price. Shortleaf stock} 
is tringing about $2 under longleaf for sizes 

above 8x8-inch. Factory flooring is slow at 

$12, mill base. Air dried longleaf 1x12-inch® 
No. 1 boards, assorted lengths, are being} 
sold at $20, mill. Long joists are in fair call} 
but low priced. : 


St. Louis, Mo. 


Feb. 8.—Southern pine representatives re-§ 
port shipping conditions somewhat improved,= 
orders being loaded out that have been de-® 
layed for a week or ten days by continued 
rains. Considerable buying is_ reported, 
principally of fill-in items, dealers. still} 
being inclined to reduce rather than increase = 
their inventories. Railroad buying is inf} 
better volume than during the latter part) 
of last year. Industrial purchases are still © 
running at a low level. Reports indicate © 
that certain prices are weaker. 

Bé&better flat grain flooring, 1x4-inch, sf 
$27.50@28 for small-mill loading; $28.50@30 
for large-mill stock; straight cars of 10-foot, 
$23.50@24; 12-foot, $24.50@25.50; 16-foot and 
longer, $30@31. No. 1 common dimension, 
2x4-inch, 10- to 20-foot, is $18.50@19.50, for 
small-mill stock; $20.50@21.50 for large-mill : 
stock; 8-, 9- and 10-foot, $17@17.50. No. ay 
boards and shiplap, 8- and 10-inch, are7 
$18@18.50, for small-mill stock; $19@20.50 § 
for large-mill stock. B&better car siding, 
1x4-inch, 9-foot, is $28.50@29; 10-foot, 
$27@28. Car lining, 1x6-inch, No. 1 commod, 
16-foot, is $25@26; 18-foot, $27.50@28 for alr 
dried stock; kiln dried stock, $2 additional. 
Above prices are f. o. b. St. Louis. 

Transit car lists are showing some in- 
crease, but sales extremely difficult, even at 
low prices. ; 

West Coast representatives report 
bookings and inquiries extremely light, with 
prices very unsatisfactory. : 

Hardwood buying is still very spotty, with 
buyers searching for bargains, even in such 
items as are required. Oak flooring sales 
continue at a low level, and prices remain 
unchanged. 
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Creosote Oil Prevents Decay 
and Termite Damage 





FOUNDATION 
TIMBERS 


LUMBER 
POLES 


TERMITES 


Write for booklet telling how Termites destroy foun- 
dation timbers. For permanent prevention, use A & L 
Timber, Pressure Treated with Pure Creosote Oil. 


AYER & LORD TIE Co 


Plants—Carbondale, Ill., Grenada, Miss., Louisville, Ky., 
North Little Rock, Ark., Montgomery, Ala. 


Marine Ways—Paducah, Ky. 


RAILROAD 
CROSS TIES 


FENCE POSTS 
PILING 

















Ohio “Reconstruction Convention” 


(Continued from Page 43) 

cates of merit to yards having exceptionally 
high standing in the Clean Yard contest (yards 
having mills), though not the highest standing 
were awarded to the Allen County Lumber & 
Supply Co., Lima, Ohio; Clark County Lumber 
Co. Springfield, Ohio; Lyman-Hawkins Lum- 
ber Co., Akron, Ohio; C. S. Garretson Lumber 
Co., Ashland, Ohio; Hyde Park Lumber Co., 
Cincinnati, Ohio. In the classification of yards 
without planing mills, Certificates of Merit 
were awarded to the Lakewood Lumber Co., 
Rocky River, Ohio; Gordon Lumber Co., Lake- 
side, Ohio; Rinderknecht Lumber Co., Dayton, 
Ohio; Steinman Bros. Lumber Co., Bluffton, 
Ohio; Ansonia Lumber Co., Ansonia, Ohio. 

The speaker of the evening was Rabbi Jacob 
Tarshish, the brilliant speaker who is well 
known to radio audiences. Rabbi Tarshish 
spoke on the relationship of the depression to 
personal and moral values. 


FRIDAY MORNING 


Friday morning Don Battelle, the associa- 
tion accountant, presented a digest of the rec- 
ords of 72 Ohio yards. This constructive presen- 
tation was too complex for a brief summary, 
but Mr. Battelle drew a good many highly use- 
ful operating deductions from his figures. The 
small yard, with a volume ranging from $70,000 
to $120,000 seemed last year to have the best 
chance for making profits. The big-city yard 
had the best record for collections. Mr. Bat- 
telle emphasized the statement that the chance 
for profit in the near future lies in a fair mark- 
up and not in the hope for volume. “All your 
eggs are in one basket,” he said. “Better watch 
that basket.” 

Arthur Hood, of the National Homes Fi- 
nance Corporation, stated that despite the 
gloomy showing of statistical records for the 
last year he was certain that some retailers 
would make the greatest profits of their ex- 
perience in the next five years. A great mail- 
order house showed a fine earning record last 
year in the house-building field, as did a good 
many individual retailers. 


Dealer Contact Keynote of New Era 


The keynote of this new building era will be 
dealer contact with the owner, on a unit-selling 
basis. One reason that home building has 
fallen into disrepute has been the lack of this 
contact and of co-ordinated responsibility. 
There has been uncertainty of price, pressure 
toward low quality and lack of interested re- 
sponsibility on the part of the agent making 
the loan. 

Mr. Hood read from two remarkable charts, 
Prepared by the National Homes Finance Cor- 
poration. The first was “The Downward 
Steps to Poor Quality Homes.” It included 
such items as unrelated ideas and amateur ad- 





vice in design, disguised uniformity, overdone 
externals, price bids for a profit tending toward 
a cheapened construction, high promotional 
costs, cheap out-of-sight materials and work- 
manship, affected by the lowest bid, financing 
uncertain because of uncertain sources of money 
and value inflation, all resulting in questionable 
value, rapid deterioration and low resale value. 
The “Upward Steps to High Quality” included 
carefully appraised building lots, designs by li- 
censed architects, one central responsibility, 
materials selected with an incentive toward high 
quality because of this responsibility, compe- 
tent builders, supervision according to - pre- 
scribed standards and financing in which the 
National Homes Financing Corporation, the 
dealer and the owner are all interested partners. 
This results in high value, slow depreciation 
and a strong incentive to pay out. This pic- 
ture involves dealer control under proper or- 
ganization. 


Report of Resolutions Committee 


The resolutions committee, reporting through 
Chairman Arch Klumph, approved the Fed- 
eral home loan act and urged the Reconstruc- 
tion Finance Corporation to consider favorably 
the claims of home owners. It urged the pol- 
icy of deliberate planning of production and 
distribution and re-endorsed the distribution 
statement. It extended thanks to the South- 
western association in adopting a resolution op- 
posing discriminatory roofing discounts. And 
it urged that retailers, selling in car lots, be 
given the same discounts that are allotted to 
other distributors handling like shipments. 

Dr. Julius Klein, assistant secretary of com- 
merce, the final speaker, dealt with “Marshal- 
ling Your Resources for 1932.” The retailer, 
Dr. Klein said, is in a strategic position in the 
present situation, for he is on the front firing 
line. All other elements of business find their 
focus and the final hope of success in his ef- 
forts. The retailers of the United States, in 
all lines, manage 1,500,000 businesses with a 
weekly, payroll of about $100,000,000. Trade 
organizations have important functions and help 
explain why America has come through the 
storm better than has any other country. The 
business service bulletins of the Department of 
Commerce are made possible by the co-opera- 
tion of these groups. Associations help build 
morale by the transmission of information and 
the exchange of experience. Dr. Klein paid a 
high tribute to the Ohio association. 

Efforts are being made to thaw the frozen 
assets of the country; and American business 


may be frozen. 
able history as a building material iu point 
of service, fire resistance and strenyth. 
people do not buy history. 
factors and the information for the manage- 
ment of business in the present it is often well 





CLASSIFIED ADS PAY. 
A Company Used 169 
Lines in One Issue. 


should be glad it has assets, even though they 


Lumber has a long and honor- 


But 
In collecting the 


to see what is happening in other fields. Not 
long ago the Department of Commerce pub- 
lished a grocers’ geography, showing the dis- 
tribution centers, rail connections and the like. 
A manufacturer of paper got one of these 
copies and said it was of the utmost value to 
him. 


Study of Lumber Business Soon to Be 
Released 


Doctor Klein described analyses made by the 
Department of Commerce, of various businesses, 
such as groceries and drugs; and these studies 
reduced bankruptcies in these lines by about 75 
percent. He described a study of lumber over 
the United States; which is soon to be re- 
leased. Advance figures show that there are 
24,300 lumber retailers in the country, with in- 
vestments exceeding two billion dollars. There 
are 1,181 retailers in Ohio; and in 1929 their 
sales amounted to $111,447,000. Turnover aver- 
aged 3.4 times. Seven and a half cents out of 
each retail dollar in Ohio went to lumbermen. 
Lumber itself accounted for 44.2 percent of 
lumber yard sales. 


In closing Doctor Klein refused to make pro- 
phecies about the future. He stated that the 
Reconstruction Finance Corporation and other 
parts of the President’s economic program 
should have beneficial effects. He mentioned 
especially the efforts to stop hoarding as a mat- 
ter of great importance and promise. 

The officers of the association are elected by 
the directors. The officers for the coming year 
are: 

President—Jud Yoho, Youngstown, Ohio. 

First vice president—Homer Ballinger, 
Springfield, Ohio. 

Second vice president—William Smith, Ak- 
ron, Ohio. 

Secretary—Findley M. Torrence, Xenia, Ohio. 





Week's Loadings of Revenue 
' Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
Jan. 30, 1932, totaled 561,157, as follows: 
Forest products, 18,971 cars (a decrease of 584 
cars below the preceding week); grain, 32,982 
cars; livestock, 21,225 cars; coal, 108,161 cars; 
coke, 5,205 cars; ore, 2,816 cars; merchandise, 
187,979 cars and miscellaneous, 183,818 cars. 
The total loadings during the week ended Jan. 
30 show a decrease of 1,781 cars below the week 
immediately preceding. 








54 


AMERICAN LUMBERMAN 


February 13, 1939 





| CHICAGO 











A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 
















they start in 
- yusiness Red 
papel Book credit rat- 


Wings and reports 
are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Codllection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 


CUMCYS BED BOOK SERVICE 
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Hardwood 
Lumber 
Quned ond © CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 
11 SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 

















| Fix Your Credit Loss 
in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the | 
mark, you, only, know! Because of pres- | 
ent conditions, your credit loss is more | 
of a problem than ever. | 

If the year’s total covered credit losses | 
exceed a certain previously agreed upon 


percentage of your gross sales, we repay 
the excess. j 
Thus your credit loss for twelve | 


months is determined 

nothing can increase it. 
The cost of Credit Insurance is small 

compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
OF NEW YORK 


511 Locust St. 220So0.State St. 537 Mer. Exch. Bldg, 
St. is, Mo. Chicago, Ill. San Francisco, Cal. 


in advance and | 
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Foreign Forwar- 
ders, Customs 


Richard Shipping Corp. 


44 Beaver Street. NEW YORK 


: Brokers. We 
Ocean Freight Brokers [nic2ilcasss 
tend to collection 

and Contractors of invoices. 


Special department handling export lumber shipments 











LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 
HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, III. 
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Newsy Notes of Persons and Places 





J. H. Flack, of the C. M. Gooch Lumber 
Co., Memphis, Tenn., was in Chicago last week 
a few days, and visited friends in the local 
lumber trade. 


A. B. Ransom, of the Ransom Hardwood 
Lumber Co. (Inc.), Nashville, Tenn., was in 
Chicago on Friday and Saturday of last week, 
and called at lumber offices here. 

E. L. Gibbs, of Boston, Mass., left last week 
to tour the South by automobile, and was just 
in time neatly to avoid the worst winter storm 
3oston has known in a dozen years. 

Frederick J. Caulkins, of Boston, Mass., sec- 
retary-treasurer of the Massachusetts Whole- 
sale Lumber Association, is chairman of a com- 
mittee soliciting contributions from lumber 
merchants in co-operation with a campaign to 
raise $3,000,000 for the relief of unemployment. 

Dean Cook, of Madera, Calif., sales manager 
of the Madera Sugar Pine Co., was in Chicago 
Monday and called on local lumbermen. He 
told C. C. Vanlandingham that there is more 
lumber business on the West Coast than any- 
where else in the entire country, judging by his 
own firm’s experiences. 

E. A. Stewart and W. M. Stewart, of the 
E. A, Stewart Lumber Co., Beebe, Ark., manu- 
facturers of thick oak and furniture dimension, 
were in Chicago all last week visiting at the 
home of their local sales representative, John 
T. Baldwin, of the Nat. F. Wolfe Lumber Co. 
They left Monday morning to return home, by 
automobile. 


Henry R. Isherwood, of St. Louis, Mo., sec- 
retary-treasurer of the Concatenated Order of 
Hoo-Hoo, arrived in Chicago Tuesday night to 
attend part of the annual convention of the IlIli- 
nois Lumber & Material Dealers’ Association. 
A big dinner and concatenation had been planned 
for Tuesday night, but it was necessary to call 
this event off. A small group was rounded up, 
however, by Tom Moore, the “old wheel horse” 
of Chicago Hoo-Hoo, and a profitable session 
was enjoyed. 

The Lake Superior Piling Co., of Chicago, 
last week was awarded a Government contract 
for 300 carloads of southern pine piling, de- 
livery of which was due to start this week. It 
will be used for flood control work on the Mis- 
sissippi and Missouri rivers. This company, of 
which Carl Gewalt is the manager, is the sales 
organization for the Houlton Timber Co., a con- 
cern that got its start nearly sixty years ago 
when Charles Houlton brought a cargo of poles 
in from Minnesota, dumped them just east of 
the present site of the Chicago Tribune tower, 
and then lived on free lunches at the saloons 
until he managed to sell some of the piling. 





Cypress Sales Group Liquidating 


JACKSONVILLE, FLA., Feb. 8.—The Gulf Red 
Cypress Co., this city, is in the process of 
liquidation. Organized many years ago in 
Savannah, Ga., by the late W. S. Hollister it 
was for many years the outstanding sales or- 
ganization of the cypress industry representing 
southeastern mills. Loss of members through 
exhaustion of timber supplies gradually caused 
the company to contract its operations until its 
stockholders recently decided that it would no 
longer be profitable to continue actively in busi- 
ness. The office in the Greenleaf-Crosby Build- 
ing in Jacksonville will be kept open for a time 
for the purpose of attending to the many mat- 
ters incident to liquidation. 

The principal members of the Gulf Red 
Cypress Co. for the last several years have been 
the Burton-Swartz Cypress Co. of Florida at 
Perry, the Everglades Cypress Co., Loughman, 
Fla., and the Big Salkehatchie Cypress Co., 


Varnville, S. C. E. C. Glenn, of Varnyitle 
S. C., has been president of the company sing 
the death of Mr. Hollister. Mr. Glenn has 
long been an important figure in the cypress 
industry. He served for several years as presj- 
dent of the Southern Cypress Manufacturery 
Association and has been an active and cop. 
structive member of that organization prac. 
tically since it was formed more than a quar. 
ter of a century ago. 

W. W. Simmons, who has been manager of 
the Gulf Red Cypress Co. for some time and 
long a member of the sales staff, will continye 
in the service of the company for a time at 
least to supervise its liquidation. 

It was announced recently that the Burton- 
Swartz Cypress Co. of Florida had taken over 
its own sales as of Jan. 1, and sales headquar- 
ters of that company are now at Perry, Fila, 
under direction of John A. Bruce. Sales of 
the Everglades Cypress Co. are now also han- 
dled direct from the offices at Loughman. While 
the plant of the Big Salkehatchie Cypress Co, 
at Varnville, S. C., has been cut out for more 
than two years, Mr. Glenn still has a large 
stock of lumber and it is assumed that he will 
supervise its orderly disposal from his office at 
Varnville. ' ; 


Hemet 





Managership Changes 

T. H. Potter, who for thirty years has been 
the manager of the Green Bay Lumber Co.’s 
yard at Harlan, Iowa, has retired. Bruce 
Potter, who has been employed by the com- 
pany several years, will succeed him, but will 
also continue as the firm’s field representative. 
P. M. Lausen, employed by McGregor Bros. 
& Co. at Milbank, S. D., has been transferred 
to Laurens, lowa, to become manager of the 
company’s yard there. He succeeds H. P. 
Schoonover, who on March 1 will become man- 
ager of the company’s yard at Humboldt, Iowa. 
Harold Miller, who has been manager of the 
Home Lumber Co.’s yard at North English, 
Iowa, for fifteen years, has been transferred to 
Crawfordsville, Iowa, to become manager of 
the firm’s yard there. The vacancy at the 
North English yard will not be filled at present. 





More Than Funds: A Fish Story 


Ocpen, Utan, Feb. 6.—It is not enough to § 
subscribe funds for the relief of the unemployed, 
is the belief of some local lumbermen, who are 
doing some relief work “on their own.” 

After 8 o’clock each morning any one in need 
may come to the Wheelwright Lumber Co.'s 
yard and get some fish to take home and cook 
and eat. The fish are hauled by truck loads 
from Utah’s fresh water lakes, to relieve suffer- 
ing in Utah’s second-largest city. The lumber 
company takes care of the trucking. One of 
the officials of the company is Hyrum B. Wheel- 
wright, president of the Utah Lumber Dealers’ 
Association. 
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Forester Chosen by University 


IrHaca, N. Y., Feb. 8—Ellwood Wilson, 
forester for the Laurentide Paper Co., Quebec, 
has been appointed head of the department ol 
forestry at Cornell University, succeeding Prof. 
Samuel N. Spring, who recently resigned to g0 
to the New York State College of Forestry at 
Syracuse University. F 

Mr. Wilson holds degrees from the University 
of the South and from the University of Penn- 
sylvania, and also has pursued further studies 
in his chosen field in both Germany and Eng- 


land. He became manager of the forestry divi- 
sion of the Laurentide company in 1905, and for 
more than a quarter-century has taken a proml- 
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nent part in Dominion forestry activities. He 
started the first commercial reforestation in 
Canada, and the first co-operative fire protec- 
tive association ; and he was the first to use 
airplanes for fire protection and forest mapping. 
In 1930 he was president of the Canadian For- 
estry Association. 
There Really Is Some Building 

Here is some of the building being done in 
the Chicago area: aid : 

A few years ago the Millington Farmers 
Elevator at Millington, Kendall County, burned 
to the ground. Within ‘the last month the 
farmers got together and rebuilt it and painted 
it, and now it is being filled with grain. 

"In the neighboring county of DuPage the 
county board expects to either build a new 
court house at Wheaton or remodel the old 


e. 
a Krause, Norwood Park, has under way 
the rebuilding of a residence built fifty-two 
years ago. The contractor reports that the 
siding which has been in use over a_half- 
century is still in sound condition, but it is 
being replaced with shingles. 

Otto Framke, of the Park Ridge Lumber Co., 
reports that a decided renewal of the demand 
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for wood lath is noticed. The-call is for north- 
ern pine and balsam. His firm has also noticed 
an increased call for 5 to 2 cedar shingles. 

On a big lot in Cuttriss Place, Park Ridge, 
a new residence called for a considerable supply 
of lumber. The house is being built by John 
Paulson, contractor, and is costing $25,000. 
The Park Ridge Lumber Co. has furnished 
the material for a new capacious barn, now 
almost ready for paint. 

The Park Ridge Country Club seems to have 
caught the improvement fever. This organiza- 
tion, in which there are a number of well 
known lumbermen, is now laying pipe to carry 
water to sprinkle the fairways. The club is 
also making sundry improvements for which 
lumber is being hauled to the premises. 


Opens Office in Houston 


Houston, Tex., Feb. 8.—L. J. Boykin, repre- 
senting the Frost Lumber Industries, of Shreve- 
port, La., has established an office in Houston. 
It is understood that his principal contact will 
be with the railroads and large wood using 
industries. Mr. Boykin is well known here, the 
Boykin Lumber Co., of which he was presi- 
dent, having maintained headquarters in Hous- 
ton for many years. 





Inquiries Active; Sales Slow 


Buyers Hold Back on Distress Offers 

CincInNATI, On10, Feb. 8—The difficulty of 
turning inquiries into orders is complained of. 
Consumers apparently are badly in need of 
stock but they were delaying their purchases as 
much as possible, probably in the hope that fur- 
ther softness will develop in prices. Dealers 
admit that there is considerable distress lumber 
being offered by mills in both the Appalachian 
and southern hardwood districts. There is a 
better inquiry from eastern wholesale yards, 
docks in that territory being low. Some auto- 
mobile body builders and implement factories 
are coming into the market. Planing mills and 
interior trim factories are doing a little buying. 
Sound wormy oak, 4/ and 6/4, is moving fairly 
well, and there is a good demand for sound 
wormy and FAS chestnut. Top grades of oak, 
poplar and gum are wanted by furniture fac- 
tories, and there is a constantly improving call 
for oak flooring, which is supplanting maple in 
this market. Some inquiries for ash and maple 
have been received from railroads, for use as 
decking and making car repairs. 

Softwoods are dull, with orders mostly for 
mixed carlots. Business is slowing up again, 
and prices continue easy. 


Though Many Items Are Scarce 
Prices Remain Low 


MemPuis, TENN., Feb. 8.—A slight improve- 
ment in the hardwood demand has been noted 
in the last week or ten days, but it is still far 
below normal, with prices exceptionally low, 
despite the fact that many items are becoming 
scarce. Production about 20 percent, and 
sales are about 35 percent, of normal produc- 
tion. Most manufacturers are determined not 
to operate until sales have shown some improve- 
ment, and high water js enforcing curtailment. 
Weather conditions have shown some improve- 
ment but high water throughout southern pro- 
ducing territory can not be expected to recede 
in less than six or eight weeks, so production 
can not possibly increase for many weeks. 

Business is coming from the furniture and 
automobile manufacturers, and an _ occasional 
Sale of some size is made to flooring manufac- 
turers, who are expecting to start their plants 
again aiter the first of March. Some fairly 
good orders have been placed during the last 
week by body plants. Furniture manufacturers 
are buying to take care of orders received at 


is 


For Current Market Prices on 


their shows. There has been a slightly better 
demand from box and crate manufacturers. 
Practically no demand comes from manufac- 
turers’ of interior trim, sash and doors. 

English buyers have apparently re-entered the 
market, but the 10 percent tariff is sure to slow 
up buying. It has caused much concern among 
exporters. The general opinion is that the 
tariff will affect shipments for the early part of 
this year, and may result in reduced consump- 
tion of hardwoods by English manufacturers. 
Many exporters feel that business is so small 
that it could not be greatly decreased. 


Eager Sellers Make Low Offers 


30sTON, Mass., Feb. 8.—After a mild, open 
January, with a lack of snow even in northern 
New England that was worrying lumbering op- 
erators, a terrific blizzard struck the Northeast 
last Thursday and left eighteen inches to two 
feet of snow, disrupting traffic, tying up high- 
ways and causing some loss of life. 

Plain white oak is moving rather better than 
some other items on the hardwood list, and dis- 
tributors have had difficulty in finding «certain 
grades and sizes. Poplar also is meeting with 
mere attention. The common grades of chest- 
nut are now in fair demand, and the reduced 
offerings encourage firmer quotations. There is 
still very little interest in quartered oak, and 
the ample offerings prevent strengthening of 
quotations. Orders for hardwoods are inyari- 
ably for quite moderate assortments, and the 
usual insistence upon very prompt shipment 
confirms the reports of exceptionally light 
stocks in the hands of consumers. The lull in 
export trade continues. The tone of hardwood 
prices can not be described as firm, or even 
steady, and quotations made by some eager 
sellers are nothing: less than remarkable. 

Flooring is still moving slowly at irregular 
prices: Plain. white -oak, clear, $56@62.50; 
select, $46@52.50; No. 1 common, $38@42.50; 
first. grade Michigan- maple, $56(@58.50; first 
grade Michigan and Wisconsin birch, $52. 

Quotations 4/4 lumber, FAS and No. 1 com- 
mon: Ash, $68@77 and $41@45; basswood, $61 
(@66 and $4245; beech, $67@72 and $46@50; 
birch, $65@75 and $4552; maple, $70@75 and 
$44@48; oak, plain hard red, $71@74 and $51 
@54; plain hard white, $85@90 and $53@55; 
plain soft white, $105@110 and $58@62; quar- 
tered medium texture white, $110@120 and $70 
@75; quartered soft white, $135@140 and $78 


Hardwoods See Pages 58 and 59 














AN ENDLESS CHAIN 


That’s just about -what Brown’s 
Supercedar closet lining amounts 
to. A few homes which boast a 
Supercedar lined clset will open 
up prospects right and left in your 
vicinity —It is characteristic for 
owners to proudly display their 
“clothes vault” to their visitors and 
guests. 





This fine product is widely known 
for its superior quality and high oil 
content. Supercedar is guaranteed 
90% or more red heartwood and 
100% oil content —the necessary 
quality to be thoroughly moth 
repelling. 


Brown’s Supercedar closet lining 
affords a steady source of generous 
profits—Sells easily and grows in 
popularity. Easy to install in old 
closets and inexpensive in new 
homes as it eliminates the need of 
lath and plaster. 


Send today for free sam- 
ple box and quotations 


s 
GEO. C. BROWN & CO. 
MEMPHIS, TENN. 


LARGEST Manufacturers of Aromatic Red Cedar 
in the World. 
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Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 





















Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 
Denver 
San Francisco 




















arkor 'S Sense ress mes 
rimerless 


utty~ 


No Primer of any kind is 
needed. It is applied to the 
bare wood and works just 
as well on bare wood as if 


primed. 
Is Just Whatthe Name Implics ALSO USE AND SELL— 
“Parker's” Calking Putty. ‘‘Parker’s’’ Steel Sash Putty. 


“*Parker’s’”’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
ER TT 


WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama-Pactic GRAND PRIZE 
international Exposition L epsnnepenneneonananed 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AXES-LOGGING TOOLS AND DROP FORGINGS. Daily fac- 


tory capacity 3500Axes & Tools 
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@85; poplar, medium texture, $70@75 and $40 
@42 (saps, $48@51); soft, $95@100 and $47 
@51 (saps, $63@68). 

The Palmer & Parker Co. received 122 ma- 
hogany logs and 78 tiama logs from Grand Bas- 
sam, Africa, last we@k. One line of trade ex- 
pected to expand in the near future is the radio 
business, 

The Atlantic Lumber Co., of Boston, occupy- 
ing an entire floor of the handsome new office 
building, One State Street, is preparing to cele- 
brate the fortieth anniversary of its prosperous 
business. Specializing in the wholesale distri- 
bution of hardwoods, the enterprise is one of the 
oldest and largest in its line in the country. The 
present executives of the corporation, all of 
whom reside in Greater Boston, are Edward V. 
French, president ; George E. French, treasurer ; 
Thomas J. McHugh, vice president; Eber Jor- 
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dan, comptroller; George E. Currier, secretary, 
and George E. Wentzell, traffic manager. 


Demand Is a Little Better 


LouisviLLe, Ky., Feb. 8.—General demand is 
just a shade more encouraging, but prices are 
not improving, though stocks have been reduced 
by heavy curtailment of production. The 10 
percent ad valorem tax to be added to ship- 
ments to Great Britain on March 1 may curtail 
export business. Some concerns complain that 
shipping instructions on domestic contracts are 
so slow in coming through that they will have 
to take some losses on degrades. Some FAS 
and No, 1 red oak has been sold, a fair amount 
of inch common ash for export, some FAS sap 
gum, in the regular 6 to 12-inches wide; and 
some 13-inch and up stock; also some common 





HERE'S PROOF! 


Lignasan-Dipped Lumber 


Dries BRIGHT 


Dipping one end of board 
proves effectiveness of 
LIGNASAN against sap-stain 


LOUISIANA mill recently conducted a 

test with Lignasan, dipping only one end 
of sap gum boards before stacking them in the 
seasoning pile. After sixty days on sticks the pile 
was dismantled and the stock examined for sap- 
stain. The unretouched photograph on the right 
strikingly illustrates the result, Lignasan pre- 
venting infection by stain- producing fungi on 
the dipped bottom ends, while the undipped top 
portions are badly stained. 

In the Southern states alone, more than 100 
pine and hardwood operators are using Lignasan 
because of the convenience of application in 
COLD SOLUTION, freedom from yellowing of 
lumber, and LOW COST of treatment, and are 
deriving the benefit of greater sales by offering 
buyers BRIGHT LUMBER. 

Brighten 1932 sales with all-bright lumber. 
Start today by filling in coupon below. Prices 
and more detailed description will be sent you 
by return mail. 


QU PONY 


8C6. u. 5. pat. ort 


LIGNASAN 


Prevents Sap-Stain 
Keeps Lumber Bright 
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The picture tells the story! 


Lower ends of Sap Gum boards dipped in 
LIGNASAN before stacking. Upper ends were 
left undipped. 











Gentlemen : 








E. I. DU PONT DE NEMOURS & CO., Inc., Organic Chemicals Department, Wilmington, Del. 


ntlen I would like to know the easy, inexpensive way to get Bright Lumber. Without 
obligation, please send me full details and prices of Lignasan. 
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and select sap gum. Some movement has be 
reported in FAS cottonwood, 6- to 12-inch wig 
Some 8/4 log run sycamore has been bough: 
for automobile plant use. Flooring oak is quig 
Wormy oak is scarce. Magnolia, maple and da 
are still draggy. Prices are as follows on ing 
stock, f. o. b. Louisville: White oak FAS a, 
priced at around $85 for Kentucky, $70 {, 
southern; common, $40@45; quartered whi, 
oak, FAS, Kentucky, $120; southern, $1 
common, $50@55. Red oak, FAS, $60; cop. 
mon, $38@40. Poplar, FAS, northern, $4. 
southern, $60; saps and selects northern, $ 
southern, $40; No. 1 common, northern $35@ 
40; southern, $35@40; 2-A, $24@27; 2-B, gi 


Walnut, FAS, $170; select, $120; No. 1 con.8 
Gum, FAS, sap, $39: 8 


mon, $65; No. 2, $32. 
common, $24; quartered sap, $36 and $28; plain 
red, $65 and $35. Ash, $60 and $35. Cottop. 
wood, $35 and $25. 
Beech, log run, $30. 


Preston P. Joyes, treasurer, W. P. Brown t 
Sons Lumber Co., Louisville, today announce 


that it had decided to close down all prody. 
tion, both pine and hardwoods, until such a tim 
as lumber started selling at above cost of many. 
facturing. 
Fayette, Ala., which have been operating fou 
days; and the Guin (Ala.) plant, that has been 


running six days, will all be down by Feb. 25,8 


All logging has stopped. The three mills have 
been cutting about four million feet a month 
The company’s stocks are lower than for fifteen 


years, and 60 percent below what they were 


two years ago. 


Few West Virginia Mills Operating 


E_xins, W. VA., Feb. 8.—There is no more 


activity at the hardwood mills in West Virginia 
than in recent months, for officials of various 


companies returning from eastern markets re-f 


port that prospects are better for a resumption 
of buying in the spring, owing to the fact that 
banks in those markets expect soon to begin ex- 
tending credit for building operations. At pres- 
ent it is difficult to find a market for any kind 
of hardwood, and most of the larger companies 
are not operating their mills. 


Domestic Buyers Take Gum; Oak 
Being Exported 


JACKSONVILLE, FLa., Feb. 9.—Hardwood de- 
mand has shown a decided gain during the last 
two weeks. Domestic business is showing 
marked improvement. For a time, there were 
practically no domestic shipments. The princt- 
pal movement has been of No. 2 
gum. No. 1 common and FAS have also been 
moving much better than in previous weeks. 
Red and white oak demand has picked up con- 
siderably and prospects are that oak shipments 
during February will be larger than those of 
November and December, which 


months. Most of the oak has been exported, 
there being little domestic demand for this 
species. 


Some Oak Flooring Items Are 
Stronger 


WarrEN, ArK., Feb. 8.—An increase in in- 


quiries for, and firming of prices on certaill § 
items of oak flooring which are becoming scarce, 


has been reported. No. 1 white and red oak 


tsx2%-inch has been in particularly good de- | 


mand, and current prices average $8 to $10 over 
those prevailing ninety days ago. 

Production of hardwood has been limited by 
heavy rains. There is little prospect of the 
mills accumulating one-half the normal supply 
of logs within several weeks. Most mill own- 
ers believe the excessive wet will force prices 
higher on all items of hardwood in the neat 
future. Any pick-up in demand will strengthem 
them. Small operators throughout this district 
are less active than they have been at any time 
since the record flood of April and May, 1927, 
and their stocks are correspondingly much 
smaller. 


Magnolia, $40 and $y.0 


The mills at Caryville, Fla, an 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 


Exchange, New 
have been inserted 


West East West East 
Side Side Side Side 
coring, Standard Partition, Standard 
Floor rengths |, Lengths 
1x3” rift— % x4” — 
pabetter B&better . 24.38 30.00 
shortleaf.. 49.61 50.12|\Drop Siding, Standard 
Longleaf ..*51.33 *55.00 Lengths, 1x6” 
ae bem No. 117— 
Shortleaf.. ..-- 44.00 |B&better . 25.33 access 
Longleaf... .--. 48.50 i ee 23.94 24.13 
No. 2..+- 27.00 30.53 |Assorted patterns— 
1x3” flat B&better . 24.63 24.00 
grain— a Bawkws 23.15 23.12 
petter . 25.03 25.87 Plaste 
paaeier - 3135 3198luniue es 
a, 8.020 13.32 12.72\No. 7..... 255 2.48 
ix4” rift— BO. Beeeee 1.52 1.48 
B&better 
ceentiont.. 00.76 961.75) “RES Beem, 
No, 1— B&better 
Shortleaf..*40.00 40.50|)Inch thick— 
No. 2....- er 8 1 =e 26.66 26.81 
1x4” flat — ree? 28.39 28.53 
grain— ase ee aa ets 30.11 
26.63 9.5510 «neces d t 
— 22.58 s2.6e ee eer 51.39 48.05 
Wh. Bi ses< 12.81 12.61 |5&6/4 thick— 
£6, 8" ...6 1.0 @C.6 
Ceiling, Standard 5&10” - 52.14 44.25 
Tengths a nave: 67.66 61.63 
xi" Inch thick— 
B&better . 20.00 *21.00 ” F 7.25 *18.00 
No. lowes sees *17.16] 6» “""""* 57°90 91°95 
5x4"— ee tama 27.00 22.10 
B&better . 19.80 18.02]10” ...... 32.41 28.13 
pe ae SE3G FRCS vacses 43.00 36.00 











Orleans, La., for sales made in the period Feb. 1-6, but, where prices for this period were not available, prices for Jan. 25-30 
and distinguished by asterisk: 





West East West East West East West East 
Side Side Side Side Side Side Side Side 
— 2 No. 2 Shiplap and No. 1 Shortleaf No. 1 Longleaf 
B&better— Boards, Std. Lgth. 2x4” Dimension — Dimension 
= = 12 & 14’... 16.55 14.93)2x ; 
_— smlat 6k Me ree 1TAT 17.85/12, & 14’... 16.00 18.27 
Bsetedte 27.00 22.50|1x10" .... 14.15 12.26 oy i a 
Ot daca 29.04 27.50 |Longleaf— 12° 11. , 
12” ...... vies *44.00 li xg", -... 14.96 19.11]16" eee 14.52 12.46/78,& 14%-- 1030 #1419 
5&6/4 thick— 1x10” 1... 15.00 14.43 |2x8" aserrees 
4-3" 29.50 32.50 2 & 14’ 14.26 12.96|¢x 
12” 70011. 62:75 “.2..] Mo. 2 Boards, 1x12” |16’ ....... 16.35 13.38/12, & 14’... 18.08 18.08 
Standard Length 2x10” wt ereee . . 0 
Casing & Base 10-20 9 2a 18.18 17.19|2%10 
Shortleaf.. 17.25 12.80!12) - eee *16.62 
Bé&better, Longleaf.. 22.80 22.75j)14) ------- 18. 17.1954, "*** ot EG 16:00 
1x4 & 6”.. 35.46 30.75 Ri: ET sckowes 20.38 17.83/12, ------- ~— oo 
Car Siding, Lining 2x12” Bei¢ies 0s ecee - 
Casing, Base & Jamb Boo ’ 2x12 
and fing 12 & 14 22.39 19.90 . 
10-20’ B&bette F Geese 24.92 21.33|12,& 14’... 2. 30.25 
B&better— . . - a vas ae 00 92°66 ‘ = a eeeeeee 33.25 38.17 
x8” ..... 35.25 30.58|1x4” 16’... .... 22. No 0 
_— ” ’ No. 2 Longleaf 
1x5&10” .. 40.70 39.25 ie bo 2175 hes, OO Dimension —_ Dimension 
wee hag ize es 15.98 “°112 & 14’... 13.76 11.69]12 &@ 14’ 14.88 12.88 
oa id 1x4” 10&20’ 20.00 NT, ih oe was 14.29 11.68 GPa 00 15.02 
1x4” oesse 21.21 21.83 1x6” 12&14’ 23.00 tee 2x6” 2x6” 
ae - 22.61 33.33 /1x6" 10&20° 21.00 +... (12, & 14’... 10.44 10.29/12 & 14’... 17.83 14.13 
toe 2 2440 20°58 Timbers, 20° & 16" area 10.79 9.70 16" goatee 16.00 15.45 
~- . oe vs RACE, HO. 4’... 12.0 39|12 & 14”... 13.50 11.68 
No. 1 Shiplap, 10-20’ | Loneleaf— ghia igs ieslier ws. *18.00 14.00 
1x8” 21.00 *21.82 | 8x8” &und. 16.75 17.00 2x10” 2x10" 
; | 3x10-10%10" |, 22.18 )59 9 a4... 12.96 11.3112 & 14” 11.13 
Mo, 2 Fencing, Stand-| 3x12-12x12""40.00 40.00) 76,00 rl 1419 naire... 2: *15.75 *14.29 
ard Lengths 8x8” & und. 17.71 12.27 |2x12 2x12” 
oN eee 11.56 10.35} 3x10-10x10" 21.21 ....|12 & 14%... 13.43 11.12/12 & 14”... .... 12.84 
1x6” &C.M. 13.88 12.08 3x12-12x12” 23.24 19.25'16’ ....... 15.53 11.40 16 ....... 19.00 20.07 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago, effective Jan. 12, on 
air dried Engelmann white spruce boards, 
D&M, shiplap, drop siding and ceiling: 
Inch— 4” 6” 8” 10” 12” 
D&btr., 6-16’.$45.00 $46.00 $46.00 $56.00 $77.00 
No -16’... 42.00 44.00 44.00 54.50 64.50 
8-16’... 37.00 37.00 36.00 36.75 47.00 
, 8-20’... 25.00 27.50 28.50 30.00 32.00 
, 4-20’... 21.00 23.00 24.00 24.00 25.00 


No. 4 common, 1x4-inch and wider, 4- to 20- 


foot, which may contain 20 per ‘ 
8-foot, is $22.00. percent of 4- to 


5&6/4 4”&wdr. 4,6&8” 10” 12” 
D&btr., 6-16’. ....... $66.00 $68.00 $71.00 $81.00 
By Oe vc ccnwes 59.50 61.50 64.50 74.50 
4” 6” 8” 10” 12” 
No. 2, 8-16’..$43.00 $43.00 $42.00 $42.75 $53.00 
No. 3, 8-16’.. 31.00% 33.50% 34.50 36.00¢ 38.00t 
No. 4, 4-20’.. 25.00 27.00 28.00 28.00 29.00 


tAdd $4 for 10&12’ in 12-inch No. 2. 
*Add $1 for 16’ in 4- and 6-inch No. 3. 
tAdd $1 for 10&12’ in 12-inch No. 3. 
Specified lengths—In Dé&better and No. 1, 
add for 16-foot $5; for other lengths, includ- 
ing 18- and 20-foot, $2. In No. 2, add for 18- 
and 20-foot, $2; other lengths $1. 
For 6-foot in Nos. 1, 2 and 3, de 
from prices of 8-16-foot. ; on 
Bevel siding, 14-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10-foot. 
D&btr., 4-inch.. -$25.00 E., 4-inch...$17.00 
6-inch... 28.00 6-inch... 20.00 
‘ath, spruce and pine, 4-foot; No.1, $6.50;-No. 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No, 1 Boards, S18— rer 


Hemlock ’ 

a 8’ 10, 12&14" 16’ 

1 eee $19.50 $20.50 $21.50 

Eee 23.0 24.00 25.50 

ey eereree 24.00 25.00 26.50 

| cree 26.50 27.50 29.00 
kebtkinhen ; 27.50 28.50 30.00 


For shiplap or flooring, add 50 cents to 


Prices on No. 1 boards. 

Mo. 1 Hemlock Dimension, S181E— 

ox 4” 8’ 10’ 12&14’ 16’ 

age tte $24.50 $24.50 $24.50 $25.50 

ge tee . 22.5 23.50 24.00 25.50 

a -.. 23.50 24.50 24.50 25.50 

rot) ne . 23.50 29.50 28.50 28.50 
PRR .50 30.00 29.00 29.50 

we No. 2 dimension, deduct $3.00 from price 


DOUGLAS FIR 


{Special Telegram to AMERICAN LuUMBERMAN] 

Portland, Ore., Feb. 9.—F. o. b.. mill prices 
on actual sales of fir, Feb. 5, 6 and 8, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical Bu- 
reau, were as follows: 


Vertical Grain Flooring 


B&B& Cc 
DOES” Gurnee ad Paes. Geee $22.75 $15.00 
Bt VN cwenkcadeeackanoees 24.75 vate 
ae «x ~avewaeest amas 23.50 
Plat Grain Flooring 
B&btr Cc D 

SE . wcbieeicie eine eons 14.00 11.50 sistas 

DO, bb vie bie aiken eee 17.50 15.25 
Mixed Grain Flooring 
Ok kudavencenweneue onee é $9.75 
Ceiling 

 éa<te0ecbencaews 14,25 10.75 
Se” i¢6ebiansekeneoen 14.00 11.00 

; Drop Siding, 1x6” ‘ 

BR 6a ks 0 aerate eae 16.25 13.25 9.75 

SL dT ER PER 17.00 15.25 Res So 

Pinish, Kiln Dried and Surfaced 

1x6” 1x8” 1x12” 

Poe $28.25 $29.00 $43.00 
Common Boards and Shiplap 

1x6” 1x8” 1x10” 1x12” 

| ie Sram $10.50 $11.00 $11.25 $16.75 

{ea 5.00 6.25 4.75 4.25 

eee 3.00 4.75 4.75 mnie 

Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 


1, 2” thick— 


oO. 

4”.$ 9.50 $ 9.25 $10.75 $12.25 $12.25 .... .... 
6”. 9.25 9.25 10.25 11.00 11.00 $13.25 $14.50 
8”. 9.50 9.00 10.50 10.50 11.25 13.00 14.00 
10”. 11.00 10.75 11.00 11.75 11.75 12.75 14.00 
12”. 11.25 11.00 11.75 12.00 12.00 13.00 16.00 
2x4”, 8’, $9.25; 10’, $9.25; 2x6”, 10’, $8.50. 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 ....$6.00 $5.50 $5.50 $5.75 $8.00 
No. 3 . 4.75 4.75 are ee sities 
No. 1 Common Rough and/or Surfaced Timbers 
Dee Be DE” OP Ue ose i eenneuccinn dese $11.50 
Cae Ge SSREe CO BO ccc neces ccovccessave 11.75 

Pir Lath 
Wis... 9. BAP. GEE ook sacee cen nasteseeoen $2.25 





21 opportunities were offered to an 
advertiser who wanted a yard 











WESTERN PINES 


[Special Telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 10.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Association by members dur- 
ing the period Feb. 2 to 8, inclusive. Averages 
include both direct and wholesale sales and 


are based on mixed car orders. Quotations 
follow: 
Ponderosa Pine 
5/4x6” 6/4x6” 
Setects S2 or 4S— 1x8” & war. & war. 
CS QRNOE Bass vcc20s $31.73 $38.89 $34.58 
DE). OOSOC Blass cccee 25.16 29.31 oe 
SHop S2S— No. 1 No. 2 No. 3 
 ksaveereveende $25.69 $18.95 $14.56 
i aedetaini ne seme 25.04 18.79 14.81 
Commons S82 or 4S— No.1 No. 2 No. 3 
CC <a> $32.0 $19.21 $12.00 
SEae as de eeccnes 44.11 24.89 13.33 
No. 4 Common, S2 or 4S RW RL......... $7.65 
Idaho White Pine rr 
5/4x4” 6/4x4” 
SeLtects S2 or 4S— 1x8” & war. & war. 
C eeteet Bas. cece $38.62 $59.01 $57.91 
eS ae 29.84 40.59 40.07 
Commons S82 or 4S— No.1 No. 2 No. 3 
ee” Be taveioos $30.81 $25.09 $14.89 
Se Ee ae sverer 71.13 33.93 21.16 
No. 4 Common, S2 or 4S RW RL...... . .$9.95 
Sugar Pine 
1x8” 5/4x8” 6/4x8” 
Se.ects S2 or 4S— &wdr. & war. & war. 
GC Oemet Abs. cceses $79.50 epee caus 
SHop S2S— a No. 1 No. 2 No. 3 
OO eee ee $35.19 ae ne 
— See ee 34.47 $24.75 
Be tran ba anata 43.52 25.42 
Larch and Douglas Fir 
Wo. 1 Gimpemelon B66" Abs..cccccccccscees $12.63 
No. 1 dimension 2x6&8” AL..........06. 13.01 


Vertical grain flooring C&better 4” RL.. 21.75 





WEST COAST LOGS 


Everett, Wash., Feb. 6.—List prices of logs: 
Fir: No. 1, $16; No. 2, $12; No. 3, $8. 
ae Shingle logs, $10@11; lumber logs, 





Hemlock: No. 2, $11; No. 3, $7.50. 
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RED CEDAR SHINGLES 


Seattle, Wash., Feb. 6.—Following are prices 
direct to the trade, on carload or part carload 
lots, f. o. b. mill, all prices being based on 
four bundles to the square, and shingles mixed 
with fir lumber being 10 cents higher than 
these prices: 

New Grades, Per Square 





Washington- British 
Oregon Columbia 
Royals, 24”— 
OE SP eee rr $2.50@2.85 $2.40@2.50 
ee 1.70@1.80 
Perfections, 18”, 5/24”— 
Mathis bin arvin waive erate 1.80@ 2.10 1.80@1.90 
i Pear 1.20@1.35 1.00@1.i0 
i i chcccunwwawnuee 1.00@1.10 80 
16”— 
No. 1, XXXXX. . 1.55@2.00 1.55 @1.70 
No. 2 or all clear. .25@1 50 1.30@1.35 
ee, Se Ba COT ck ces 1.20@1.57 1.20@1.25 
No. 3, 10” clear or 
DE ccs aeuaceees 90@1.25 1.00 
Se a SO Occ wanes 85@1.25 80@ .90 
Dimensions, 5/2, 5x16”— 
Oy ere 
Dk 2 avcbduweenedawe 1.70@1.75 1.65 
Philadelphia, Pa., Feb. 9.—Following are 


prices prevailing today in this market: 

LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 

B&better, $35.00; No. 1 common, $33.00; No, 2 
droppings, $25.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 


6&8-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $40.00 $53.00 $61.00 $71.00 

GEORGIA AIR DRIED ROOFERS— 

tea “ and grooved, %-inch, 6-inch width, 
$18 


KILN , YELLOW PINE RooreRs— 

Tongues and grooved, standard, 6-inch width, 
$23.00. 

mA -., , ae PINE RouGcH a No. 1— 


10-inch, $24.00. 12-inch, $2 
NoRTH CAROLINA PINE rome 
ES SR RNa ree $34.50 
NORTH CAROLINA PINE STEPPING, 
a SO eee ee $52.50 


NORTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 


S4S, %-inch scant, 2x3-inch, 9-foot, $18.00; 
2x3-inch, 16-foot, $19.00. Rough, 2x10-inch, 
10- to 16-foot, $21.50. 





WESTERN RED CEDAR 


Seattle, Wash., Feb. 6.—Prices for red cedar 
siding in mixed cars, new bundling, 8 to 18 


foot, f. o. b. mill, are: 
Beveled Siding, %%4-inch 
Cle ae! pd compe 
SE ko vevssevesene $20.00 $18.00 $15.00 
et ee ee 24.00 20.00 17.00 
en gu nbs aneneeees 24.00 19.00 17.00 
Clear Bungalow Siding 
% inch inch 
DR 6esdeveaceeeetnneaneee $39.00 26.00 
DEE 6 cacusdennsutene een 48.00 38.00 
a ree 60.00 ae 
Finish, B&better 
$2S or S4S 
or Rough 
Se” so cecanseeenacnvasns eaeevanel $ 45:00 
DS i as oo: RAR Rh big he ab ake w o:8 wee alae 55,00 
BE AEE pccdesesesrevoctvoaneenene 70.00 
DE Te ceGeeRAKKe Seed eabeensenonnren® 100.00 
DEE” ccivevtsstreaedwn nh ennkrdene 105.00 
Ceiling or Flooring 
BE Sa vicncaeetehecvareceseseees¥e $ 30.00 
Discount on Moldings 
Made from 1x4” and under........ccccees 64% 
ee en GO Cs ss ccc ennne eeu 54% 
Additional discount for 10,000 feet or more 
CO GRP cccccccceccccedececccescscssoses 
Clear Lattice 5/16” 4 to 1& 
100 lin. ft. 
Se ccakeeeieteenewess amkduayeneane eee $0. ae 
Sh” cenegvid nbunwuadaehaewiaaabereseees ‘ 
SG” 2668 6660d EONS OREO OS RA teed e .36 





WEST COAST SPRUCE 


[Special telegram to American LuMBERMAN] 


Portland, Ore., Feb. 10.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 
ie $43.00 ee seseenees $17.00 
1x4—10” 33.00 BPR ocmeatines 21.00 

|, See 22.00 

Bevel siding— | eee 4.00 
Mat oot $19.00 10&12/4 ..... rs 
%x6”", Flatgr. 20.00 Lath .......... 


25.00 


00 
Green box 10. 66012: 00 


% x6”, Vert.gr. 
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NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices received during the week ended 
Feb. 6, as reported by the North Carolina Pine 
Association: 


Rough 
Edge 4/4— 
Ee TE ag eae fe ae Ee eee $31.50 
ye LES eens ees, Sere core merey tome 21.50 
NL, Mavsh4 wank Wd Oe wh alee Ken mee mwa 15.75 
SE Rs SE Sac se ‘a ah as cal hie ie Wh a ee 12.00 
No. 1 No. 2 
Bé&better No. 1 box box 
DD oe $30.30 ss Pear 
nea wean 32.40 ace oe —- 
 * rare 32.45 $24.10 $16.25 $14.20 
Te: gael RS TS 39.15 — ere re 
4 aa 36.75 25.10 16.35 13.80 
eee aed 39.60 30.00 17.35 15.70 
Se” aoe een 47.55 36.20 20.35 15.85 
Edge B&better— 
esearch acm ca Sao kk dl ie Goa acl $34.15 
DE 96.5 farats ain. 9 Si piaty atin awa ohio neo ater 48.55 
EE sabi sar Wh aie ib A'S AG IS wae ae chat 55.95 
US aera ici ose t's os e-alerts Gc em we aS 38.05 
Bark Strips— 
ES ge ae Pe ee ee se $21.25 
SI sak G's Sak Go ar We ah oie We Wo ack Bind waa hae ae ee 11.50 
Dressed 21%” 3” & 
Flooring— Wide Wider 
PM Cccvcaneceenaa $30. 05 $29.60 
SS —En ees te 27.00 
WO, 3 COURMMOR FF. cc ccccce 17 17.75 
B&better bark strip partition........... 25.15 
BOK PATE Stripe Greased... .ccicccccvece 11.85 
No. 2 
Roofers dressed 
gS empires reer earner em yey $16.40 
REE arr  ecoey g a y An ee rhe 17.15 
sete MERA RMS FASS Ee, Sip a TY Re Me Mien rerou eng 17.05 
Kl atcha nae eweur ns Oak tae ened 21.10 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended Feb. 6: 


Flooring 
1x3” 1x4” 
Edge grain—Bé&better ....... $50.50 $50.00 
Flat grain—Bé&better ........ 26.00 26.00 
i eR ete eae 23.00 23.00 
ie ae cnkwee ae e a ana whine 15.50 15.00 
Partition and Siding 
Boston partition, B&better, 1x4”......... $25.00 
Drop siding, B&better, 1x6” ........... 26.00 
Pinish and Moldings 
Finish, B&better, 1x5410”.............. $41.00 
Finish, B&better, 5/4x5&10” ............ 57.00 
COO Ge DOGG, BERS” oo caeccneccsceces 42.00 
Discount on moldings, 154” and under... 57% 
Be ee ais abiken ser iwntcararxes 45% 
Boards and Shiplap 
Boards and shiplap, No. 1x8”........... $22.00 
Boards, No. 2, 1x12”, 10, 18&20’......... 20.00 
SS 72 eee 15.00 
Dimension 
nee. 2, Be. Bee Oe Oe cae cccccksvens $18.00 
ge AE i” a eee: 15.00 
De 6 See ee Oe kisewtesenaean 28.00 
eS pe Oe | eee 15.00 
Bae 5 Se BO RAs ke teccscnereses 20.00 
Lath 
De. Se SE wine nbesneesedeueawans $2.75 





CROSS TIES 


St. Louis, Mo., Feb. 8.—The following cross 
tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 


White Southern Heart 

Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0.90 $1.75 
No. 4, 7x8”, 3”, 8” face.. 1.00 .80 1.45 
No. 3, 6x8”. 8’, 8” face.. .90 -70 1.23 
No. 2: 6x7”, 8’, 7” face.. .80 .60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 .50 .89 


Red oak and heart cypress ties, 10 cents less 
than white oak; tupelo and gum cross ties, 15 


Feb. 6: 





cents less than white oak; sap cypress, 20 
cents less than white oak. 
Switch Bridge 
Ties Plank 
II i iat ice a a ees ak ead $34.00 $32.00 
NMI dS ain co co ceisler as eins ialial are 31.0 ae 
Southern sap pine, untreated— 
ee 25.00 
WED Vectsecbekatesete weve 27.00 


February 13, 19% 


NORTHERN HARDWOODs 


Following are prices of northern har 
» Wausau, Wis.: woods, 








AsH— 

4/4 $47-49 $81-39 $28-29 $20: Ne 
—— . 0-21 
5/4..... 65-57 45-47 83-85 22-2 1 sib 
6/4..:21 60-62 50-52 38-40 25-26 ih 
ee 70-72 60-62 43-45 28-80 ig.) 

BircH— 

4/4..... 50-52 35-37 25-26 19-21 14.4 
5/4..... 53-55 88-40 28-30 21-22 iB. 
he 58-60 43-45 34-36 23-24 14 
eee. 65-67 60-52 40-42 30-32 144 
10/4..... 73-75 68-60 53-55 45-47 
12/4.222: 78-80 63-65 58-60 50-52 ‘"" 
16/4....; 128-133 113-118 98-108 .... °°" 
B/8..... 43-44 «33-34 23-24 17218 
i 4-44 39-34 23-24 17-18 
Thin 4/4. 43-44 33-34 23-24 

Price of No. 2 and Logg Par x4 ‘inch ‘a 


wider, 4- and 6-foot eee, 
For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, tw — 


face clear, $56- 52; one and ‘two face ‘clear, 
$38-40; 1x5-inch, two face clear, $60-62, on 
and two face clear, $48-50. 


<3 


4/4 ~. 45-47 35-37 25-26 17-18 14-15 
|, =. 60-52 40-42 30-32 21-22 15.15 
, 60-62 50-52 35-37 23-24 14.15 
|, Sees 60-62 50-52 35-37 28-30 14.15 
Sort ELm— 
FAS No. 1&sel No.2 No} 
ae 40-42 28-30 20-21 17-18 
, 47-49 35-37 22-23 19-2) & 
7, ee 47-49 85-37 22-23 20-21 & 
| 50-52 35-37 25-26 20-21 
Rock ELmM— 
FAS Sel. No.1 No.2 No.3 
ae 80-82 vane 55-57 25-26 16-17 
5/4 - 865-87 60-62 30-32 18-19 
"= 90-92 65-67 30-32 19-29 
, oe 95-97 75-77 38-40 265-26 
i Gsasee 105-107 85-87 62-54 ...,, 
12/4.....115-117 95-97 67-59 30-82 
Basswoop— 
|” os 48-50 38-40 26-28 20-21 14-15 
|”, 51-53 41-43 30-32 22-23 16-16 
_ on 55-57 45-47 33-35 22-23 15-16 
| aa 60-62 50-52 38-40 22-23 165-16 
i er 68-70 58-60 48-50 35-37. .... 
Bees siece 78-80 68-70 58-60 40-42 


Keystock, 4/4 No. l&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $4 45-47; 5/4 No. 
Labetter, | $60- -62; or on grades, FAS, $70-72; 


One and two face clear 6- to 16-foot, 1x¢- 


inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
RED Oak— 

', 60-62 45-47 33-35 23-25 12-13 
”, =e 65-67 50-52 38-40 28-30 18-14 
ee 70-72 55-57 45-47 30-32 18-14 
| 80-82 65-67 50-52 35-87 13-14 
HARD MAPLE— 

|”. ee 48-50 88-40 28-30 20-22 11-12 
|, Se 58-60 43-45 80-32 22-24 13-14 
| Se 63-65 48-50 32-34 24-26 13-14 © 
| 63-65 48-50 32-34 26-28 13-14 © 
Si Geccxes ae | 63-65 48-50 35-37 .... 
a 3-95 8-80 8-60 40-42 
ae 143-145 128-130 108-110 Fe 


HarRD MaPLeE RouGH FLOORING Srock— 
| 1 a | 2 ~ ing 


Oe séeetesenenn oeeceus $28- “30 $20- r22 $14-i8 
DE +6ankeoosekseeacernse 30-82 22-24 16-17 
tc cisinswneewendecaae sees 24-26 16-17 
BEECH— 
No. 2 and better 
GOP. tcncodrerekeoaws eenone sovees ce 
ae eee ovecesveces GOD 
No.1 No.2 No.8 § 
6/4 ..c00% $62. e4 $6254 $42- 44 $30-32 $14-15 


Additions for special. widths of No. 1 and 
better in all hardwoods, standard lengths, are 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. 0. D 
mills, lower Michigan: 





FAS No.1 ty 

BIE ccvcveecsocvsenvenes $105.00 $ 70.00 
BUG “vecveesvcccvcceesese 10. 30.00 
SJE secvccccccccccccccece 110.00 80.00 
FE ccbscccccveseseseves 115.00 85.00 
BOSE ceccvevecscessedecde 140.00 110.00 
BBIE  cecccsvccese eevcccecs 150.00 120.00 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as Tre 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


First Third 


Second 
Nanjnieh ude ewe $48.03 $23.15 


a§x2%” $38.14 











February 


Followil 


BLACK y 
atd. FA 
No. ? 
TUPELO— 
Pin, FA 
No. 1 
No. 2 
PoPLAR— 
Pin, FA 
Sapsé 
No. 1 
No. : 
Rep OAK- 
Qtd. Ne 
1&se 2] 
Pin. F. 
No. ] 


Follow: 
basis, on 


Clr. 
Clr. 
Sel. 
Sel. 
Clr. 
Clr. 
Sel. pln. 
Sel. pln. 
,s eo 
. 3 ea 
No. 2 cc 


qtd. 
qtd. 
qtd. 
qtd. 
pin. 
pln. 


Clr. 
Clr. 
Sel. 
Sel. 
Clr. 
Cir. 


qtd. 
qtd. 
qtd. 
qtd. 
pln. 
pln. 
Sel. pln. 
Sel. pln. 
No. 1 co 
No. 1 co 
No. 2 co 


New ‘% 
by addin 
for %-ir 


Chicas 
by addi 
$6; for 


—_ 


AP 


Cincir 
sale pri 
palachia 
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, 199 
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Woods 


No.3 
$15.15 


15-15 
15-14 


14-15 
15-15 
14.15 
14-15 


foes 
fen, 
toe, 
eee 
foes 


‘4 No, 
570-72; 


x4 
-52, 


12-13 
13-14 
13-14 
13-14 


11-12 
13-14 
13-14 
13-14 


No. 3A 
com, 
$14-15 

16-17 

16-17 


better 
5 


0 
No.3 
$14-15 
1 and 


3, are: 
r, $30; 


ooring 
as re 
furers’ 
». cars 

ended 


Third 
$23.15 
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February 13, 1932 


Following were average sales prices received for southern hardwoods during the week ended Feb. 


AMERICAN LUMBERMAN 


SALES PRICES OF SOUTHERN HARDWOODS 


2, Chicago basis: 

















4/4 5/4 6/4 8/4 w ° 4/4 5/4 6/4 8/4 
gp GUM— "= HITE OAK— 
Rta. Ps 66tabkweeeee ded tee eeeee sees eeeeees 65.25 Qtd. No. 
Me: IROL, écwcrieseerns 41.75 45.00@ 46.00 45.25@ 49.75 ee ae ee ere rr mer gages 
Pin. FAS... 61.25@ 67.75 65.25 74.00 74.75 Pln. FAS... 70.25@ 79.50 87.75 $2.50 92.50@ 93.25 
No, 1458e]. 36.76@ 38.00 ...cccccccee sevvcccvvces sees ye ce eceee No. 1&sel. 46.75@ 50.00 ....... ° 54.00@ 68.50 57.50@ 75.75 
ee Shoes Cad evertseed S8n ee ev anwee 31.00 36.25 MG, Bcc es SaeE SEE cae vbcccevrns, Herd eRuetene Sa etenas ans : 
Sap GUM— me. fh. De C, “eles oN vars ewerensepoun irieupeeen ‘ 
td. FAS..< cccsecveccss secsescevecs ae... suteumeenmen sH— 
No. 1&sel. 27.00@ 33.75 29.00@ 33.00 30.25@ 34.00 32.00@ 34.00 _ 2 eee 55.75 eee 8 ON hacen sue 72.25 
Pin, FAS... 35.00@ 35.75 .........4. 46.25 toate eee eees Ma. SOO, Se... Aeesssciseee Kecetarsanys, amsnbamphigne 
No. 1&sel. 26.75@ 29.75 30.00 _ 30.50 29.90 No. 2 com FB eee err. Tm re 
No. 2 .-e-« 21.25@ 23.25 7 see ee 00tiét@ WS Hn EW Besce 
ae a | RHIC ERE SSESNRRRENRY ONRRR ARNE URE ask cap eae Ree, Aer ee 52.50 
BLACK a 9.00 Se MN. s. (i-vchidiasedenk . kewced wai: . ekeeaaheees 37.50 
aly > Oe ee ee od. 2 = 9 € f 
EC... SOMO UEOE caecscczey secnesatioss onkacuweteds ES HAS SS CRYCUIOMETR BEE TERIPAL TE Aw eS EWS TERNS _ 
TuPELO— Sorr ELmM— x 
RE cs Gadaveseusen “aaveheceeens ee. - \  wisenvorinens Era Staph ahemessnce nly, SINR ERNE, Welineirsines 27-3 
No. 1&sel. EAP OE re EE en a ee ae ee epee ae Tk 2 theres. RCO COCA EDO ASERCR OS BORE £9 OSH HRS SETS 20.40 
ae <. EO SOOO cccucadiacse seveenmesens Fe almeweae CoTTON WOOoD— 
POPLAR: Box bds., 
ay 7 70 is 4 
ORE, CC CE co ccccseasndte” Seoktebeeeus cninesebedas 13-17”)... BEBO eee eee sence se eterereeee severeeecees 
Saps&sel.. —— 4 egtt#sckiceese Wicthetesanss  os0eqgumanees Basswoop - 
ae a ee. .. ge we neue ein a ea eee es FAS ....-. 42.00 Or me TT er re ee ee 
ae. we Sa Se S550 &  pardctedreace setawenceyss No. 1&sel 2) Se arr’ erm Te ee See es 
aeaeiae WILLOw— 
Re en Oe)  *. cdgesetabens “seaetawiowes baxidebonsen 
TN i Ts ieee mene pibaaeibibdiab’ MAGNOLIA— a on 
Pin. FAS... 63.50@ 69.75 79.50 79.50 80.50@ 94.50 Seer 43.25 , ee tee fete eee wees 42 50 
No. 1&sel. 45.00@ 49.50 50.00@ 58.00 ....ccccecese cccccvcvere No. 1&sel... 31.25@ 33.25 37.00@ 37.25 .....-..eeees 32.50 
Following are carlot quotations, Memphis : rn . B be : 
basis, on oak flooring: g ’ ’ 6, Oe 
38x2%” 8x14” %x2” %x1h” i pie Pie Be apt 
Clr. qtd. wht.....$85.00 $83.00 $75.00 $54.00 . ” 
OF 8... ee Se Se oe NEBRASKA. Tilden—Tilden Lumber Co., incor- 
~y = ea a peyet poy ones New Ventures porated; capital, $50,000. 
Cir ve yen ody ha 53.00 48.00 47.00 36.00 CALIFORNIA. Oakland—Pierce-Hall Lumber Co. SOUTH DAKOTA, Pierre—Claremont Lumber & 
Cir. ] ‘ a. atte 49.00 46.00 44.00 38.00 will open a retail lumber business at 6625 E. Hardware Co., incorporated; capital, $50,000; Frank 
. Pin. red.... d- 6. 4. 5. 14th St. G. Brooberg, Minneapolis, interested. 
Sel. pln. wht..... 43.00 35.00 37.00 27.00 Sz a —Way 3. Getty vil 2 retail Sioux Falls—Farmers Independent Lumber Cor- 
42.00 37.00 27.00 29.00 Santa Cruz—Wayne B. Gettys will open a retai L é ! or 
_ ar bag tO, * 32 00 2300 20.00 16.00 lumber business. poration, incorporated; be ye wanes — ..- 
No. 1 com. red.. 83.00 25.00 18.00 17.00, ILLINOIS. Chicage—Rahifs & Kaiser, recently tg: gg <9 ~~ thal al alata 
4 . . . . Ps Q j , € “¢ ‘ . ‘ act ® si- € . aN. d ° 
No. 2 com....... 13.00 13.00 10.00 8.00 ee | ie we tenth a" 2 eT WASHINGTON, Spokane—Northern Lumber Co., 
Yex2” Y%xlh” f,x2” MICHIGAN. Mase—Mass Lumber Co. has openea '"COrPorated as Northern Lumber & Millwork Co.; 
MIC N. Mas Mass L Yo. hé “3 : +7 d ab etnenaindl. 
Cir. qtd. wht......... ...$78.00 $78.00 $95.00 here. RS Ene Se. ee Ree 
Clr. qtd. red........... - 70.00 70.00 90.00 MISSISSIPPI, Brandon—S. E. Lackey Lumber . 
oy “ = rage Hee eas Co. starting a planing mill. Casualties 
el. . E — wane é e 
pppipebedeiacetioaal: x j ’ ‘ NEW YORK. Brooklyn—Morrell Lumber Cor- " ee : Pa ba eee 
oe aeons 50.00 60.00 54.00 poration recentiy began a retail business ng yg yg ee 
) 2G ) ( J . s re é . Jn ve a 
E> hella oo fo ge OREGON. Portland—L. N. Daniel Lumber Co. ‘alued at $50,000. 
Sel > a iy ae Sie a eee te 13°00 43:00 44.00 has started in business as commission lumber huyer. MAINE Patten—Patten Planing Mill destroyed 
No. 1 com. wht.......... 28.00 23.00 22.00 TEXAS. Houston—Herbert L. Pech Lumber Co. py fire; loss, $10,000. _ ' : south 
No. 1 com. red.......... 26.00 23.00 22.09 pened at 3119 Canal St. “MICHIGAN, Detroit—W. F. Hurd lumber yard 
Pw OR des diwnnteanse 12.00 12.00 10.00 WASHINGTON. Seattle—Foster Lumber Co. has  qamaged by fire with loss of about $100,000, Fin- 
opened for business at 5015 Rainier Ave. under 7 


New York delivered prices may be obtained 
by adding to the above: For }#-inch stock, $9; 
for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above: For }#-inch -stock, 
$6; for %-inch, $3; for %-inch, $3.50. 


APPALACHIAN WOODS 


Cincinnati, Ohio, Feb. 8.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 





palachian “soft texture” hardwoods: 
PLAIN WHITE OAK— 

4/4 5&6/4 8/4 
ee $95@100 $105@115 $110@120 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 
No. 2 com..... 30@ 33 38@ 40 
No. 3 com..... 20@ 22 24@ 26 26@ 28 
Sd. wormy..... 33@ 35 55@ 57 60@ 62 

PLAIN RED OAK— 
FAS i Se aes i 75@ 82 80@ 85 90@100 
No. 1 com.&sel. 43@ 48 52@ 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
FAS aE ; 70@ 75 80@ 85 90@ 95 
No. 1 com..... 42@ “46 61@ 65 61@ 65 
No. 3 com..... 20@ 21 20@ 21 20@ 21 
Sd. wormy & 

_No. 2 com... 25@ 28 29@ 32 33@ 35 
No. 1 & btr. sd. 

yl 28@ 32 30@ 33 35@ 37 

PorLar— 
Panel & No. 1, 

18” & wadr...130@135 140@145 150@155 
.. PRS 88@100 105@115 120@130 
Saps & sel.... 60@ 75 80@ 90 95@105 
Le Tere - 48@ 48 50@ 55 55@ 60 
Te eR 28@ 30 32@ 35 38@ 40 
No, 3-B 20@ 22 26@ 28 27@ 29 

Maprx~- 
ae 70@ 75 75@ 78 78@ 80 
No, 1 com.&sel. 45@ 50 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





management of S, A, Foster. 


New Mills and Equipment 


ARKANSAS. Brinkley—The management of the 


St. Louis Cooperage Co. announces that the new 
plant is nearly completed and will be ready for 
operation as soon as weather conditions make it 


possible to secure timber. 


MARYLAND. Baltimore—John M. Reiser & 
Sons, cooperage, acquired southwest corner of 
Charles and Wells streets in South Baltimore and 
will erect a factory with 15,000 square feet of 
floor space. 

ORBGON. Albany—E. E. Clem has opened a 
shingle mill here; hauls timber by truck from 
Alsea Valley. 

WISCONSIN. Ripon—Ripon Handle Co. plans 


erection of a $45,000 


to report. 


handle factory, according 


Incorporations 


CALIFORNIA, Oakland—Boulevard Mill & Lum- 
ber Co., incorporated, 


ILLINOIS. Anna—Union County Lumber Co., in- 
corporated; capital, $50,000; old concern. 

Chicago—Chicago Standard Lumber Co. 
ing capital from $1,000 to $10,000. 

Chicago—Triple-A Wood Products Co., 
porated; W. 32nd St. and S. Maplewood Ave. 

INDIANA. Gary—Industrial Lumber & Supply 
Co. decreasing capital to 1,000 shares, $100 par. 

Hessville—Hessville Lumber & Supply Co. 
creasing capital to 500 shares $100 par. 

LaPorte—Roos-Howes Lumber Corporation organ- 
ized with initial capital of 1,000 shares, no par; 
general retail and wholesale lumber; Norman Roos 
interested. 

Michigan City—Central Coal & Lumber Corpora- 
tion amending capital stock issue so that members 
will have 500 shares each with declared par value 
of $100. 


increas- 


incor- 


in- 





IOWA. Shenandoah—Shenandoah Lumber. Co., 
incorporated; capital, $750,000. 

KANSAS. Horton—Beery Lumber & Coal Co., 
incorporated. 

MASSACHUSETTS. Lowell—Walter L. Parker 


Bobbin & Spool Co., incorporated. 


Plymouth—John J. Alsheimer (Inc.), organized 
with 600 shares, no par, to distribute lumber and 
coal, 


ishing plant destroyed. 

NEW YORK. Stapleton—Consumers Lumber Co., 
loss by fire, $10,000; stock of sash and frames de- 
stroyed. 

PENNSYLVANIA. 
Co., small loss by fire. 

UTAH. Ogden—Wheelwright Lumber Co., 
by fire, $1,000; machine shop destroyed. 


Corry—Davison-Fogle Lumber 


loss 


Business Changes 


ALABAMA. Birmingham—Taylor-Dendy Lumber 
Co.-removed offices from Education Bldg. to Mabson 
Hotel, 3rd Ave. and 22nd St, N. 

Troy—Troy Lumber Co, sold to Whaley Lumber 
Co. 

ARIZONA. Bowie—Bowie Lumber Co. has been 
sold by Mrs. F. L. Torrance to F. M, Upham. 

ARKANSAS. Austin—E. L. Bailey succeeded by 
E. L. Bailey Lumber Co. (Headquarters, Cabot.) 

FLORIDA. Sopchoppy—S. W. Revell sold to E. 
Cc. Roberts. 

ILLINOIS. Chicago—Joseph Lumber Co, leased 
Western Ave. yard to Chicago Standard Lumber Co. 

Chicago—Squires & Fisher Lumber Co. moved 
to 841 B, 63rd St. 

INDIANA. Gary and Valparaiso—Foster Lumber 
Co. being reorganized following the resignation of 
Earl E. Smith, vice president, who has sold his 
interest to C. E. Foster, sr., president of the com- 
pany. Emerson Flynn is vice president and Lewis 
Stendahl secretary-treasurer. 

IOWA. Cedar Rapids—aAlbright 
changing name to Shaler Lumber Co. 

Lamoni—The Lamoni Lumber Yard, owned by 
the Midwest Lumber Co. of Dubuque, has been sold 
to Doneghy & Spink, of Kansas City, which oper- 
ates the Lamoni Coal & Lumber Co. and the two 
yards will be consolidated. 


KANSAS, Hiawatha—Robert Roos Lumber Co. 
succeeded by Hiawatha Lumber Co. 








Lumber Co. 


LOUISIANA, Minden—Grace Logging Co. dis- 
solved and charter surrendered. 
MASSACHUSETTS. Readville—Stafford Co. pur- 


chased by the Draper Corporation, of Hopedale, at 
receivers’ sale. 





Worchester—P. W. Wood Lumber Co. properties 
sold by Worcester County National Bank to 
Tucker & Rice (Inc.) 

MICHIGAN. Lapeer—Peninsula Box Co. moving 


to larger quarters 


in former factory 


of Lapeer 


Trailer Co. Manufactures boxes for automobile con- 
cerns. 
MINNESOTA. Bellechester and Cannon Falls— 


Yards of J. E. Hennessy & Co. sold to Jake Lam- 
pert Yards (Inc.). 

NEW JERSEY. Cranford—L. L. Loveland & 
Sons (Inc.) succeeded by Union Millwork & Sup- 
ply Co. 

RHODE ISLAND. Phillipsdale—American Ply- 
wood Box Co. succeeded by Plywood Containers 
(Inc.). 

SOUTH CAROLINA. Sumter — Galloway-Pease 
Co.; capital stock acquired by Brooklyn Cooperage 
Co. of New York City. 


TEXAS. Houston —- Honerkamp-Pech Lumber 
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Corporation changing name to Honerkamp Lumber 
Co. and increasing capital to $20,000. 

Ingleside—Orange Lumber Co. sold to John F. 
Grant, 

VERMONT. Barre—Eastern Lumber Co. moved 
to Woodsville, N. H. 

WASHINGTON, Seattle—McMullen & Co. 
ceeded by F. D. McMullen Co. 

Spokane—Northern Lumber & Millwork Co.; in- 
terest purchased by W. A. Cairns. Company incor- 
porated with capital of $50,000. 

Vancouver—T. H. Adams is reported to 


suc- 


have 


purchased the sawmill of the Acme Lumber Co. 


WISCONSIN. Fond du Lac—Crofoot Oil & Lum- 
ber Co. discontinuing the lumber business, 





FRED W. JONES, for eight years mill 
superintendent for the Arizona Lumber & Tim- 
ber Co., died suddenly Feb. 2 in Flagstaff, 
Ariz., aged 45. His early lumber training was 
obtained in Albuquerque, N. M., where he was 
engaged for twelve years, first as lumber 
grader, and later as yard shipping clerk, for 
the American Lumber Co., so that he served 
under I. B. Koch as general manager both 
there and in Flagstaff. He is survived by his 
widow, a daughter, his parents and two 
brothers. A. W. Yerka, general superintendent 
of the George E. Breece Lumber Co., and 
Joseph E. Jolly, now with the J. C. Baldridge 
Lumber Co., former associates of Mr. Jones at 
the American Lumber Co., were among the 
2 ee at the funeral, held in Albuquerque 
Feb. 


JOSEPH T. WINDHAM, aged 81, for many 
years prominent lumberman in Mobile, Ala., 
who had made his home in Peoria, IIl., for the 
last year with his daughter, Mrs. H. Andrew 
Hansen, died Feb. 4 in St. Francis Hospital, 
Peoria after a brief illness. He was born in 
Creola, Ala., Oct. 31, 1850, and had retired 
from the lumber business, in which he had 
been prominent in the South for several 
decades, in 1925. Beside his daughter in 
Peoria he is survived by three other daughters, 
a oer six grandchildren and a great grand- 
child. 


GEORGE H. KUHST, for four years treas- 
urer of the Citizens’ Savings Bank of Balti- 
more, Md., but who had for the last two years 
lived in retirement, died on Feb. 5 at his home 
in Catonsville, a suburb of Baltimore, after an 
illness of four months. Mr. Kuhst was for 
thirty years prominent in the lumber trade, 
being a member of the firm of George Kuhst 
& Co., and later going South, where he was 
active in the saw mill business. His wife 
survives. 


JAMES HOWARD BUTLER, cabinet maker 
and widely known as an authority on hard- 
woods, died Feb. 6 after a short illness at 
his home in Malden, Mass. Mr. Butler was 
born Feb. 23, 1864, the son of Thomas and 
Eunice Ann Butler, in Maine. For the last 
nineteen years he had been living in Malden 
and had been in charge of choice cabinet 
work for various clients, including such out- 
standing yacht builders as Reid of 
Winthrop and Lawley’s of Neponset, Mass. 
Mr. Butler is survived by a widow, three 
daughters and one son, 


MRS. R. B. PARHAM, mother of C. W. Par- 
ham, of the C. W. Parham Lumber Co., Mem- 
phis, Tenn., died at her home in Martin, Tenn., 
on Monday, Feb. 8. Mrs. Parham had been 
in ill health for many months and a week ago 
suffered her second stroke of apoplexy, which 
resulted in death. She leaves two sons and 
two daughters. She was 78 years old. 





MRS. BURFORD ALLEN LEWIS, wife of 
Burford Allen Lewis, dealer in timber and 
logs, Seattle, Wash., for many years, died 
Thursday, Feb. 4, in that city, at the age 
of 68. A resident of Seattle for thirty years, 
Mrs. Lewis is survived by her husband, a 
son, Joseph H., and granddaughter, Jeanette 
Hiller Lewis. 

NEALE SPOOR, aged 46, superintendent 
and secretary of the Hardwood Products 
Corporation, at Neenah, Wis., died at Theda 
Clark hospital in that city, Feb. 5, after 
several weeks’ illness with septic pneumonia. 
Mr. Spoor was born in Ripon, Wis., and went 
to Neenah years ago. He was an expert in 
wood plant production. Surviving are his 
widow, one daughter, and a son, Douglas. 


TILLMAN P. PRATHER, 74 years old, a 
retired lumberman of Indianapolis, Ind., died 
recently at his home after an illness of one 
week. He was born in Toledo, Ill., but had 
been a résident of Indianapolis many years. 
He is survived by four daughters and two 
sons. 


MRS. AMBLIA E. HOLMBERG, wife of Carl 
O, Holmberg, president of the Highland Lum- 
ber & Fuel Co., Rockford, Ill., died at her home 


in that city on Wednesday, Feb. 3, after a 
long illness. Mrs. Holmberg was the daughter 
of a pioneer Swedish family and was born in 
Rockford Jan. 2, 1876. She was educated in 
Rockford and had been prominent in the city’s 
social activities. Besides her husband she 
leaves her father, C, H. Nelson, and a daughter, 
a Holmberg, a graduate of Rockford 
ollege. 


EDWIN J. FOEGEDING, for the last eight 
years office manager of the Harry G. Lyons 
Lumber Co., Jamestown, N. Y., died on Feb. 5 
at his home, aged 47. He was born in 
St. Louis, Mo., and had lived in Jamestown 
for eleven years. He was a member of the 
Masonic Order and the Knights of Pythias 
and the United Commercial Travelers. Sur- 
Even are his widow and a brother and 
sister. 





Hymeneal 


BUCK-KIMBROUGH. Ernest Holt Buck, 
of Tampa, Fla., and Miss Fannie Gaines Kim- 
brough, of Kimbrough, Ala., were married in 
Tampa on Jan. 29, the wedding taking place 
at the home of Mr. and Mrs. Edward H. 
Robertson. Mr. Buck was formerly a Mobile, 
Ala., resident, but is now vice president of 
the D. Walker Lumber Co. of Tampa. 
After a motor trip through the South, Mr. 
and Mrs. Buck will be at home at 3519 
Jetton avenue, Tampa, Fla. 


KLEAVELAND-BULLER. Wallace Kleave- 
land, of Jewell, Iowa, was married on Jan. 
24 to Miss Fern Buller, of Murphysboro, IIL, 
the wedding taking place in the home of Mrs. 
John R. Kinnear, sister of the bridegroom. 
Mr. Kleaveland is associated with his father 
in the lumber business in Jewell, and has 
been in charge of the business while the 
elder Kleaveland is spending the winter in 
Florida. 


GOOCH - BUMMER. William <A. Gooch, 
manager of the C. M. Gooch Lumber Co., of 
Selma, Ala., was married on Jan. 31 to Miss 
Christine Bummer at the home of the bride’s 
parents in Yazoo City, Miss. 





Trouble and Litigation 


MEMPHIS, TENN., Feb. 8.—A petition for 
receivership of the Gayoso Lumber Co., one 
of the oldest firms in this city and in the 
South, was filed on last Saturday by C. B. 
Higgins, jr., a stockholder of the company. 
Federal Judge Harry B. Anderson imme- 
diately signed the orders and appointed W. 
A. Ransom, president of the company, and 
J. S. Tobin, local insurance man and capi- 
talist, as receivers. Business will continue 
as usual. The petition sets forth that the 
company has assets of about $900,000 and 
that it owes about $490,000. It is stated 
that the immediate cause for filing of the 
petition was the pressing obligation of 
non-resident creditors which could not be 
met promptly. It is stated that the company 
owns sawmills at Memphis and Grenada, 
Miss., some timber land, and a plantation of 
3,200 acres in Arkansas. The principal credi- 
tors are said to be banks, and it was felt 
that the interests of both stockholders and 
creditors could best be protected by a re- 
ceivership. C. R. Ransom is secretary-treas- 
urer of the company. 


CINCINNATI, OHIO, Feb. 8.—Caldwell & 
Iseminger Co., bankrupt Middletown (Ohio) 
contractor and retail lumber dealer, filed a 
schedule of assets and liabilities in the 
United States district court here last week 
showing assets of $142,062; and liabilities of 


$134,923. The assets included $36,734 in mer- 
chandise; $77,083 in real estate, including a 
mill and machinery inventory of $49,583. 


Among the larger creditors were Charles P. 
Shields Co., Dayton Sash & Door Co., J. G. 


Pool Co., Detroit Steel Products Co., J. R. 
Thames Lumber Co., and Mowbray & Rob- 
inson. 


MACON, GA., Feb. 8.—J. P. and J. L. White, 
of Hillsboro, Ga., individually and trading as 
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the White Lumber Co., have filed a Detitign 
in voluntary bankruptcy in the United Staty 
district court here. Liabilities were listed 
at $1,645.94 and assets, $665. Claim 9 
$1,458.25 was set up as an exemption, 0, ¢ 
Hancock, Atlanta; J. M. Hancock, Macon, anj 
W. S. Florence, Monticello, are attorneys fy, 
the petitioners. 





Have YouStarted YourCampaign’ 


(Continued from Page 31) 
sample of your double reply post card “Spend 
For The Home In 1932,” also quote us on gam 
in quantities of 150 to 500 with our name, ag. 
dress and ’phone number. Would there be an 
additional charge for a line something lik 
“Twelve months to pay?” 


Letters with requests for information ay 
cost of campaign material have also been pr. 
ceived from: 

Suomi Lumber Co., South Range, Mia — 
Builders’ Supply Co., Eau Claire, Wis.; Fred. 
erick Bros. (Inc.), Pottstown, Pa.; 


Bryan, Ohio; J. J. McMann, Wakeman, Ohio 
S. Pollock & Son, Coldwater, Mich.; Big Ping; 
Lumber Co., Medford, Ore.; Irrigators Lumber 
Co., Caldwell, Ohio; Jacob Levy & Bros., Louis. 
ville, Ky.; Franklin County Lumber Co., Greep. 
field, Mass.; C. L. Reed Lumber Co., Houston, 
Pa.; J. H. Patterson Co., Freeport, IIll.; Lyons 
Brothers Lumber & Fuel Co., Joliet, 
others. 





Factory-Fitted Window Means) 


Larger Sales, Lower Stocks 
(Continued from Page 32) 


and the principles of operation. A few minor 
improvements were suggested to the designers 
These were promptly made. 


The following are a few excerpts from let-) 


ters received from those who worked with this 
new window on the test jobs. Who could k 
better qualified to express an opinion? 


E. J. Becker, contractor, Auburn, N. Y- 


“Many comments have been made on the ap-§ 


pearance of this new item. The narrow trim 


can be used more satisfactorily than on anf 
The narrow mullion gives thf 
window more beauty than we have been able ti? 


other frame. 


achieve with the old type.” 


C. D. Hurr, Huff Realty Co., Mansfield 


Ohio—“‘The new window and door casings, to 


gether with the weather-stripping idea, we conf 


sider one of the best selling ideas pertaining t 
new homes that we have seen.” 


Joun Sturrock, contractor and builder, Av 


burn, Mass.—“I find the window is efficient ani 


feel sure the weather-stripping is superior t 
any other I have ever used.” 


C. Mayer, of Phillips & Mayer, builders = 


Reading, Pa.—‘“The cost of installing the new 
type windows was less than half the cost of fit. 
ting and hanging the ordinary type of window. 


E. N. Boutetr, Lee & Boutell, dealer, Kansai ff 


City, Mo—‘“It has been satisfying to hear the 


different architects elaborate on the splendid § 
appearance of the frame, particularly on accoutl § 


of the narrow mullion.” 


Louts CARRUTHERS, Carruthers & Son Lum- 
ber Co., Memphis, Tenn.—‘The contractor ant 
foremen are on record that their installation 
cost is less than half that of the ordinary wi 
dow, including all operations. Both were sur 


prised to find they could raise or lower either § 


sash with their little finger.” 


F. B. Guest, New Rochelle Coal & Lumbet 
Co., New Rochelle, N. Y.—“It is our belie! 
that this new frame is going to help us_m* 
terially so far as inventory is concerned. Using 
one kind of frame for every type of construc 


tion, should enable us to cut our stock to ore 


siderable extent.” 


F. L. Stone, the Home Materials ©: 
Mansfield, Ohio.—“We are particularly pleas 
with this window because it offers addition 
sales opportunities, and elimination of competr 


tion in price, due to its many advantages ove 
the old type window.” 





Lawrence | 
Lumber Co. Lawrence, Ind.; Stine Lumber (>. — 


Ill, an 
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What's New This Year? 


In all this recent talk about new develop- 
ments and refinements in passenger cars, any 
mention of trucks has been somewhat ob- 
scured by the magnificence of new body lines 
and upholstery, of “Startix,” which operates 
the choke and starter and keeps the car from 
stalling, of ride control, wizard control and 
every other control. The three great national 
automobile shows, at New York, Chicago and 
Kansas City, have been and are holding the 
center of attraction, but they’re doing it with 
motor trucks aS well as passenger Cars, as a 
representative of the AMERICAN LUMBERMAN 
noticed last week when he visited the big 
event at the Chicago Coliseum, and over at 
the Stevens Hotel, where the complete General 
Motors line was displayed. And it became 
apparent that trucks, also, have new features. 

For instance, most of this year’s models 
are equipped with down-draft carburetors, and 
the gasoline tank is so placed—often under 
the driver’s seat—that almost no force is 
necessary to drive the gasoline into the car- 
buretor and of course from there into the 
cylinders. It becomes easier to obtain higher 
vaporization, with consequent reduction of 
fuel costs. 

Ventilated crank-cases are practically the 
rule this year, too. The purpose of this de- 
vice is to eliminate the oil fumes which form 
acids, some of which, including sulphuric 
acid, are injurious to metals. 

The four-speed transmission, once a nov- 
elty or an accessory, now is standard equip- 
ment. One make, in fact, has an eight-speed 
transmission (effected by two separate trans- 
mission units), on its big 8-cylinder models 
designed especially for long and fast hauls 
with heavy loads. 

The car manufacturers are matching their 
wits against their customers’ in order to sup- 
ply for each customer the size and type of 
car he needs and can use economically, rather 
than just the smallest he can possibly get 
to haul his loads—for a while. In this en- 
deavor they are faced with the same problem 
that confronts the lumber dealer—customers 
who want a lot, but think they are clever 
enough to get out of paying for what they 
really want. Such lumber buyers do not real- 
ize that lumber, like other structural mate- 
rials, if overloaded will bend or perhaps even 
break, and that the only way to get the 
weight-carrying ability they want is to buy 
the right grade of lumber, and buy enough 
of it for that particular job. 

This kind of truck buyer is the same sort 
of individual. He knows he wants to haul 
five or six tons, so he goes and buys a 1%- 
or 2-ton truck. “It’s really strong enough for 
a bigger load,” he says to himself or to any 
one else who'll listen. “That 2-ton rating is 
Just on paper.” So the truck manufacturers, 
not wishing to subject their machines to such 
overloading, try to make the truck enough 
Stronger than its rating that will stand the 
loading it probably will get. 

“We don’t kid ourselves any,” said one of 
the manufacturers at the show, “for we know 
from experience how they load their trucks. 
We also know that when their trucks break 
down these men are never willing to place 
the blame for the failure where it belongs— 
on themselves—but blame the truck for be- 
ing SO weak, and blame the salesman for be- 
ing so thoughtless as to sell it to them. So 
weve made this 2%%-ton truck strong enough 
—look at it—to stand a load of 8 tons.” 

Another manufacturer pointed proudly at 
the strength features of his product and, also 
mentioning how prone to overload is the av- 
erage truck-owner, confided that this truck, 
although rated at 4 tons, really was built on 
a basis of 6 tons. 
poncerning new models, Reo had one—the 
; 2-ton 1D—that was put into production last 
vune; since then 3,800 have been sold, which 
'S ample proof of its desirability. Chevrolet 
has a new “combination farm” body on a 1%- 
chassis that looks interesting. Dodge was 

Owing a 4-cylinder, 1%-ton model, but ex- 
pects to put a 6-cylinder, 60 h.p. model on 
the market soon. 
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Announces New Tractor Model 


CLEVELAND, OHIO, Feb. 8.—A new Cletrac, the 
model 25, was an interesting part of the 
tractor and equipment exhibit last month at 
the factory of the Cleveland Tractor Co. 
This machine, powered by a Hercules six- 
cylinder engine which as standard equipment 
has Delco-Remy electric starting and bat- 
tery ignition, is shown in the accompanying 
illustration. It delivers 27 horsepower at the 
drawbar and 35 h.p. at the belt. Although 
105 inches long and 57% inches wide, its 
turning radius is only 8% feet. 

Its steering mechanism, characteristic of 
all Cletracs (this company has a model for 
any purpose or power need), consists of com- 
pensating planetary gears, which make the 
two tracks operate somewhat like the 
ailerons of an airplane—that is, when one 
track is slowed down, the other track is 
speeded up proportionately, but the power is 
still applied to both tracks; only one hand 
is needed for the steering, leaving the opera- 
tor’s other hand free for controlling other 
machinery. 

The engine itself is of the L-head type, 
with a seven-bearing crankshaft, and lubri- 
cation is by a combination of force-feed and 
splash. It runs at a governed speed of 1,259 











A new Cletrac crawler tractor, Model 25, just 

announced by the Cleveland Tractor Co., of 

Cleveland, Ohio. It is easy to handle and con- 

venient in size, and has power to do a lot 
of work 


r.p.m., and this, with the selective transmis- 
sion, sends the tractor over the ground at 
speeds of 1.95, 2.8, or 4 miles per hour ahead, 
or 1.83 m.p.h. in reverse. Some understand- 
ing of the reason why this type of tractor 
can exert such tremendous pulling power 
may be gleaned from the fact that the two 
tracks of this model offer a total tractive sur- 
face of 1,506 square inches. On these two 
tracks, 42 inches on center, the 6,725-pound 
weight of the machine rests; each track rolls 
on five bearings. 

Extra equipment for utilizing the power of 
this Cletrac includes a 12-inch power pulley, 
with 6%-inch face, which has a speed of 
2,950 feet per minute at 937 r.p.m.; and a 
rear power reduction shaft, with a speed of 
542 r.p.m. 





Manager of Engine Sales 


PeoriA, Itu., Feb. 8.—A short time ago the 
Caterpillar Tractor Co. announced that it would 
put the engines of all its tractor models on the 
market as separate, stationary power units and 
also portable use, offering a wide range of power 
from the engine of the “Caterpillar” Ten to the 
Sixty. Last week the company announced that 
Cc. L. McMullen, formerly of Madison, Wis., has 
been made manager of this branch of the sales 
department. He is well known in the industrial 
engine field, for since completing the electrical 
engineering course at the University of Wiscon- 
sin he has devoted all his time to the manufac- 
ture and sale of farm and industrial internal- 


















[ How to Figure Costs for Advertising 1 
' In Classified Department ‘ 


seeeee 


For three consecutive weeks..... 75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 


For twenty-six consecutive weeks. .$5.40 a line 








For fifty-two consecutive weeks...$10.80 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. Heading 
counts as two lines. 

Nu display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Reiittances to accompany the order, 
No extra charge for copies of paper 
containing advertisement. Copy must 
L. in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











combustion engines for both the domestic and 
foreign fields. 








WANTED 


Salesmen 


COMMISSION MAN OR WHOLESALER 
To sell western cedar posts. Service, quality and 
lideral allowance. Protection on mail orders. 

Address “S. 9," care American Lumberman. 

















CAPABLE SPECIALTY SALESMAN 


For Eastern market to sell manufactured wooden 
specialties. Opportunity substantial earnings based 
on results. Give age, experience, references and all 
particulars. 

Address ‘‘W. 22,” care American Lumberman 





COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops.—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 
Address “W29,” care American Lumberman. 


SALESMEN WANTED 


Mill sales group, Fir, Cedar, Western Pine, com- 
mission basis: advise experience references. 
Address “W. 23," care American Lumberman. 


LARGE MANUFACTURER 


Wants to communicate with Pine Salesmen travel- 
ing on commission basis to handle non-conflicting 
profitable side line. 

Address “W. 20," care American Lumberman. 


SALESMAN WANTED 


To sell Wholesale in Eastern Pennsylvania all 
species Softwood lumber. Give age, experience and 
reference. 
THE R. T. JONES LUMBER COMPANY, INC. 
813 Commercial Trust Bldg., Philadelphia, Pa. 














Employment 


MARRIED MAN, 39 


Combination executive, sales manager, salesman, 
clerical. Can do almost anything. Experienced 
mill, wholesale, retail; southern pine, coast prod- 
ucts, hardwoods. Life time in lumber industry. 
Will fit into any organization. Record of achieve- 
ment. excellent references, worker and producer, 
Address ‘“‘R. 2,” care American Lumberman. 

















AMERICAN LUMBERMAN 
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WANTED 








WANTED 























Employment 


EMPLOYMENT—SUCCESSFUL EXECUTIVE 
42 years of age with years’ experience in the 
retail lumber business from driver ina small yard 





99 


to Vice President, Treasurer and General Manager 
of a Corporation having had sales of over half 
million dollars in one year. Experienced in all 


phases of the retail 
new connections on 
nel brought about 
available at any 
position warrants, 
investigation. 
Address ‘“W.15,"’ 


to seek 
in Person- 


business. Am forced 
account of change 
by present conditions. Am 
time and will go anywhere if 
Past record will stand strict 


care American Lumberman. 





COMPETENT MANAGER 

Experienced in all phases of hardwood business 
and capable of taking complete charge of any 
sized lumber business. Desires a connection with 
a manufacturer whose business offers opportunity. 
With one large firm for over ten years in charge 
of production of several mills, planing mills and 
flooring plants. Can furnish reference. Corre- 
spondence solicited. 

Address ‘‘A. 50,’’ 


care American Lumberman, 





CAPABLE YELLOW PINE SALES EXECUTIVE 
And 


production man interested in making small 
cash investment in purchase yellow pine plant or 
lease small operation, well located, ample stump- 
age available. Would consider proposition from 
owners of plant and stumpage on profit sharing 
basis. Nothing but real bargains considered. 


Address “A. 52,” care American Lumberman., 





SECRETARY-BOOKKEEPER 
lumber 

retail 

full 
61,” 


Eight years’ 

wholesale and 

competent take 
Address “A. 


manufacturing, 
energetic and 


experience, 

Efficient, 
charge office. 
care American Lumberman. 





WANTED POSITION 
Years of experience in 
Address “A. 56,” 


AS SALESMAN 


all kinds lumber. 
American Lumberman 


selling 
care 





RETAIL LUMBERMAN 1932 MODEL 
Successful retail manager with sales ability, 
worker, clean record, desires management of 
yard which has not been making a profit. 
make salary conditional on showing a profit. 
is opportunity for an owner wishing to retire, 
having a yard not now successfully managed. 

Address ‘“W.3," care American Lumberman. 


hard 





Employment 


CAPABLE RETAIL LUMBER EXECUTIVE 


A thoroughly experienced and capable yard man- 
ager, having graduated in every department of an 
up-to-date yard, is qualified to fill acceptably posi- 
tion of trust calling for high order of executive 
ability. Not afraid of work and willing to go to 
the place that offers the opportunity. Best of ref- 
erences. Married. Age 48. 
Address “W. 28,” care American Lumberman. 








EXECUTIVE FOR 35 YEARS 


In charge of Hardwood sales and production, wants 
to connect himself with some reliable manufacturer. 
Was member of Inspection Rules Committee of 
National Hardwood Lbr. Association for fourteen 
consecutive years. My company retiring from busi- 
ness after 50 years of successful operations. 
Address ‘‘A. 58,’ care American Lumberman. 





EXPERIENCED YARD MANAGER 
Broad experience; 31 years old, married. Wholesale 
lumber experience selling retail trade. Mail order 
exp. Money maker; willing to prove ability. 
Address “A. 59,”" care American Lumberman, 





CIRCULAR SAWYER AND FILER 


Years of experience. Capable of keeping small 
mill in good order. References. 
Address “W. 9," care American Lumberman. 


DETAILER BILLER-ESTIMATOR 


Special and stock millwork, also store fixtures. 
Can lay out work and superintend mill. Highest 
references. Age 37. 

Address “M. 18,” 





care American Lumberman. 





Lumber and Dimension 





LNA NS A A 

WANTED CONTRACT FOR 
10M to 100M Fir and Tamarack Ties, any size, 
any lengths, also Switch Ties: 1 Million Western 
ted Cedar MICHAEL DUMONT, 


Fence Post. 
Cc. 


Galloway, B. 





WALNUT BORDER LINES WANTED 


Flooring distributor will purchase for cash car- 

load Walnut Border Strips in %”, %” and 13/16” 

thicknesses 
Address “A. 51,” 


care American Lumberman. 





MILLWORK EXECUTIVE WANTS POSITION 


Plant Supt. or assistant, Sash and Door foreman 
stock or detail, layout man, machine man, or any- 


thing you have to offer. I am all-around man, 
twenty years’ experience, 37 years of age. Total 
abstainer. Will go anywhere. Address 


CHARLES BLAINE, 
Gen. Del., Tyler, Texas. 





CAPABLE SPECIAL MILLWORK EXECUTIVE 


And retail lumberman. Twenty years’ experience 
as estimator, biller and detailer with large or- 
ganization. Age 38. 


Address “A. B. C.,"" care American Lumberman, 








RELIABLE WHOLESALE COMPANY 


Desires connection with mills to handle on com- 
mission basis Oak, Chestnut, Philippine, Gum, etc., 
for Province of Quebec and Eastern Ontario. Can 
furnish best of reference. When replying advise 
if N. H. L. A. certificates will accompany invoices. 
Address ““W. 4,” care American Lumberman. 





LUMBER WANTED 


To Hear From Companys that can furnish, several 
ears strait or mixed thickness Basswood and 
Poplar for delivery Baltimore, Maryland, send list 
and prices different grades, thickness and describe 
fully. 
Write “A. 54,” 


eare American Lumberman. 





15 YEARS RETAIL LUMBER EXPERIENCE 


Want position in retail yard or general office; 
capable bookkeeper. Successfully managed retail 
yards. Willing to prove ability; 38 years uld, 
married, excellent references. 

Address “S. 20," care American Lumberman. 





WHOLESALE OR RETAIL CONNECTION 


Wanted by capable man, experienced buyer, sales- 


man, office man. Strictly sober, good record. South 
preferred. 
Address “W. 18,” care American Lumberman. 





SUPERINTENDENT OR GENERAL FOREMAN 


Planing mill, special and stock millwork, also store 


fixtures, detailer, biller. Can draw up plans and 
spec’s. for residences, etc. Age 37, ref. 
Address “M. 19,"" care American Lumberman. 





WANTED A POSITION AS MANAGER 
of grain and 
separate. Having 
and always made money for my 
furnish best of references. 

Address “W. 26," care American Lumberman. 


HARDWOOD INSPECTOR OR SAWYER 
Experienced in drying lumber. Exceptional 
Willing to prove ability. Address “W. 27,” 


lumber business 
had many years 


either business 
of experience 
employers. Will 


or 





refs. 
care 


American Lumberman. 





Business Opportunities 


TIMBER OWNERS—OPPORTUNITY TO GET 
REPORT ON YOUR HOLDINGS 


A large manufacturing operation on the Pacific 
Coast has closed down. The resident manager is 
desirous of getting in touch with eastern investors 
who have money already invested in timber tracts 
and who would like to have reports covering the 
local situation, outlook and facts regarding their 
investment. I have a car, have the time, and am 
qualified to give accurate reports on the condt- 
tions and suggestions as to how property might 
be handled to advantage. If you will write me 
location of your timber and such facts as you have 
about it, I'll be glad to look into it and make a 
report. The cost will be nominal—in fact, there 
will be no charge made unless I am put to some 
expense or it is necessary to take considerable 
time to investigate. Tell me where the tract is 
and I'll give you a preliminary report without any 
charge whatever. Bank and business references 
cheerfully furnished. 

Address “W. 14,” 





care American Lumberman, 


WANTED _ 
Timber and Timber Land; 


YYYSDI, 


Ret 


FOR SAL 


Located in 
and doing 
the corn 








WANTED TO BUY 


Good large of hardwood 
timber land 


Address ‘A, 


boundry virgin Or pin 


BR, 
20, 


care American Lumberman, 





ee, “a. 57, ca 

Dene 

WANTS SUPPLIED FOR 

Large number of wants supplied each And buildi: 
week through the classified section. B nois one Ya 
We do it for others, why not for you? Address 
AMERICAN LUMBERMAN, 431 §. — 
Dearborn St., Chicago. WILL | 
Near Culve 





Plymouth, 


FOR 


Flour & F* 
west from | 
Address N] 





Steel Rails 


WE WANT 800 TONS 35 LB. RAILS 











Name lowest price. —E 
Address “‘W. 6,” care American Lumberman, FOR 5S. 
Building 1 
S filinois. 1 
° : Address 
econd Han achinery) “~~ 
www vfs eS ee ee ee ee ee + 
WANTED TO BUY Bust 

One Planer & Matcher with 24-in, top and botton 
cylinders. —_——esr~ 


One Double Surfacer, 24 or 30-in. Cylinders. 

One Band-Rip Saw. 

One Swing Cut-off Saw. 

One Circular Re-Saw. 

75 to 100 Wooden Wheel Dollies with 4-in. ties. 

All this machinery must be in good condition ap 

prices low. 
Address 


On Tuesda 
cry, at th 
door and 
chinery) ¢ 
Also, the s 
builders’ s 
tures. Als 
The sale 
Court. F« 


“W, 21," care American Lumberman, 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 














For t 

| FOR SALE}... 

California 

| jm modern C: 

lion, very 

conditions 

Lumber and Dimension | ®.:".’ 

um er an imension trade wil 

rrr ere OO YY yee eee" ren ” ep 

WE SOLICIT YOUR INQUIRIES FOR with lum! 

Mixed cars N. C. Pine in framing, roofers, siding Address 
ceiling, flooring and trim. CHESSON MANUFA\ 

TURING COMPANY, INC., Elizabeth City, N. | LA 

Establish 

FOR SALE 1%” R. E. OAK BEECH ten year: 


wishes to 
































l-inch S. E. Pine Box Boards $70,000. { 
l-inch S. E. Spruce Boards Address 
Attractive prices City N 
HOLDEN & MARTIN LBR. CO. ns Be 
Brattleboro, Vermont 
A CL/ 
FOR SALE—BANDSAWN DELTA HARDWOODS 
And genuine deep swamp Cypress, straight BI 
mixed cars, domestic or export shipment. Planit®} 
mill facilities. Inquiries solicited. 3 
HOUSTON BROS., Vicksburg, Miss. 
Tim 
FOR SALE—SIX CARS 8/4 No. 1 & B SOFT EW, TIM 
20% FAS at $20.00. PARAM 
W. H. HOENSHEL, Birmingham, Iowa. 
100,000,00 
YOUR AD HERE WILL SELL ANY ITEM Also 25 
HAVE YOU SOMETHING TO SELL? 
40 M 
e And Whi 
etail Lumber Yards § ‘ein « 
furnished 





LUMBER AND COAL BUSINESS FOR SALE | 
At Pilot Rock, Ore., owing to a death, One yam 

town, good schools, nice place to live. Annual bus: Sa 
} 
Ore. | 

re Bl Or 


ness of $25,000.00, $10,000.00 to handle, Inquire # 
MRS. E. McMARTIN, Pilot Rock, 
RETAIL YARDS FOR SALE 
Located in Northeastern Wisconsin. Will furnl® | 
sales record and detail on application. 
Address “W. 25,” care American Lumbermal 
ee 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 








FOR SALE LUMBER YD. & HARDWARE ST0@ 


In a good farming community, write to the w. ¢ 
WHITING LUMBER CO., at Whiting, Iowa. 


An 
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the job cheaper 
Locomotives and Cars | 2d better for 


swoon), A CLASSIFIED ADVERTISEMENT BRINGS the practical log- 
e FOR SALE 

aigh BUYER AND SELLE OGETHER z 

a a wo One (1) 28-ton Lima Shay geared locomotive, re- mee 


built. TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 


= ml Timber and Timber Lands Loanine Ry. Gavioment miei = 


Address ROBERT T. ROE, 91 Sip Ave., Jersey 
City. N. J. 


7 Z | 
F | | 
ad | 
Retail Lumber Yards |= Second Hand Machi Steel Rails 
PPP PPP PP PPPRP DPD IAA POP IIIA IIR 
FOR SALE LUMBER AND GRAIN BUSINESS LUMBER AND PLANING MILL MACHINERY RELAYING 4 LB. AND 6 LB. RAILS 
e F tocated in eastern Nebraska, only yard in town Heavy duty carriage; steam feed; steam kicker Also 30s, 35s, 56s, 70s, 80s, 858. New rails, all 
or Pine nd doing a real business, located in the heart of | Steam nigger; Yates American horizontal band weights. Switches, frogs, second-hand locomotives. 
rma ‘he corn belt. For further particulars address | _ resaw ROBINSON & ORR, 248 4th Ave, Pittsburgh, Pa 
.. oA 57,” care American Lumberman. | Four saw edger; two saw trimmer; live rolls 
———— | Complete band and rotary filing equipment 
FOR SALE RETAIL LUMBER, FUEL Whitney” ag Sie tastes driven shaper and > 
ich a a building material yard in south central IIli- " . M I] 
on. 4 a brea town of 1,000. ’ von ben ee rip saw ISce aneous 
ju? { Address “A. 53,"° care American Lumberman. | Yates American 30” inate planer 
s. — EEE Log derrick with 60 ft. boom 
WILL SACRIFICE SMALL RETAIL YARD Coe veneer lathe 66” HUSTLERS CLEAR $2 PER DAY USING 
‘ wylver, Ind. Address JOS, A. HOLZBAUER Log cut off machine with 64” saw My Gang Edger, edges straight, lightest running. 
—_../ Near Cu ver. ‘on é ss ; 4Z “+ | 24"x36" Corliss engine: Hope vacuum dry kiln $110 up. Simonds saws Best in planers, 1,000 in 
Plymouth, Ind. | Two 18 ft.x72 in. horizontal steam boilers ' use from Fla to Me. J. H. MINER, Meridian, 
—— | Complete shavings exhaust. system with cyclone Miss. 
FOR SALE RETAIL LUMBER, FUEL } and 50” fan. 
» Flour & Feed Business, located thirty miles north- | Shafting. hangers, pulleys, saws, etc. 
moni ow SS Green Bay in a good farming community. | PHOENIX PRODUCTS COMPANY, Box 486, FOR SALE—WOOD AND WIRE FENCING 
S Address NEUFELD LUMBER CO., Green Bay, Wis. | Prairie du Chien. Wis. Portable corn cribs, silos, and snow fence. Deliv- 
7 | . ered prices gladly quoted. 
erman FOR SALE—FIVE RETAIL LUMBER AND FOR SALE COMPLETE 8’ BAND MILL STANDARD FENCE CO., Lufkin. Texas. 
——.— puilding material yards in central and northern | Complete Veneer Cutting Mill, including lathes, 
Illinois. Best reasons for selling. clippers, dryers, etc. Complete Panel Plant. Will 
Address “S. 14," care American Lumberman. | sell in whole or in part at bargain prices. 
1e BOND HOLDERS COMMITTEE, 
} G. R. VENEER WORKS, ~ 
wow ‘ a 549 Alabama Ave., Grand Rapids, Michigan ~ sag 
cae Business Opportunities | SAW MILL MACHINERY, PLANING MILL e Mn 
— . | Machinery, Filing Room Equipment, Power Plants, 
, Stez & Elec Send for list of items from the 
TRUSTEE’S SALE | Ste um & Electric. Send C 
equipment of the Virginia & Rainylake Company. 
On Tuesday, March 1st, wi!l be sold at public out- | hain the Ps 
» cry, at the Court House, Augusta, Ga., the sash, GENERAL WRECKING & LUMBER CO., , = , 
ones § door and millwork plant (lant, buildings and ma- | Virginia, Minn. LIMDSE ses eS = 
tion an chinery) of The Perkins Manufacturing Company. j \ § =. = 
. ; Also, the stock of merchandise— umber, doors, sash, JUST A FEW ITEMS TAKEN AT RANDOM WAFOW bo 
, builders’ supplies, delivery equipment, and office fix- - 
rman, tases gg gerd cote Ml. ‘ai ‘ 1—Yates No, 185 30” Double Surfacer. . + 
The sale will be subject to confirmation by the | 1—Yates No. 177 30” Double Surfacer. ; } 4 “29 nL, 
‘our Tor particulars. wri 1—Woods No. 10 18x12” Timber Sizer. ; J y 
STOCKH Court. For particulars, write to ; , ae 5 
> , - 1—American No. 555 10”—5 Head Moulder. 4 
\NT J. P. WOOD, Trustee aa 
For the Perkins Manufacturing Company i—Mershon 46" Ideal Band Ressw. 
Augusta, Georgia , A. McDONALD MACHINERY CO. 
ae “ weit 7 1531 N. Broadway, St. Louis, Mo. 
< WHOLESALER SPECIALIZING IN e ‘ 
© California White Pine has opportunity leasing E d ist | 
§ modern California mill, annual capacity thirty mil- ngines an Ol ers 
men lion, very cheaply and under unusually favorable | 
e » conditions Operating costs low and product can 
10n » be sold profitably on present market. Established 
trade will take entire cut. Additional capital | 
ws ue. ie finance inventories and accounts receiv- | anaes LIN 
» able. No fixed investment in plants. Correspondence | — : ; D E 8-Wh l L 
IR with lumbermen able to invest $125,000 solicited. , 1—100 Hi. P. Erie Economic Boiler | ee O 
s. siding Address “W. 1,” care American Lumberman. 1—150 H. P. Erie Economic Boiler _ 
NUFACI ay Ee Keeler Water Tube Boiler | Wa ons } 
y, N. Ce LADDER BUSINESS—NEW JERSEY ee ee | £ 
; READING ENGINEERING WORKS 
’ | Established 45 years. Average yearly business past . -) - Roe yey go By ag 
-H ten years $80,000. Completely modern. Owner , : continue to do 
wishes to retire. Plant running full time. Price | 
§ $70,000, including equipment, fixtures, real estate. | 
| 


























> 
wa. son anaes ~~~ | our Self-Loading 
naan 100,000,000 ft. Western Oregon Timber and Land. FOR SALE OR CHARTER Skidders. 
=n . 4 we howiael” tone he Steam towboat, gas boats, derrick boats and barges. 
L? z : — . ¢ “é Write for specifications and sale or charter prices. 














— i tase we = coman pwns HOUSTON BROS., Vicksburg, Miss. 
45 nite Pine on 43,000 acres in North Caretine. HAVE YOU A TRUCK YOU WOULD LIKE TO LINDSEY WAGON co. 


timber close to R. R. Complete estimate 


furnished. D R. PETEET, 52 15th St., Atlanta, Ga. TRADE? ADVERTISE Sole Manufacturer LAUREL, MISS. 


SAL == 
=! Sawmill BOOKS THAT YOU NEED CYCLONE BLOW PIPE CO. 
IMPROVED SLOW SPEED SYSTEMS 


— O —Dozens of them—are quickly avail- 
—_ perators @ able from our complete line. Cyclone Dust Collectors — 
utomatic urnace Feeders 
Learn Moro About These Steel Plate Exhaust Fans 


| oe Books That'll Increase Your Profits precer ten ttrn 
| 
















































= || Write Now for Complete Catalog a 
|| American Lumberman ~ “tfiasdo ne 2544-2554 West 21st Street 
- : AE et eS 7 (Pat.) Corner Rockwell Street CHICAGO, ILLINOIS 
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Whatever the Service 
Wh he Conditi 
atever the Conditions.... 
SPEE-D-TWIN |} ‘=: 
American * 
ee 
STEAM FEED American § 
Anaconda ‘ 
§ 
Costs little more than belt or soe 
friction type feeds, but it makes Co... . 
° ° iat 
a tremendous difference in the |) “fuel I 
cut of the mill. Associated 
Atlas Mant 
It’s worth investigating. Ayer & Lor 
Depend Upon gating 
PACIFIC COAST TYPE SHAY eee awh 
, Baldwin Li 
SOULE |: 
LOCOMOTIVES Benson Ho 
Biles-Coler 
O OTHER locomotive of power is greater! STEAM FEED WORKS eter 
. . -nre 
“ equal weight can give the Because of their great power, Pa- aaa Saccares he Readinw Ts 
satisfactory service and the low <i Coast T Shay L b y 
haulage of Pacific Coast Type oe ee ee Bradley-M 
cost haulage o% haul heavy loads up steep grades Bratlie Bre 
Shay Locomotives. ever reush ked k 
; gh, croo eek... A Brooks-Ses 
Pacific Coast Type Shay Loco- around sharp curves ... at speeds LOG ST M PS Brooks-Ses 
motives are equipped with three- which increase hauling efficiency TRADE CHECKS, STENCILS Brown & ( 
cylinder engines geared and with a consistency BURNING BRANDS, ETC. | Brown Dir 
by a flexible drive to each CeStiay CeaneD se, Which betters transporta- a °oS Cee Brunswick 
pair of wheels. Every SLCOMOTIVES = tion and lowers its cost. MEYER & WENTHE Buck, Fras 
wheelisadriver! Pulling 31 NORTH CLARK ST. CHICAGO Builders C 
Write for more —— —— 
tion and a copy of the Shay catalog. ; : 
Resawed Fables|| (sie Ri 
LIMA LOCOMOTIVE WORKS, Incorporated toa collection of the funnies aa 
Lima, Ohio 60 East 42nd St., New York, N. Y. man poet.” Camp Ma: 
It is the everyday experi- ; C 
ences of the lumberman, told arey Cor 
West Coast Representative Southern Representative with a smile. Every lumber- C ill 
Hofius Steel & Equipment Co., Woodward Wight & Co., Ltd., man owes it to himself. aterpilla: 
First Avenue South at Hudson, Howard Ave. at Constance 8t., Price postpaid, $1.00. » Certain-te 
Seattle, Washington New Orleans, Louisiana AMERICAN LUMBERMAN, Publish P wg Ri 
431 So. Dearborn St.. CHICAGO Peay 
Cisar Bro’ 
Cleveland 
| Clover Va 
» Cobbs & | 
UFHKIN Loc RULES aio 
Continent 
Continent 
Crater La 
Crawford 
| Crescent | 
| Curtin-H¢ 
| Cyclone E 
Best quality, second growth, hickory rules. Heads of 
most substantial construction. All popular patterns. } Davenpor 
Replace worn out wood wheels with everlasting ELECTRIC Dibert, Ss 
Board Rules of all kinds, includ- Stes! Wheels. We make them to ft your exies. Teucks, tsall- Co.. eon 


ing the popular National Hard- 
wood Lumber Association Rules. 
Send for Catalog. 


THE [uFKIN fpuLe (0. 


Saginaw, Mich. 








ers, wagons, wheels, axles, lumber buggies. Ask fer catalogs. 


ELECTRIC WHEEL CO. "Si" Quincy, Ilinois | 
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Alger-Sullivan Lumber Co., The 47 
Algoma ee eee 14 
Allington & Curtis Mfg. Co., The 
Allis-Chalmers Mfg. Co.. 

— Company of Amer 


Anercan Credit-Indemnity Co. 

of N. Y 54 
American Logging Tool Co..... 16 
American Plywood Corporation 9 
American Saw Mill Machinery 

Co. 


ee ee 
bse ewer 







eooeseeeeeeeeeeeeee 


American Steel & Wire Co..... 
Anaconda Copper Mining Co... 6 
Arkansas Soft Pine Bureau.... 
Armstrong Cork & Insulating 

Co 


Associated Leaders of Lumber 
& Fuel Dealers of America.. 


Associated Lumber Mutuals. . 
Atlas Manufacturing Co....... 


Ayer & Lord Tie Company.... 53 


Babcock Company, W. W., The 
Baldwin Locomotive Works... . 
BC Spruce Mills, Ltd. ....... 4 


Biles-Coleman Lumber Co. . 
Birch Valley Lumber Co... .. . 
Booth-Kelly Lumber Co., The... 





Bradley Lumber Co. of Ark... 
Bradley-Miller Company. .... . 49 
Bratlie Bros. Mill Company.... 51 


Brooks-Scanlon Corporation. . . 
Brooks-Scanlon Lumber Co.. . . 
Brown & Company, Geo. C.... 
Brown Dimension Company... 
Brunswick Lumber Co......... 

8 OS ae eee 


55 


Camp Manufacturing Co....... 
Carey Company, The Philip. . 
Caterpillar Tractor Co......... 
Certain-teed Products Corp... 
med River Boom & Lumber 


bl is 


ee ee ee 


Cleveland Tractor Company... 
| Clover Valley Lumber Co...... 4 
| Cobbs & Mitchell, Inc... . 8 
Collins Lumber Co., Sebo D... 
Continental Screen Co.. . « 
; Continental Steel Corp........ 
)) Crater Lake Lumber Co..°.... 
Crawford Door Company...... 
| Crescent Machine Company. . 
Curtin-Howe Corp............ 
Cyclone Blow Pipe Co... 





| Davenport Hotel £0 


: Piet, Stark & Brown Cypeese 


Pree 
ee | 
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Dry Kiln Door Carrier Co... 
~ <a de Nemours & Co., 


Ce 


Electric Wheel Company...... 
Emporium Forestry Company.. 
Enterprise Co., The........... 


Feather River Lumber Co..... 
Ferguson Lumber Co. W. T.... 
Firestone Tire & Rubber Co... 


Flexible Steel Lacing Company 
DU BN Gs oc ce csievewsss 
Fordyce-Crossett Sales Co... ... 
| 
Frost Lumber Industries, Inc... 3 
Fruit Growers Supply Company 


General Motors Truck Co. .... 
Goodyear Tire & Rubber Co.. . 
Great Southern Lumber Co.... 7 
Griswold Lumber Company, The 


Hammond Cedar Company, 
Ltd 


ee 


Hammond Lumber Co., Inc.. 6 
Henkel “Edge-Lite” Capen 


Hettler Lumber Co., Herman H. 


Hines Hardwood & Hemlock 
< PRR ee ys 


Hines Lumber Company, Ed- 
ward, and Affiliated Interests 


Hines Western Pine Co.,Edward 
Hoe & Company, R........... 
Holt Hardwood Company..... 
Holt Lumber Company........ 
Homochitto Lumber Company. 
es 7 ae Merritt Lumber Co., 


Pee eee ee ee ee ee eeeeeeeee 


16 


Johns-Manville.............. 10-11 
Johnson & Wimsatt.......... 


Kerry & Hanson Flooring Co... 
Kinzua Pine Mills Company... 


Lacey & Co., James D... 
—_ Machine Works, Beary 


Ce 


Leschen & Sons Rope Co., A... 
Libbey-Owens-Ford Glass Co... 
Lima Locomotive Works, Inc... 
Lindsey Wagon Company..... 
Long-Bell Lumber Sales Corp. . 


(See following two pages for Directory of Products) 


Lufkin Rule Co., The......... 64 
Lumbermen’s Credit Association 54 
ae Mutual Casualty 


ee 


McGoldrick Lumber Company 


Madera Sugar Pine Co......... 
Maisey & Dion .... .... .... 
Majestic Company, The...... 
Mathieu, Limited, J. A........ 
Meadow River LumberCo.,The 

Menominee Indian Mills, The. 
Metropolitan Building Com- 


54 


44 


Meyer & Wenthe............. 
Michigan-California Lumber Co. 
PE i odknckdveseseuess 
Mitchell Brothers Co.......... 3 
Moore Dry Kiln Company.... . 
Moore-Keppel & Co......... 
Mosnte, Paul O.....02 cccces 
Mumby Lumber & Shingle Co. 


National Bearing Metals Corp. 
National Dry Kiln Co......... 


National Lumber & Creosoting 
SNCs ccvdtacieceecs 


National Lumber Manufactur- 
ers Association. . 


Nelson & Co., Gilbert......... 
Newman Lumber Co., J. J..... 


Northwestern Cooperage & 
Lumber Co 


Oak Flooring Manufacturers 
Association of the U.S...... 
Ces Railway & Timber 


Pacific Mutual Door Company 
Paine Lumber Company, Ltd. 
Pardee & Curtin Lumber Co. . 

Parker & Sons Co., Ira........ 
Paxson Company, The........ 
Peavy-Wilson Lumber Co... .. . 
Pioneer Lumber Company... . . 
Pittsburgh Plate Glass Co...... 
Polleys Lumber Co., The. ...’.. 
Polson Lumber & Shingle Co... 
Pondosa Pine Lumber Co...... 


re 


Alphabetical Index to Advertisements 


If page number does not appear opposite name, the display advertisement will be found in a previous issue 


Richard Shipping Corp........ 
Robinson Manufacturing Co.... 
Roosevelt Hotel.............. 
Ross Carrier Company........ 
Rowe Manufacturing Co.... . ; 


Samson Cordage Works....... 
Schuette Co., Wm............ 
Scovell, Wellington & Co... .... 
Segelke & Kohlhaus Co...... 
Seidel Lumber Co., Julius... . . 
Sewall, James W.............. 
Shevlin Pine Sales Company .. 
Shimer & Sons, Samuel J... ... . 
Simonds Saw and Steel Co.... . 
Sisalkraft Company, The...... 
Soule Steam Feed Works...... 
—— Lumber & Supply 


Southern Oak Flooring Indus- 
UE nankduknatachaennk sks 


Spain & Co., H. M............ 
Standard Conveyor Company. . 


Stewart Inso Board Corpora- 
REN Net letenriete ae 


Stoltze Manufacturing Co., Ltd. 
Stover Manufacturing Co...... 
Sullivan Lumber Co.......... 
Sumter Lumber Company, Inc. 


Taylor, Stiles & Company..... 
Tegge Lumber Company..... . 
Thunder Lake Lumber Co.... . 
Thurston-Flavelle, Ltd........ 
Tremont Lumber Company . 

Truscon Steel Company....... 


United States Gypsum Co...... 


Vento Steel Sash Co........... 
Von Platen-Fox Company..... 


Ward Brothers............... 
Warren Axe & Tool Co........ 
Warsaw Lumber Co........... 
Washington Manufacturing Co 
Washington Veneer Company... 
aes Stained Shingle 


Se 


Webster Lumber Co., H. E. ... 
Wendling-Nathan Company.... 
Weyerhaeuser Sales Company. . 
White River Lumber Company 
White Star Lumber Company 
Wier Long Leaf Lumber Co... . 
Wilcox Mfg. Co., W. W........ 
Williamsport Wire Rope Co... . 
Willson Brothers Lumber Co.. . 
Winton Lumber Sales Co...... 
Wisconsin Land & Lumber Co. 
Wood Conversion Company. .. 
Worcester Company, C. H..... 
Wuichet, Inc., Louis.......... 
Wyman Lumber Co., M.A... 


54 


16 


45 


§2 


51 


BE 


16 





66 



















































































A—Northern Pine Dibert, Stark & Brown 

B—Northern Spruce Cypress Co., Ltd......... ft 
" estan @ m Fordyce-Crossett Sales Co..f 

Bi—West Virginia Spruc Frost Lbr. Industries, Inc..e 


C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co...eq 
Hettler Lbr. Co., H. H...ace 
Hines Lbr. Co., Edward 


Brunswick Lumber Co....ac and Affiliated Interests. .e 


Cherry River Boom & Homochitto Lbr. Co..... a 
Lumber Co. ...eeseees bicl Long Bell Lbr. Sales Cor- 
Emporium Forestry Co...abce SOE esaciaeenana ejmt 
Hettler Lbr. Co., H. H...ace Newman Lbr. Co., J. J....¢€ 
a | ag Ela gO Peavy-Wilson Lbr. Co...... e 
Hines Lbr. Co., Edw. and Pioneer Lumber Co........ e 
Affiliated Interests..... acej Seidel Lbr. Co., Julius.... 
Mathieu, Ltd., J. A...... PY) ee efjlpqst 
Menominee Indian Mills, Sumter Lumber Co., Inc....¢e 
BRO coccesccocccccceces acd Tegge Lumber Co., The...ef 
Northwestern Cooperage & Tremont Lumber Co...... ef 

Ede. Ca, TROcccecese abcde , 
Rib Lake Lumber Co...... c pmol agp m pale * Ona 2s 
Shevlin Pine Sales Co....apt ned ng af Lbr. Co...¢e 
Von-Platen-Fox Co. ...... ac Worcester Co., C. H..acfhopr 
Weyerhaeuser Sales Co. 


pecesdevescoveeceoel ajimst 
White Star Lbr. Co...... cejl 
Wisconsin Land & Lbr. Co. 


G—Arkansas Soft Pine 
Arkansas Soft Pine Bureau.g 
Bradley Lbr. Co. of Ark..gh 
Caddo River Lumber Co..eg 
Fordyce-Crossett Sales Co..g 
Southern Lumber & Supply 


Worcester Co., C. H..acfhopt 


E—Southern Yellow Pine 


F—Cy press CO,  cecvccccccees eeesese 
Alger-Sullivan Lbr. Co..... e 

Ayer & Lord Tie Co...... ej nas Tae Seeee 
3rooks-Scanlon Corp...... ef Bradley Lbr. Co. of Ark..gh 
Caddo River Lumber Co..eg Brown & Co., Geo, C....... h 


Camp Mfg. Co Worcester Co., C. H..acfhopr 








RE ore ee ee aN A Dv céceeesebetesnens j 
DE -ctaseetbassedeeae b PREPOERO ccccccecccces coal 
MEE Soveccdénderneeonoces c REA cuidccssdenioonens 1 
| initia du desea cedamee d Maple (Hard and Soft)....m 
er ee e GE. ccdacecicenscercescece n 
ee ft c600c060eceneusoeees o 
PT vssccabhavdebannd g Sycamore ...... S6neeeneded p 
 ecgaccscescdesssesaoeun h MEGED cccccccse ceccece cocec@ 
GE Sweaseéseoorseanecdoes i Wee ccccccs Ct eereececed r 
Alger-Sullivan Lumber Co.ino Dibert, Stark & Brown 
Birch Valley Lumber Co... Cypress Co., Ltd........- qa 
ipstewnedoeennenna abcdfjno Emporium Forestry Co...... 


Bradley Lbr. Co. of Ark.cin 
Brown & Co., Geo, C..ahjin 
Brown Dimension Co....bdm 
Brunswick Lumber Co..adhm 


Fordyce-Crossett Sales Co..in 

Frost Lumber Industries, 
Inc. 

Hettler Lumber Co., 


Caddo River Lumber Co...n Hines Hardwood & Hem- 
Camp Msg. Ce.ccccccces aing lock Co., Edward ..abdhm 
Cherry River Boom & Lbr. Hines Lbr. Co., Edw., and 
CO.  coccccccccce abcdefmno Affillated Interests. .abdhm 
Cisar Brothers...... adhimnq Holt Lumber Co....... bdhm 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


WINDOW AND 
DOOR FRAMES 


Collins Lbr. Co., John D, 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Sullivan Lumber Co. 
Washington Manufacturing 
Company 


Biles-Coleman Lbr. Co., 
Bradley-Miller Company 
Collins Lbr. Co., John D. 
Hammond Lumber Co., Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Segelke & Kohlhaus Co. 
Washington Manufacturing 
Company 


Inc. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Hammond Lumber Co., 
Long-Bell Lbr. 
Rowe 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 
Wisconsin Land & Lbr. Co. 


Inc. 
Sales Corp. 
Manufacturing Co. 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index on preceding page. If the page number 
does not appear in the Index, the display advertisement will be found in some previous issue. 


SOFTWOOD LUMBER 





I—North Carolina Pine 


Gam BMGs, Gderccccese onan 
Johnson & Wimsaatt........! 
Schuette Co., Wm...... ---als 


Willson Bros. Lumber Co...al 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 
Co. 


eee eee eee eee ee 


Ayer & Lord Tie Co...... ej 
B C Spruce Mills, Ltd.. 
Booth-Kelly Lbr. Co..... a 
Bratlie Bros. Mill Co...... 1 
Collins Lbr. Co., John D.jlm 
Griswold Lbr. Co., The..... 3 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 
peetusinksdaseeuen mopq 
Hines Lbr. Co., Edw., and 
Affiliated Interests -acej 


Co., B. ccccercsececes ls 
Long-Bell Lbr. Sales Cor- 
DOTACOR cccccscccoes ejmt 
Mathieu, Ltd., J. A..... abk 
McCormick Lumber Co., C. 
Ty eenevevetocessvenne Imo 
Miller Co., Paul ......006. k 
Mumby Lbr. & Shingle Co. 
KCRRKCORECAEOREOHOCOCEKOS jlm 
Northwest Spruce Co...... k 


Ostrander Railway & Tim- 
ber Co. 


eee ee ee 


HARDWOOD LUMBER 


Homochitto Lbr. Co....... 
sbertscenabeanee acijmnopq 


Long-Bell Lumber Sales 
Corporation .cecccecce ilnoq 
Maisey & Dion..... adhimnqg 
Meadow River Lumber Co. 
Sebedescotesecceres bedfmno 
Menominee Indian Mills, 
BOO ceccccscvesenes abdhmn 


Moore-Keppel & Co.bcdefmno 
Newman Lumber Co., J. J. 
ecececccoesecoss acijmnopq 
Pardee & Curtin Lbr. Co...n 
Peavy-Wilson Lumber Co..in 
Rib Lake Lumber Co.abcdm 


Tegge Lumber Co., The... 
eoeetsovecees abdehijmnopr 
Thunder Lake Lumber Co. 
cnbeccemesseseocqece abcdhm 
Tremont Lumber Co..chiing 
Von-Platen-Fox Co....abhim 
Willson Bros. Lbr. Co....mn 


Wisconsin Land & Lbr. Co. 
Odeeedserareesbeseeeees edm 


SHINGLES, 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Caddo River Lumber Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pondosa Pine Lumber Co. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ........... a 
Western Red Cedar........ b 
Redwood ......++.+- oeveene © 
Bratlie Bros. Mill Co...... b 


Collins Lbr. Co., John D...b 





Pacific Mutual Door Co....j 
Robinson Manufacturing Co.j 
Polson Lbr. & Shingle Co.m 
Seidel Lumber Co., Julius 
ceonweeneeeouarees efjlpqst 
Sullivan Lumber Co....jklmr 
Thurston-Flavelle, Ltd...... 1 
bet “aaeoenn Manufacturing 


White River Lumber Co.jklm 
White Star Lumber Co...cej 
Winton Lumber Sales Co..ks 
— Lumber Co., M. 


O—California Pine 
P—California Sugar Pine 
Q—Redwood 


Algoma Lumber Co........ ° 

California Sugar & White 
FINO GO. cevcvweccesoses pt 

Clover Valley Lbr. Co....... ° 


Feather River Lumber Co..o 
Fruit Growers Supply Co..pt 
Great Southern Lbr. Co...eq 
Hammond Lbr. Co., Inc... 
eecccccccsscccesoecs jmopq 
Madera Sugar Pine Co....pt 
Michigan-California Lum- 
ber Co. 
Red River Lumber Co....op 


Seidel Lumber Co., Julius. 
euePeuas dean wee efjlpqst 

Shevlin Pine Sales Co....apt 

Wending-Nathan Co. --opq 


Worcester Co., C. H..acfhopt 


HARDWOOD 
FLOORING 





BOOS ~ ccccccvccccovcccsses a 
BEE. ecccscocccssccsverecs b 
BE osc cdssivecsécdtevecves c 
TEED ccccecncsvcesoses cove 
GUE. ctcvcvcccesecccoes o6ee® 





Bradley Lumber Co. of Ark.e 
Brown Dimension Co...... da 
Caddo River Lumber Co....e 
Cherry River Boom & 
Lumber Co. 
Cobbs & Mitchell, 
Fordyce-Crossett Sales Co..e 
Hettler Lumber Co., H. H.de 


Holt Hardwood Co....... bde 
Kerry & Hanson Flooring 
GH. cove scecdsccssesoses ad 


PACKAGE TRIM, ETC. 


Hammond Cedar Co., Ltd..b 
Hammond Lbr. Co., 
Hines Lbr. Co., Edw., and 


Inc....C 


Affiliated Interests ..... ab 
Holt Lumber Co.........++. a 
Huntting Merritt Lumber 

Co., URE. cocccccccccccce b 


Mumby Lbr. & Shingle Co..b 


Northwestern Cooperage & 
Lumber Co., The.......- a 


Polson Lbr. & Shingle Co..b 


Stoltze Manufacturing Co. 
Ltd. 


Sullivan Lumber Co.......- b 
Thurston-Flavelle, 


Ltd..... b 


February 13, 199 





Wuichet, Inc., Louis 
Wyman Lumber Co., 








;BLISHED W 
HOLE NUM 








R—Pondosa Pine 
S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 




































Anaconda Copper Mining 
> Qerrerrrr ry rrr ooedtt 
RBiles-Coleman Lbr. Co., Ing} 
Brooks-Scanlon Lbr. Co,.,,4 
California Sugar & White 
Pine Ce. ccc. 
Crater Lake Lumber ‘Co.., 
Fruit Growers Supply Co, - 
Hines Western Pine Com- 


pany, Edward ... oad 
Huntting Merritt Lumber 

Ge. DAE. .c0csesseue 
Kinzua Pine Mills Co.. 
Long-Bell Lbr. Sales Cor. 

DOTERIOR occcccesessur 


Madera Sugar Pine Co..,,, 
McGoldrick Lbr. Co......, 
Michigan-California Lum- 


ber Co. canes cccoept 
Polleys Lumber Co. ott 
Pondosa Pine Lumber Co. a 
Schuette Co., Wm........ali 


Shevlin Pine Sales Co....apt 
Sullivan Lumber Co.... 
Weyerhaeuser Sales Co.... 


Winton Lumber Sales Co..ks 
Worcester Co., C. H..acfhopt 


Long-Bell Lumber Sales 
Corporation .....- ot 


Meadow River Lbr. Co. "abit 
Mitchell Bros., Inc......+-bé 
Moratz, Paul O.....eeere 


Northwestern Cooperage & 
Lumber Co., The....-- 


Oak Flooring Manufactur- 
ers Association of the U. 
GG. cvcccceceesceecestene 


Seidel Lumber Co., Julius.abé 


Southern Oak Flooring In- 
GustrieS ....seeeeeeee eons 


Tremont Lumber Co...-+- at 
Ward Bros. 
Webster Lumber Co., H. Et 
Wisconsin Land & Lbr. 


eee . 
errr er eee eee eee eee 


Worcester Co., 


Weatherbest Stained Shit 

gle Co. 
Wendling-Nathan Co. ..+++# 
White River Lbr. Co...++! 
Willson Bros. Lbr. Co....++4 
Wisconsin Land & Lbr. Co# 


ee ee ee 


CEDAR POSTS AND POL 


Hettler Lbr. Co., H. H. 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., © 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 


